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As  Microsoft  preps  for  its  TechEd  conference, 
it's  also  giving  ground  on  a  controversial  licensing  program.  PAGE  8. 


Server  nirvana 

want  from  their  servers ...  and  it's  a  lot  PAGE  1 4. 
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Carriers  struggling 
to  cash  in  on  MPLS 


■  BY  JIM  DUFFY 

Here  are  just  a  few  of  the  drivers 
behind  Coca-Cola  Enterprises’ 
decision  to  roll  out  what  it  says  — 
at  600  sites  —  will  be  the  largest 
domestic  network  based  on 
AT&T’s  Multi-protocol  Label 
Switching  technology: 


ReaHime 

apps 

Vendors  are  putting  a  charge 
into  static  applications  by 
adding  presence  and  ad  hoc 
collaboration. 
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•  Lower  operational  expense. 

•  Improved  quality  of  service. 

•  Support  for  IP  telephony. 

“MPLS  is  the  reason  we  did  it,” 

says  John  Ridley,  senior  enter¬ 
prise  network  architect  at  the  $17 
billion  bottler,  which  migrated 
from  a  6-year-old  AT&T  hub-and- 
spoke  frame  relay  network. 

But  the  Atlanta  company  is  the 
exception  instead  of  the  rule 
when  it  comes  to  enterprise  net¬ 
work  adoption  of  MPLS-based 
services. 

Carriers  have  plowed  tens  and 
even  hundreds  of  millions  of  dol¬ 
lars  into  MPLS-related  network 
upgrades  to  help  consolidate 
facilities,  slash  operational  costs 
and  boost  service  reliability  —  all 
of  which  they  say  are  panning 
out.  But  the  service  providers 
have  been  reluctant  to  aggres¬ 
sively  market  MPLS-enabled 
services  to  existing  frame  relay 
See  MPLS,  page  72 

MPLS  and  more 

SuperComm,  the  big  carrier  indus¬ 
try  show  being  held  this  week  in 
Atlanta,  will  highlight  a  host  of  new 
technologies.  Read  our  sneak 
preview  on  page  16. 

■  Go  online  for  breaking 
news  from  the  show  at 
www.  nw  fusion,  com. 

Doc  Finder:  6143. 
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IKE  LOW  COST  MOVE  IS  ON. 


^Sun. 

microsystems 
We  make  the  net  work. 


Cisco  touts  plan 
to  tame  WLANs 


Adding  structure  to  WLANs 

Cisco  is  exploiting  routers  and  switches,  plus  intelligent  access 
points  and  end-user  devices,  to  help  customers  better  secure 
and  manage  WLANs  as  part  of  an  enterprise  net  Here’s  what’s 
on  tap: 


2003:  New  code  will  make 
clients  manageable. 

2003:  An  IOS  upgrade  to 
access  points  will  beef  up 
security  and  allow  for 
collection  of  radio 
frequency  data. 

2003:  Management  ap¬ 
pliance  is  being  upgraded 
to  enable  configuration 
of  up  to  2,500  access  points 
and  monitoring  of  radio 
signals.  — _____ 


Wireless  adapters, 
devices 


J 
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Aironet 

access 

point 


Switch 


Router 


Wireless  LAN  Solutions  Engine 


2004:  An  IOS 
upgrade  will 
add  radio 
management, 
802. lx  authen¬ 
tication  to  net¬ 
work  hardware. 


Secure  access  controller 


■  BY  JOHN  COX 

Cisco  this  week  will  answer  the 
challenge  of  a  pack  of  aggressive 
wireless  LAN  switch  vendors 
with  a  plan  for  managing  WLANs 
across  an  enterprise  network. 

One  big  difference  is  Cisco  will 
do  it  without  introducing  a  dedi¬ 
cated  WLAN  switch. 

Cisco’s  plans  feature  new  soft¬ 
ware  that  will  add  more  intelli¬ 
gence  to  the  company’s  Aironet 
access  points,  while  laying  the 
foundation  for  more-centralized 
management  of  these  devices 
and  of  the  actual  radio  medium. 

Management  of  access  points 
and  of  the  radio  frequency  are 
areas  in  which  Cisco  has  been 
weak,  despite  the  company’s 
overall  strength  in  the  WLAN  mar¬ 
ket.  As  a  result,  network  execu¬ 
tives  trying  to  deploy  big  WLANs 
have  turned  to  third-party  suppli¬ 
ers  for  these  needs.  Or,  like  Cisco’s 


internal  IT  group,  they’ve  written 
their  own  management  tools. 

As  part  of  its  WLAN  manage¬ 
ment  and  operations  framework, 


which  Cisco  says  follows  its  efforts 
over  the  past  two  years  to  improve 
WLAN  security  the  company  will 

See  Cisco,  page  70 


Network  executives 
share  their-wisdom 


For  the  latest  in  our  series 
of  network  executive 
Q&As,  we  spoke  with  Marc 
Shipman,  director  of 
telecommunications  for 
pharmaceuticals  giant 
Novartis. 
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The  secret  to  a  secure  enterprise  lies  in  not  just  monitoring  the  parts,  but  managing  it  as 
a  whole.  That's  exactly  what  eTrust™  lets  you  do.  In  fact,  our  eTrust™  Security  Command  Center 


is  the  perfect  solution  to  security  information  overload.  It  gives  you  the  big  picture  from  a  single 
vantage  point,  with  all  your  event  information  prioritized.  So  you  can  identify  actual  internal 
and  external  threats  before  they  can  wreak  havoc.  Anything  less  would  be,  well,  alarming.  . 

For  more  information  on  security  management,  go  to  ca.com/etrust/managem e  rj€ ;  . $  MM 
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eTrust™ 


ACCESS  •  THREAT  •  IDENTITY 

SECURITY  MANAGEMENT  SOFTWARE 
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©2003  Computer  Associates  International,  Inc.  (CA).  All  rights  reserved. 


LOW  COST  MOVE  IS  ON 


©2003  Sun  Microsystems,  Inc.  All  rights  reserved.  Sun,  Sun  Microsystems,  the  Sun  logo,  Solaris  and  Sun  Fire  are  trademarks  or  registered  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States  and  other  countries.  Alt  other  trademarks  are  property  of  their  respective  owners. 


News 
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■  8  Microsoft’s  TechEd  conference  to  come  up  short  on  new 

product  releases. 

■  8  Microsoft  customers  applaud  sweeteners  added  to  controversial 

licensing  program. 

■  10  DISA  fortifying  military's  IT  defenses. 

■  10  Siemens,  Shoreline  push  converged  apps  into  businesses. 

■  12  Ethernet  at  30. 

■  12  Start-up  EqualLogic  unveils  managed  iSCSI  array. 

■  14  What  users  want  from  servers. 

■  16  Symantec  adds  help  desk  tools. 

■  16  SuperComm  2003  to  focus  on  broadband. 

■  16  RBOCs  jointly  push  fiber  closer. 

■  18  Novartis  telecom  director:  VoIP  is  the  cure  for  all  ills. 


Features 

Real-time  apps:  The  typical 
enterprise  application  is  like  a 
battleship  —  powerful,  but  not 
agile.  In  today's  business  world, 
companies  need  to  change 
course  quickly  and  to  respond  to 
problems  in  real  time.  They  can’t 
throw  out  their  existing  apps,  so 
vendors  now  are  adding  real-time 
features  to  these  traditional  apps. 

Page  46. 


Infrastructure 

■  21  Web  switch  vendors  evolve. 

■  21  IBM  enhances  Unix  server 
family. 

■  22  SonicWall  beefs  up  Content 
Filtering  Service. 

■  22  Dave  Kearns:  SCC 

lawsuit:  Good  summer  reading. 

Enterprise 

Applications 

■  25  Building  identity  management. 

■  25 ISS  hatches  'virtual  patching’ 
management  plan. 

■  28  Sourcefire  ignites  scanning 
effort. 

■  28  Microsoft  updates  Solomon; 
CRM  software  still  in  the  works. 

■  30  Scott  Bradner:  Saved 
by  bad  movies? 


Technology  Update 

■  41 ESB  architecture  eases 
application  integration. 

■  41  Steve  Blass:  Ask  Dr. 

Internet. 

■  42  Mark  Gibbs:  Python 
eats  up  white  space. 

■  42  Keith  Shaw:  Can  a  flat 
panel  monitor  be  too  big? 

Opinions 

■  44  Editorial:  Ready  to  trust 
software  update  tools? 

■  45  Ira  Brodsky:  Wireless 
security  not  an  oxymoron. 

■  45  Frank  Dzubeck:  The 

new  world  of  IT  networking. 

■  74  BackSpin:  Beating 
online  burning. 

■  74  ’Net  Buzz:  Problem  with 
spam  filters  hits  close  to  home. 


Service  Providers 

■  33  Time  seen  running  out  on 
core  switch  maker  Equipe. 

■  33  AT&T  enhances  business- 
continuity  service  offerings. 

■  34  Johna  Till  Johnson: 

MPLS  gaining  steam  as  critics  start 
to  lose  theirs. 

■  36  Special  Focus:  Power 
line  communications  moving  closer 
to  reality. 

The  LC03000's  30-inch  display 
inspires  “oohs"  and  “ahhs." 

Page  42. 


Management 

Strategies 

■  55  Open  source  opportunities: 
As  Linux  grows,  so  do  certification 
programs  to  validate  expertise  with 
the  operating  system. 
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Interactive 

SuperComm  news  and  show  planner 

Going  to  Atlanta?  Get  the  lowdown  on  the  hot  keynote  addresses,  tutori¬ 
als  and  events  you  don't  want  to  miss  at  this  week's  SuperComm  show. 
Read  it  online  or  download  it  to  your  PDA  for  on-the-go  access.  Also, 
stay  on  top  of  the  latest  news  from  the  show.  DocFinder:  6029 

Fighting  spam:  Technology  or  legislation? 

Which  is  best  when  it  comes  to  fighting  spam?  Experts  Paul  Graham 
and  Jason  Catlett  offer  their  thoughts.  Read  their  arguments,  and 
then  add  your  own  in  our  forum.  DocFinder:  6138 

Seminars  and  events 

Don’t  be  overwhelmed  by  storage  demands! 

Join  storage  expert  Steve  Duplessie  and  leading  industry  vendors  for 
Network  World's  Storage  Technology  Tour,  "Shoring  Up  Your  Enterprise 
Strategy."  In  just  one  day,  create  a  storage  strategy  that  includes 
selecting  the  right  hardware  and  software,  planning  your  rollout,  and 
managing  and  monitoring  your  storage  network.  Reserve  your  seat 
today.  DocFinder:  4937 


■  CONTACT  US  Network  World,  118Turnpike  Road,  Southborough, 
MA  01772;  Phone:  (508)  460-3333;  Fax:  (508)  490-6438; 

E-mail:  nwnews@nww.com;  STAFF:  See  the  masthead  on  page  14 
for  more  contact  information.  REPRINTS:  (717)  399-1900 

SUBSCRIPTIONS/CHANGE  OF  ADDRESS:  Phone:  (508)  490-6444; 
Fax:  (508)  490-6400;  E-mail:  nwcirc@nww.com; 

URL:  www.subscribenw.com 


Columnists 

Compendium 

Interesting-looking  e-mail  client 
Fusion  Executive  Editor  Adam  Gaffin  introduces  you  to  clever- 
cactus,  a  Java-based  desktop  application  that  combines 
e-mail,  a  PIM,  an  RSS  reader  and  a  Weblog  posting  tool. 

DocFinder:  6139 

Telework  Beat 

Guitar  maker  eyes  the  digital  home 
Net.Worker  Managing  Editor  Toni  Kistner  says  the  Gibson 
Labs  Magic  protocol  provides  high-speed,  real-time  multi- 
media  connectivity.  DocFinder  6140 

Small  Business  Tech 

Sending  out  strong  signals 

Columnist  James  Gaskin  explains  how  to  extend  your  wireless 
network  range  with  signal  boosters  from  Linksys  and  SMC. 

DocFinder:  6141 

Home  Base 

Bring  in  the  team 

Columnist  Jeff  Zbar  Examines  networking  with  other  profes¬ 
sionals  to  expand  your  business. 

DocFinder:  6142 


What  is  DocFinder? 

We’ve  made  it  easy  to  access  articles  and 
resources  online.  Simply  enter  the  four-digit 
DocFinder  number  in  the  search  box  on  the 
home  page,  and  you’ll  jump  directly  to  the 
requested  information. 


www.nwfusion.com 


TheGoodTheBadTheUgly 


Wi-Fi  for  less  .  Too  many  vendors  making 
much  product  are  causing  wireless  LAN  chip  pricks 
dive  as  volumes  rise,  according  to  a  TechKnowledge 
Strategies  study  The  average  price  for  an  802.11b 
WLAN,  or  Wi-Fi,  chip  was  $16.06  in  2002,  but  - 
that  price  will  drop  to  $6.61  by  year-end,  the  study 
says.  Falling  chip  prices  should  translate  into  less- 
expensive  Wi-Fi  gear. 

Takes  one  to  know 

one?  The  University  of  Calgary  has  \J^g§§^ 
announced  plans  for  a  new  course  "that 
will  focus  on  developing  malicious 
software  such  as  computer  viruses, 
worms  and  Trojan  horses  that  are 
known  to  wreak  havoc  to  the  tune  of 
billions  of  dollars  worldwide  on  an  annual 
basis."  The  university  says  the  course 
will  help  prepare  students  for  careers 
in  computer  security,  but  Sophos  — 
echoing  the  sentiments  of  others  in  the 
antivirus  community  —  called  the  schoi 
"irresponsible"  for  offering  the  computer 
viruses  and  malware  course.  > 


DAN  VASCONCELLOS 


Taking  SCO  to  task.  The  sco 

Group,  on  the  offensive  regarding  what  it  says  are  infringements  against  its  Unix  code 
on  the  part  of  Linux  software  companies,  took  a  hit  back  from  Novell  last  week.  Novell 
says  it  never  transferred  Unix  System  V  copyrights  and  patents  when  it  sold  the 
software  to  SCO  in  1995.  SCO,  over  the  past  few  months,  has  "repeatedly  asked  Novell 
to  transfer  the  copyrights  to  SCO,  requests  Novell  has  rejected,"  according  to  a  letter 
Novell  CEO  and  President  Jack  Messman  wrote  to  SCO  CEO  and  President  Dari  McBride. 


Microsoft,  AOL  Time  Warner  settle  suit 

■  Microsoft  will  pay  AOL  Time  Warner  $750  million  to  settle  a  pri¬ 
vate  antitrust  suit  filed  on  behalf  of  Netscape  by  AOL  in  January 
2002,  the  companies  announced  last  week.  As  part  of  the  deal, 
AOL  Time  Warners  America  Online  Internet  division  will  receive 
a  royalty-free,  seven-year  license  to  use  Internet  Explorer  with 
AOL’s  client  software.  They  also  will  collaborate  to  make  their 
respective  instant-messaging  clients  work  together,  though  “no 
time  frame  has  been  set  for  that,”  Microsoft  Chairman  Bill  Gates 
said  at  a  press  conference  to  discuss  the  deal. The  industry  giants 
also  will  collaborate  on  long-term  initiatives  for  distributing  digi¬ 
tal  media  to  consumers,  and  to  support  new  business  models  for 
content  owners,  the  companies  said. The  antitrust  suit,  filed  in  U.S. 
Federal  District  Court  for  the  District  of  Columbia,  alleged  that 
Microsoft  harmed  Netscape’s  browser  business  through  anticom¬ 
petitive  practices  related  to  the  Windows  operating  system. 

Apache  group  flags  more  problems 

■  For  the  second  time  in  as  many  months,  the  Apache  Software  Foundation  released  an 
updated  version  of  the  popular  open  source  Web  server  software,  only  to  warn  users  of 
a  critical  security  hole  in  previous  versions  that  the  update  patches.The  new  version  of 
Apache,  2.0.46,  was  described  as  “principally  a  security  and  bug  fix  release”  in  a  bulletin 
released  by  the  open  source  organization  last  week.  Among  those  fixes  is  a  patch  for  a 
security  hole  in  the  mod_dav  module  that  could  be  exploited  remotely,  causing  an 
Apache  Web  server  process  to  crash,  according  to  the  bulletin.  Mod_dav  is  an  open 
source  module  that  provides  WebDAV  (World  Wide  Web  Distributed  Authoring  and 
Versioning)  protocol  support  for  the  Apache  Web  server. The  vulnerabilities  affect  ver¬ 
sions  of  Apache  ranging  from  2.0.37  up  to  the  most  recent  release,  2.0.45,  which  came 
out  in  April. 

Microsoft  spam  fighter  sees  hope,  but ... 

■  Spam  can  be  contained  within  two  years  but  will  first  reach  unprecedented  propor¬ 
tions,  Microsoft’s  chief  spam  fighter  said  last  week.“Spam  has  reached  epic  proportions 
and  we  are  in  a  crisis  situation,” said  Ryan  Hamlin,  general  manager  of  Microsoft’s  anti¬ 
spam  technology  and  strategy  group.“For  a  lot  of  people  out  there  the  situation  has  got¬ 
ten  so  bad  that  they  are  willing  to  give  up  e-mail  if  the  spam  situation  does  not  get  bet¬ 
ter.”  he  said.  Almost  half  of  all  e-mail  today  is  spam,  according  to  Hamlin,  who  cited  fig¬ 
ures  from  Brightmail.  And  it  is  about  to  get  worse. The  amount  of  spam  is  still  growing 

C  O  M  P  E  NDIUM 

Are  you  certifiable? 

For  only  $8.98  apiece  (plus  $6.98  shipping  and  handling),  a  Florida  outfit  is  using 
eBay  to  sell  certificates,  suitable  for  framing,  that  state  you  are  certified  in  Linux, 
Java,  Perl,  even  C++.  You're  supposed  to  be  able  to  pass  a  test,  but  the  “school" 
is  so  confident  you  will  pass  that  they  send  you  the  “attractive  and  impressive 

diploma'  along  with  the  test.  Get  a  passing  grade  by  reading  more  of 
Compendium  at  www.nwfusion.com,  DocFinder:  6130. 


and  Hamlin  predicts  as  much  as  65%  of  all  e-mail  next  year  could  be  spam. The  cost  to 
U.S.  businesses  to  combat  spam  will  double  from  the  $9  billion  spent  in  2002,  he  pre¬ 
dicted. This  cost  includes  the  price  of  filtering  software  and  storage  hardware  and  other 
costs.  Loss  of  productivity  is  not  factored  in,  Hamlin  said.  Microsoft,  together  with  indus¬ 
try  partners  and  even  traditional  rivals  such  as  AOL,  is  working  to  can  spam. 


■  Ask  Jeeves  last  week  announced  plans  to  sell  its  enterprise  software  division,  Jeeves 
Solutions,  to  Kanisa.  Kanisa  will  pay  $4.25  million  for  all  assets  of  the  division,  including  its 
JeevesOne  technology  and  about  40  corporate  customer  accounts,  Ask  Jeeves  said  in  a 
statement.The  sale  is  expected  to  be  complete  by  July.  JeevesOne  technology  launched 
last  year,  combines  search  and  CRM  technology,  aiming  to  make  search  results  on  a  cor¬ 
porate  site  more  relevant  to  customers.  Ask  Jeeves  plans  to  concentrate  on  its  Web-search 
business,  which  it  claims  is  the  second  most  visited  pure  search  site  in  the  U.S.  It  upgrad¬ 
ed  its  site  last  month,  adding  picture,  news  and  product  search  tools,  clarification  options, 
spell  check  and  a  faster-loading  Web  page,  plus  “smart  search”  options  that  it  says  are  more 
intuitive,  to  try  to  gain  market  share  from  Google  and  other  major  search  sites. 

Application  services  market  still  growing 

■  A  new  study  by  IDC  shows  that  companies  are  continuing  to  look  to  application  infra¬ 
structure  service  providers  as  they  do  more  business  on  the  Web. The  study  predicts  that 
the  market  in  the  U.S.,  which  includes  players  such  as  Cable  &  Wireless,  Electronic  Data 
Systems,  HP  and  IBM  Global  Services,  will  grow  11.5%  between  2002  and  2007;  it  is 
expected  the  market  will  grow  8.5%  this  year. The  growth  is  driven  largely  by  customer 
efforts  to  reduce  costs  and  improve  efficiencies,  the  study  says.“This  is  a  market  that  has 
not  only  become  accepted  as  an  integrated  part  of  IT  outsourcing,  but  also  as  a  stepping 
stone  to  providing  utility  computing  services,”  says  David  Tapper,  analyst  for  the  out¬ 
sourcing  and  utility  services  program  at  IDC. 


Ask  Jeeves  sells  software  division 
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Microsoft  show  to  lack  product  pizazz 


-  N 

New  for  Exchange 

At  its  TechEd  conference,  Microsoft  will  unveil  features  for  Exchange  Server  2003. 

New  feature 

Description 

Standand/Enterprise  editions 

Standard  edition  for  smaller  customers  (50  to  5,000  users)  and  can  be  used  to 
support  remote  access.  Enterprise  edition  adds  clustering  and  storage  features. 

ROI  calculator 

Spreadsheet  tool  from  Nucleus  Research  to  calculate  ROI.TCO,  payback 
period  and  net  present  value. 

Deployment  tools 

V 

Migration  and  co-existence  tools  for  users  moving  from  Exchange  5.5. 
_ / 

■  BY  JOHN  FONTANA 

Microsoft’s  annual  TechEd  con¬ 
ference  will  be  longer  on  the  Ed 
and  shorter  on  the  Tech  this 
year:  The  software  giant  won’t 
make  major  product  releases  at 
the  show. 

The  conference,  which  is  being 
held  this  week  in  Dallas, had  been 
projected  to  be  the  launch  pad  for 
several  key  products,  including 
Office  2003,  Exchange  Server  2003 
and  the  first  beta  of  Yukon,  the 
next  version  of  SQL  Server. 

Office  2003  was  slowed  by  a 
number  of  software  bugs  and 
Microsoft  has  a  refreshed  beta  2 
release  planned  for  later  this 
month,  while  a  Yukon  beta 
might  not  see  light  until  later 
this  summer  or  early  fall,  the 
company  says. 

The  final  code  of  Exchange 
2003  won’t  make  it,  either.  At 
TechEd,  Microsoft  will  make  do 
by  shipping  the  first-release  can¬ 
didate  of  the  messaging  plat¬ 
form.  A  release  candidate  is  soft¬ 
ware  deemed  worthy  of  general 
availability  but  that  will  receive  a 


final  round  of  beta  testing  to 
shake  out  any  remaining  bugs. 
General  availability  is  expected 
in  late  summer. 

Microsoft  will  introduce  new 
features  for  Exchange  2003,  in¬ 
cluding  standard  and  enterprise 
versions,  deployment  tools  and 
an  ROI  calculator. 

Also,  users  who  test  the  release- 
candidate  software  can  upgrade 
directly  to  the  final  release  code 
without  having  to  uninstall  the 
beta  software  before  installing 
the  shipping  code,  which  is  the 
standard  procedure. 

“We  are  encouraging  the  use  of 
the  release  candidate  for  plan¬ 
ning  and  deployment  of  Ex¬ 
change  2003,”  says  Missy  Stern, 
product  manager  for  Exchange. 

The  confidence  Microsoft  has 
in  the  beta  code  highlights  the 
fact  that  Office  is  holding  up  Ex¬ 
change,  experts  say  Office  2003 
with  its  Outlook  2003  client  is 
required  to  take  advantage  of  a 
number  of  performance  and 
remote  access  improvements 
available  in  Exchange. 

Outlook  supports  a  local  cache 


feature,  which  lets  users  bring  a 
portion  of  server  data  to  their 
desktops;  the  ability  to  connect 
remotely  to  the  server  without  the 
need  for  a  VPN  connection;  and 
new  bandwidth-friendly  improve¬ 
ments  that  make  communication 
with  Exchange  more  efficient. 

Exchange  2003  release  candi¬ 
date  1  (RC1)  will  work  with  the 
Office  2003  beta  scheduled  for 
late  June,  Stern  says.  Outlook 
clients  from  Office  XP  and  2000 
also  will  work  with  Exchange 
2003,  but  they  will  not  support  the 
new  Exchange  features. 

The  RC1  software  will  run  on 


Windows  2000  or  2003,  but  only 
2003  will  support  the  VPN  feature 
and  a  back-up  feature  called 
Volume  Shadow  Copy 

Exploring  Jupiter 

Also  at  the  show,  which  will 
include  417  sessions  and  is 
expected  to  draw  10,000  atten¬ 
dees,  Microsoft  will  give  more 
details  on  Jupiter,  a  combination 
of  BizTalk,  Commerce  and 
Content  Management  servers. 
Jupiter  will  form  the  foundation 
of  Microsoft’s  future  business 
integration  software  based  on 
.Net  to  compete  with  BEA 


Systems,  IBM  and  Oracle. 

Jupiter  was  introduced  last 
year  and  is  expected  to  ship  in 
the  middle  of  next  year,  but 
Microsoft  has  yet  to  get  past  the 
concept  stage. 

“We  just  don’t  get  Jupiter  right 
now;”  says  Peter  Pawlak,  an  ana¬ 
lyst  with  independent  research 
firm  Directions  of  Microsoft. 
Pawlak  says  Microsoft  has  to  lay 
out  how  it  will  integrate  the 
three  products  with  each  other, 
as  well  as  productivity  applica¬ 
tions  such  as  InfoPath,  an  XML- 
based  forms  technology  that  is 
part  of  Office  2003.  ■ 


Microsoft  users  applaud  licensing  incentives 


■  BY  JOHN  FONTANA 

Corporate  users  are  giving  a 
qualified  thumbs-up  to  free  train¬ 
ing,  support  and  software  tools 
that  Microsoft  last  week  made  part 
of  a  licensing  program  that  has 
generated  much  discontent. 

Along  with  the  freebies,  users 
also  are  embracing  the  return  of  a 
program  that  gives  employees  of 
corporations  with  licensing  and 
maintenance  contracts  free  or  dis¬ 
counted  software  for  home  use. 
Microsoft  scrapped  a  similar  pro¬ 
gram  five  years  ago. 

The  flap  began  last  year  with  the 
inception  of  the  plan,  and 
Microsoft  should  not  consider  the  problem 
resolved:  Users  say  Microsoft  will  need  to 
continue  to  update  and  sweeten  its 
Licensing  6.0  plan  and  the  companion 
Software  Assurance  maintenance  program. 

"They  have  started  something,  and  they 
will  have  to  continue,”  says  Pam  Peschel, 
business  support  specialist  for  Denver 
Water.  She  says  she  is  delighted  with  the 
addition  of  free  support,  training,  software 
tools  and  home-use  rights,  but  says  more 
details  are  needed,  especially  about  how 
fret  training  will  be  doled  out. 

“It's  about  time,” says  Fteschel.who  bought 
into  Software  Assurance  last  year. “You  pay 
an  awful  lot  for  it,  and  all  you  have  been 


Licensing  revamp 

Microsoft  says  it  hopes  to  soothe  complaints  about  licensing  by  adding  perks. 


Add-ons 

What  it  is 

Who  benefits 

Training 

•  Training  vouchers 

•  Online  training 

IT  staffs  get  free  technical  certification  classes; 
online  training  available  to  end  users. 

Support 

•  Web-based  and  telephone 
support 

•  FreeTechNet  subscription 

Users  of  standard  edition  servers  get  unlimited  Web 
support;  Enterprise  Edition  servers  add  unlimited 
telephone  support.  Open  Value  customers  get  less. 

Deployment  tools 

•  Corporate  error  reporting 

•  Preinstallation 

IT  can  internally  catalog  and  evaluate  error  reports 
from  software;  installation  tool  supports  mass  rollout. 

Other  benefits 

•  Home-user  rights 

•  Employee  purchase  rights 

Employees  of  licensed  companies  can  get  free  or 
low-cost  software. 

getting  is  upgrade  rights.  It  wasn’t  a  lot  for 
your  money'’ 

Microsoft’s  pricing  for  software  mainte¬ 
nance  remains  highest  in  the  industry, 
according  to  The  Yankee  Group. The  price 
for  Software  Assurance  is  calculated  at  25% 
of  server  licensing  costs  and  29%  for  desk¬ 
tops.  Computer  Associates  is  second  at 
22%,  while  IBM,  Oracle  and  SAP  come  in 
between  18%  and  22%. 

Microsoft  says  it  will  not  adjust  the  pric¬ 
ing  on  Software  Assurance  but  will  expand 
the  program’s  scope  to  include  free  Web- 
based  and/or  telephone  support. Vouchers 
for  free  technical  training  courses  that  can 
cost  as  much  as  $1,500  per  day  are  anoth¬ 


er  bonus.  Users  will  get  a  free  subscription 
to  TechNet,  Microsoft’s  online  IT  site  that 
costs  $1,000  for  Licensing  6.0  customers. 

Experts  say  the  freebies  could  save  com¬ 
panies  as  much  as  $10,000. 

Some  users,  however,  say  Microsoft  needs 
to  add  more  tools  to  the  package. 

“Right  now,  Microsoft  licensing  is  a  mess,” 
says  Bruce  Alcock,  IT  architect  for  Integris 
Health,  the  largest  healthcare  provider  in 
Oklahoma.  “The  biggest  problem  is  track¬ 
ing  licenses. The  tools  to  track  licenses  are 
not  sufficient." 

While  Microsoft  isn’t  adding  tracking 
tools,  it  is  including  tools  for  error 
checking  and  rolling  out  software  to 


multiple  desktops. 

Two  of  the  biggest  perks  might 
be  free,  self-paced  online  courses 
for  end  users  and  letting  compa¬ 
nies  give  employees  home-use 
rights  on  products  the  company 
licenses  through  Software  Assu¬ 
rance.  For  example,  an  employee 
could  get  a  copy  of  Office  for  just 
the  shipping  and  handling 
charges  of  about  $25.  Microsoft 
also  will  offer  discounts  of  up  to 
30%  on  other  software  products. 

“A  big  part  for  us  was  the  home- 
use  rights  because  it  helps  with 
some  training  issues,”  says  Steve 
Edwards,  vice  president  and  IT 
director  for  Solomon  Cordwell 
Buenz  &  Associates  in  Chicago.  “We  think 
this  will  make  it  easier  to  decide  on  staying 
with  Microsoft  and  justify  to  those  outside 
of  IT  what  we  are  getting  for  the  big  checks 
we  write  to  Microsoft.” 

The  Software  Assurance  perks  begin 
Sept.  1. 

“Clearly  Microsoft  is  coming  around  and 
trying  to  get  a  second  chance  to  make  a 
first  impression,”  says  Laura  DiDio,  an  ana¬ 
lyst  with  The  Yankee  Group. 

Since  its  announcement  in  May  2001  until 
its  rollout  last  fall.  Licensing  6.0  has  put 
Microsoft  at  odds  with  customers,  some  of 
whom  saw  a  dramatic  increase  in  software 
costs  and  threatened  to  defect  to  Linux.  ■ 


An  increasingly  mobile  workforce 
opens  your  network  up  to  a  f  >st  of  threats, 
both  accidental  and  intentional. 


The  only  place  to  securely  meet  the  challenges  that  a  mobile 
workforce  brings  to  a  network  is  at  the  point  where  people  connect. 
The  HP  ProCurve  Adaptive  EDGE  Architecture  affordably  puts 
intelligence  and  control  at  the  edge  of  the  network,  giving  you  the 
power  to  easily  adapt  to  future  needs  as  new  wired  and  wireless 
mobility  solutions  are  implemented. 

With  industry-standard  switches  like  the  HP  ProCurve  5300x1  series, 
you  can  cost-effectively  deploy  user  and  security  applications  at  the 
point  of  connection.  It  immediately  recognizes  the  user  and  the  types 
of  services  and  access  they  are  permitted  to  have,  preventing 
unauthorized  traffic  and  potential  threats. 

Network  Design  To  schedule  a  free  network  design  and  to 
learn  how  HP  ProCurve's  affordable  solutions  can  help  you  meet 
current  and  future  needs  for  mobility,  security  and  convergence, 
call  1-800-975-7683  or  visithp.com/qo/procurve. 


hp  procurve 
5372x1 
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DISA  fortifying  military’s  IT  defenses 


■  BY  ELLEN  MESSMER 

The  Defense  Information  Sys¬ 
tems  Agency,  which  provides  the 
military  with  technical  help  on 
software  and  telecom  projects 
around  the  world,  is  taking  new 
steps  to  improve  network  security 
at  bases  and  in  the  field. 

DISA  last  week  announced  it 
has  signed  a  three-year  agree¬ 
ment  to  make  use  of  the  real-time 
IT  security  threat  and  vulnerabili¬ 
ty  intelligence  reports  issued  by 
Symantec’s  DeepSight  Threat 
Management  System. This  service 
picks  up  early  signs  of  attacks  or 
computer  worms  based  on  input 
from  19,000  firewalls  and  intru¬ 
sion-detection  systems  in  180 
countries. 

DISA  also  will  get  advice  on  the 


|  PROFILE:  DEFENSE  INFOR¬ 
MATION  SYSTEMS  AGENCY 
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Headquarters:  Arlington, 
Va.,  with  offices  at  McDill 
Air  Force  Base  in  Florida 
and  the  Joint  Spectrum 
Center  in  Annapolis,  Md. 

Founded:  May  12, 1960 

Mission:  Software  and 
telecom  support  for  the  U.S. 
military  and  its  warfighters. 

Employees:  8,200 


latest  software  vulnerabilities  — 
and  recommendations  on  how  to 
deal  with  them  —  from  a  sepa¬ 
rate  Symantec  offering  called 
DeepSign  Alert  Services,  which 
tracks  vulnerabilities  in  more 


than  3,200  products. 

The  military’s  prime  interest  is 
in  gaining  “early-warning  notifica¬ 
tions”  to  factor  into  its  under¬ 
standing  of  how  to  manage  “risks 
posed  by  novel  and  sophisticated 
threats,”  says  DISA  Contracting 
Officer  Mark  Bogart.  While  DISA 
isn’t  releasing  the  financial  terms 
under  which  it  will  use  the  ser¬ 
vices,  they  typically  start  at 
$60,000  annually 

DISA  plans  to  have  its  Depart¬ 
ment  of  Defense  CERT  group  re¬ 
ceive  the  Symantec  alert  reports 
as  part  of  its  ongoing  effort  to 
keep  military  branches  apprised 
of  security  threats. 

DISA  has  operational  responsi¬ 
bility  for  a  variety  of  communica¬ 
tions  resources,  including  the  mil¬ 
itary’s  IP-based  network  called 


the  Non-classified  Internet  Proto¬ 
col  Router  Network.  The  military 
faces  the  same  problems  as  the 
commercial  world  in  combating 
hackers,  worms  and  patching  for 
software  vulnerabilities.  DISA  fell 
victim  to  hackers  two  years  ago 
when  its  Web  sites  were  defaced. 

In  addition  to  making  use  of 
new  early-warning  services, 
DISA  has  deployed  a  LAN-based 
security-monitoring  product 
from  Securify  at  military  bases 
worldwide  to  detect  possible 
hacker  incursions  or  unautho¬ 
rized  insider  use  of  military 
campus  networks. 

Securify’s  SecurVantage  Enter¬ 
prise  Global  features  a  Windows 
2000-based  monitor  that  can  be 
plugged  into  an  Ethernet  switch 
for  real-time  traffic  analysis. 


Network  managers  can  set  up 
role-based  security  policies 
based  on  IP  source  and  destina¬ 
tion  address,  Web-based  transac¬ 
tions  and  other  application  use 
to  determine  whether  network 
activity  might  constitute  a 
breach  of  correct  behavior.  A  sin¬ 
gle  Securify  management  con¬ 
sole  can  be  used  to  aggregate 
information  from  up  to  280 
Securify  monitors  and  to  man¬ 
age  them. 

DISA  has  deployed  the  Securify 
monitoring  system  at  its  head¬ 
quarters  in  Arlington,  Va., as  well 
as  in  DISA  office  locations  and 
Army  and  Navy  bases  in 
Okinawa.Tokyo,  Pearl  Harbor, San 
Diego  and  in  undisclosed  loca¬ 
tions  in  Iraq,  sources  close  to  the 
project  say.  ■ 


Siemens,  Shoreline  tackle  converged  applications 


■  BY  PHIL  HOCHMUTH 

Siemens  and  Shoreline  Com¬ 
munications  this  week  are 
scheduled  to  announce  voice- 
over-IP  products  with  different 
approaches  for  expanding  con¬ 
verged  voice  and  data  applica¬ 
tions  in  corporations. 

Siemens  is  merging  its  enter¬ 
prise  and  carrier  IP  voice  plat¬ 
forms  into  a  combined  offering 
that  that  carriers  could  use  to 
host  IP  Centrex  services  for  busi¬ 
nesses  or  very  large  companies 
could  deploy  as  a  wholly  owned 
VoIP  infrastructure,  tying  togeth¬ 
er  up  to  100,000  end  users  with 
IP  telephony,  the  company  says. 

Meanwhile,  Shoreline  is  set  to 
release  its  ShoreConference 
server,  which  the  company  says 
will  let  small  and  midsize  busi¬ 
nesses  (SMB)  host  large-scale 
teleconferences.lt  includes  inter- 


More  online! 

Are  you  realizing  the  full  promise  of  your 
voice-over-IP  deployment?  Join  us  at  our 
Technology  Tour  "Voice  over  IP: 
Maximizing  the  Impact  of  Your  Rollout" 
to  find  out. 

DocFinder:  6133 


VoSP  collaboration 

Shoreline’s  ShoreConference  server  can  bring  Web  collaboration  into  a  company. 


©  ShoreGear  IP  PBXs,  connected  to  the  Exchange  ©  Participants  can  view  and 
and  ShoreConference  server,  set  up  the  voice  calls  discuss  the  same  documents, 
and  collaboration  tools  over  a  private  IP  WAN. 


active  document  sharing  and 
collaboration  features. 

Dubbed  the  Surpass  Business 
Connection,  Siemens’  product  is 
based  on  the  company’s  Surpass 
hiG  softswitch,  an  IP-based  voice 
platform  for  carriers.  Surpass  pro¬ 
vides  Session  Initiation  Protocol- 
based  VoIP  services  to  IP  phone 
customers  and  is  installed  in  the 
networks  of  carriers  such  as  Bell¬ 
South,  SBC  and  Cablevision  as  a 
Class  5  switch  replacement,  or  for 
managing  broadband  phone  ser¬ 
vice  over  IP  The  softswitch  is 
combined  with  Siemens’  HiPath 
enterprise  IP  PBX  software,  for 
adding  enterprise  PBX  call  con¬ 
trol  and  handling  features  such  as 
call  forwarding  and  conferenc¬ 
ing.  The  third  component  of  the 
offering  is  the  OpenScape  con¬ 
verged  messaging  middleware 
platform,  introduced  in  March. 

Carriers  could  use  the  Surpass 
Business  Connection  to  provide  a 
hosted  IP  PBX  service,  and  sup¬ 
port  for  branch-office  phones, 
teleworkers  and  mobile  workers 
with  cell  phones.  Siemens  says 
that  a  business  with  such  a  ser¬ 
vice  could  take  advantage  of  uni¬ 
fied  voice  and  data  applications 
that  span  TDM,  VoIP  and  cellular 
networks.  Siemens  estimates  that 
a  service  based  on  Surpass 
Business  Connection  could  cost 
a  company  20%  less  than  manag¬ 
ing  its  own  in-house  IP  PBX. 

Shoreline  also  is  looking  to 
drive  convergence  into  SMBs, 
but  with  an  approach  based  on 


Q  An  employee  initiates  a  conference  call  with 
co-workers  in  remote  offices  by  clicking 
e-mail  addresses  in  Outlook. 

customer  premises  equipment. 
The  company  this  week  is  sched¬ 
uled  to  announce  its  Shore- 
Conference  server,  a  Linux-based 
server  application  that  can  be 
used  to  set  up  voice  conference 
calls  across  an  IP  WAN. The  serv¬ 
er  works  with  Shoreline’s  Shore- 
Gear  IP  PBX,  a  device  that  sup¬ 
ports  12  or  24  analog  phones, 
and  provides  IP-based  call-con¬ 
trol  and  routing  by  plugging  into 
a  corporate  LAN.  End  users’  call 
functions,  such  as  forwarding, 
hold  and  voice-mail  settings  are 
accessed  through  a  PC-based 
computer  telephony  integration 
client  that  ties  into  the  Shore- 


Gear  box. 

The  ShoreConference  server 
can  sit  anywhere  on  an  IP  net¬ 
work  and  supports  voice  confer¬ 
ence  sessions  of  up  to  96  people, 
the  company  says.  A  browser- 
based  application  can  be  used 
to  set  schedule  times  for  the  con¬ 
ference  calls,  and  an  application 
tie-in  to  a  Microsoft  Exchange 
server  lets  reminder  e-mails  be 
sent  to  conference  participants. 
Integration  with  Microsoft  Ex¬ 
change  also  lets  users  set  up 
conference  calls  on  the  fly  by 
clicking  on  names  in  an  Outlook 
address  book. 

In  addition  to  voice  conferenc¬ 


ing,  ShoreConference  lets  users 
integrate  document  collabora¬ 
tion  into  a  voice  conference  call, 
similar  to  hosted  services  such 
as  WebEx.  A  conference  leader 
can  call  up  any  document  on  a 
PC  and  share  the  data  with  con¬ 
ference  participants  through  an 
application  tied  into  the  Shore- 
Gear  IP  PBX  and  ShoreCon¬ 
ference  server. 

The  ShoreConference  server 
costs  $1,000  per  port  for  voice 
conferencing.  The  data  collabo¬ 
ration  feature  is  scheduled  to  be 
available  in  the  first  quarter  of 
next  year,  with  pricing  to  be 
determined  ■ 
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Facts  speak  volumes.  To  see  how  the  greater  performance  and  scalability  of  Microsoft'  SQL  Server™  2000 
can  handle  the  demands  of  your  enterprise,  go  to  microsoft.com/sql/siebel  Software  for  the  Agile  Business. 


Major  Test  Component 

Version  1 

I  Application 

Siebel  7  Application  Suite 

Database 

Microsoft  SQL  Server  2000  Enterprise  Edition  64-bit 

Operating  System 

Microsoft  Windows  Server  2003,  Datacenter  Edition 

Hardware 

Unisys  ES7000  Orion  1 30.  ES2041 ,  ES2081  j 
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Ethernet  turns  30  gracefully 


■  BY  PHIL  HOCHMUTH 

Everyone  probably  wishes  they 
looked  as  good  at  30  as  Ethernet. 

Since  its  invention  in  1973,  the 
fabled  network  technology  has 
evolved  from  a  shared  to  a  dedi¬ 
cated  medium  and  undergone  a 
nearly  1,000-fold  speed  increase. 
And  along  the  way  it  quashed  all 
LAN  comers  —  namely  Token 
Ring,  FDD!  and  ATM. 

But  if  one  thing  has  remained 
constant  with  Ethernet,  it’s  change, 
including  expansion  into  the  wide 
area  and,  well,  into  the  ether. 

Bob  Metcalfe  invented  Ethernet 
30  years  ago  last  month  at  Xerox 
Palo  Alto  Research  Center 
(PARC).  One  of  the  celebrants  at 
Ethernet’s  birthday  party  at  Xerox 
PARC  on  May  22  was  Bob  Grow, 
an  Intel  engineer  and  chair  of  the 


IEEE  802.3  Working  Group,  which 
governs  the  Ethernet  standard. 

“Ethernet  has  been  successful 
in  every  area  it’s  been  extended 
to,”  Grow  says.“It’s  now  part  of  the 
entrenched  infrastructure.  And 
one  thing  that’s  always  been  true 
in  the  communications  market  is 
that  it’s  hard  to  displace  some¬ 
thing  that’s  entrenched." 

Ethernet  simply  seems  to  get 
more  entrenched  each  year. Tech¬ 
nological  improvements  have  let 
Ethernet  creep  into  metropolitan- 
area  networks  (MAN)  as  an  alter¬ 
native  to  SONET  transport,  and 
even  as  an  alternative  to  DSL  and 
frame  relay  in  the  last  mile.  But 
perhaps  most  significantly,  the 
emergence  of  Wi-Fi  wireless 
extensions  to  Ethernet  seem  to 
guarantee  the  technology  yet 
another  growth  opportunity 


A  changing  LAN  landscape? 

Analysts  say  Wi-Fi’s  role  as  an  enterprise  LAN  access  technology  will  continue  to  grow. 


Estimated  wired  Ethernet  vs.  Wi-Fi  LAN  access  port  shipments:  ■  Wi-Fi  WB  Wired 


2001  4.2% 


2002 


6.7% 


2003  9.6% 


2004  10.8% 


160.2 

(Combined  wired  and  wireless  port  shipments,  in  millions) 


185.5 


While  802.11  is  commonly 
called  Wireless  Ethernet,  Grow 
says  this  is  a  slight  misnomer.  “Is 
802. 1 1  really  Ethernet?  No.  But  the 
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|ic  unveils 
CSI  storage  array 


BY  DENI  CONNOR 


Start-up  EqualLogic  is  scheduled  to  roll  out  an 
iSCSI  storage  array  this  week  that  the  company  says 
will  make  it  easier  to  migrate  from  storage  directly 
attached  to  servers  to  IP  storage-area  networks. 

The  PeerStorage  Array  100E,  which  can  be  expand¬ 
ed  to  2.5  terabytes,  is  designed  for  organizations  that 
have  not  yet  deployed  Fibre  Channel  SANs  or  have 

decided  to  mi¬ 
grate  the  data 
locked  up  in  dir¬ 
ect-attached  stor¬ 
age  (DAS)  to  an 
intermediate 
method  so  it  can 
be  managed  in  a 
more  consolidat¬ 
ed  fashion. 


EqualLogic's  entry 

Features  of  “intelligent” 
iSCSI  array  include: 


Native  iSCSI. 

Up  to  2.5  terabytes  per  array. 

Automatic  provisioning 
software. 


120G-byte  and 
180G-byte 
ATA  drives. 
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EqualLogic’s  product  will  give  users  a  method 
that  can  consolidate  that  DAS  cost-  effectively  with¬ 
out  deploying  a  Fibre  Channel  SAN,  analysts  say 
“Customers  that  have  already  bought  into  Fibre 
Channel  SANs  are  EqualLogic's  perfect  customerr 
says  Steve  Duplessie.a  senior  analyst  with  Enterprise 
Storage  Group  “They  still  have  a  lot  of  Tier  2  servers 
that  are  never  going  to  become  Fibre  Channel. 
EqualLogic  can  be  their  storage  for  that." 

In  2002  about  40%  of  storage  still  was  configured 
as  DAS,  The  Yankee  Group  says.  However,  the  DAS 
market  is  shrinking;  by  2004,  only  16.4%  of  storage 
will  be  DAS  as  customers  move  from  it  to  Fibre 


Channel  SANs  and  network-attached  storage.  For 
instance, The  Yankee  Group  says  that  Fibre  Channel 
SAN  use  will  increase  from  48.4%  of  the  storage  in 
2002  to  more  than  66%  in  2004. 

As  users  add  hot-swappable  drives  to  the  Fleer- 
Storage  Array  software  embedded  in  it  automatical¬ 
ly  provisions  the  extra  storage.  Newly  added  arrays 
behave  like  existing  arrays  and  share  equally  in 
dynamic  load  balancing,  network  balancing  and 
assigning  volumes  to  RAID.  When  a  user  runs  out  of 
capacity  he  will  add  another  array  and  assign  it  to  a 
PeerStorage  group. The  new  array  will  communicate 
automatically  with  the  other  arrays  and  servers  and 
negotiate  automatically  with  the  other  arrays  to 
assume  a  portion  of  the  workload.  As  many  as  32 
PeerStorage  arrays  can  be  aggregated  to  build  a  total 
storage  capacity  of  80  terabytes. 

“EqualLogic  has  an  array  that  is  unbelievably  com¬ 
plicated  on  the  back  end,  but  stupidly  simple  in  front, 
so  any  network  manager  can  manage 
storage,”  Duplessie  says.  “Customers  just 
add  more  capacity  and  the  EqualLogic 
system  automatically  figures  out  and 
morphs  into  what  the  customer  wants.” 

The  PeerStorage  Array  attaches  to  a 
network  via  three  Gigabit  Ethernet  connections  and 
has  an  embedded  iSCSI  driver  that  lets  block-orient¬ 
ed  SCSI  data  be  transported  over  the  IP  network  to 
users.  It  supports  120G-byte  and  180G-byte 
Advanced  Technology  Attachment  drives  and  uses 
embedded  Ethernet  adapters  for  load  balancing 
and  backup. 

The  PeerStorage  Array  will  compete  with  storage 
arrays  that  connect  to  an  iSCSI  switch  or  router,  and 
native  iSCSI  devices. 

The  PeerStorage  Array  100E  will  be  priced  starting 
at  $28,250  for  800G  bytes.  It  works  with  Windows, 
Unix,  Linux  and  NetWare  servers.  ■ 


first  thing  that  happens  when  you 
come  out  of  an  access  point  is 
connect  to  an  Ethernet  LAN.” 

While  10/100M  bit/sec  Ethernet 
accounts  for  more  than  90%  of  the 
world’s  LAN  ports,  some  say  Wi-Fi's 
mobility  and  ease  of  use  could 
reduce  the  number  of  Ethernet 
endpoints.’As  an  access  technolo¬ 
gy  . .  .Wi-Fi  is  becoming  the  biggest 
challenger  to  802.3  Ethernet  in  a 
long  time,”  says  Abner  Germanow, 
an  analyst  with  IDC. 

But  the  fact  that  Wi-Fi  is  a  shared 
media  where  clients  compete  for 
bandwidth,  and  there  are  con¬ 
cerns  about  security  might  hinder 
Wi-Fi’s  acceptance.  “A  lot  of  the 
questions  around  Wi-Fi  are  start¬ 
ing  to  have  better  answers,”  says 
Aaron  Vance,  an  analyst  with 
Synergy  Research  Group.  He  cites 
the  emergence  of  wireless  LAN 
switch  products  —  equipment 
that  bridges  wireless  Wi-Fi  envi¬ 
ronments  to  the  wired  Ethernet 
world  —  as  an  example  of  im¬ 
provements.  Standards  such  as 
802.11a  and  802.1  li  also  will 
make  Wi-Fi  faster  and  more 
secure.  As  a  result,  Synergy  pre¬ 
dicts  that  one  in  10  LAN  clients 
could  be  wireless  by  2007. 

Beyond  the  LAN 

While  some  carriers  that  once 
touted  end-to-end  wide-area 
Ethernet  services  have  fallen  on 
hard  times,  the  technology  still 
has  promise  beyond  LANs. 

“With  the  capabilities  of  new 
services  like  MPLS  and  IPv6,  we 
can  move  [Ethernet]  from  LAN 
applications  to  metro  applica¬ 
tions,"  said  Luca  Cafiero,  senior 
vice  president  and  general  man¬ 
ager  of  switching,  voice  and  stor¬ 
age  at  Cisco,  outlining  company 
strategy  last  month  at  a  press 
event.  He  said  this  could  lead  to 
“the  possibility  of  connecting 


homes  to  an  Ethernet  service." 

“Metro  Ethernet  is  much  more 
popular  in  Asia,”  says  Joshua 
Johnson,  an  analyst  with  Synergy 
“Domestically  we’re  seeing  it,  but 
carriers  are  kind  of  keeping  it  a 
secret  too  because  they’re  still 
making  a  lot  of  money  on  frame 
relay  and  ATM.” 

The  biggest  technical  challenge 
for  Ethernet  in  the  MAN  is  re¬ 
siliency  Johnson  says.  “One  ad¬ 
vantage  SONET  has  is  that  its  ring 
topology  is  quite  resilient,"  he 
says.  The  802.17  standard  for 
Resilient  Packet  Ring  technology 
is  under  development  to  make 
Ethernet  more  SONET-like,  with 
shorter  failover  times. 

Some  users  aren’t  waiting  for 
the  carriers  to  bring  Ethernet  to 
them.  The  University  of  Southern 
California  uses  10G  Ethernet  over 
leased  fiber  to  connect  its  In¬ 
formation  Sciences  Institute  in 
Marina  del  Ray  to  its  main  cam¬ 
pus  in  Los  Angeles. The  aim  is  to 
use  the  pipe  to  do  massive  stor¬ 
age  backup  instead  of  driving 
tapes  between  the  locations.  The 
school  uses  a  mix  of  Foundry  Net¬ 
works  and  Enterasys  Networks  10 
Gigabit  switches. 

“If  you  want  to  get  an  OC-192 
connection  [the  SONET  equiva¬ 
lent  of  10G  bit/sec  Ethernet] 
from  a  telco  to  connect  two  re¬ 
mote  sites,  it’s  not  cheap,"  says 
Richard  Nelson,  director  of  the 
school’s  Information  Sciences 
Institute.  He  says  leasing  fiber 
and  running  10G  Ethernet  is  a 
tenth  the  cost.  In  the  long  run, 
Nelson  says,  he  thinks  Ethernet 
will  rule  the  MAN  and  WAN,  as  it 
does  the  LAN. 

“The  optics  are  getting  better 
and  the  ranges  are  getting  better 
[with  Ethernet],  which  means 
the  SONET  stuff  will  be  driven 
out,”  Nelson  says.  ■ 
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What  users  want  from  servers 


■  BY  JENNIFER  MEARS 

Performance,  reliability  and  virtualization 
capabilities  top  the  list  of  what  users  want 
from  their  servers.  They’re  also  looking  for  an 
easier  way  to  manage  this  pool  of  resources 
that  are  the  cornerstones  of  business. 

“Simply  put,  I  want  control  of  everything 
from  anywhere  regardless  of  the  means  of 
connection,”  says  James  Barry,  CIO  of  One- 
United  Bank  in  Boston. “Further,  I  want  to  be 
able  to  manage  below  the  operating  system, 
and  1  want  to  be  able  to  dynamically  allocate 
resources  on  the  fly  where  needed.” 

What  follows  is  a  wish  list  for  server  ven¬ 
dors  compiled  from  discussions  with  net¬ 
work  professionals: 

Standard  architectures. 

Companies  are  looking  for  the  eas- 
I  iest,  most  cost-effective  way  to  deploy 
servers  without  having  to  worry  about  training 
staff  or  integrating  with  existing  systems.  That 
means  standard  boxes. 

“I  am  asking  my  vendors  for  a  ‘commodity’ 
server.  I  don’t  want  any  special  differentiating 
functionality  other  than  reliability  and  cost  — 
performance  is  a  given, ’’says  Ulrich  Seif, senior 
vice  president  and  CIO  at  National  Semi¬ 
conductor  in  Santa  Clara. “We  evaluate  our 
vendor  offerings  against  our  requirements 
and  then  select  the  best  solution  that  can  be 
deployed  worldwide  as  a  standard.” 

Distributed  computing 
capabilities. 

m  Users  are  tired  of  provisioning  too 
much  hardware  and  getting  less  than  optimal 
use  from  their  infrastructure.  They  want  to  be 
able  to  share  resources  on  the  fly,  manage 
groups  of  servers  and  run  applications  with 
the  best  performance  possible. 

“Servers  should  become  more  bladed  in 
nature,  and  those  blades  should  be  able  to  be 
combined  into  a  single  system,”  says  an  enter¬ 
prise  systems  architect  at  a  large  financial  or¬ 
ganization  who  asked  not  to  be  named. “Say 
they  are  dual-processor  blades:  I  could  have  a 
two-,  four-,  eight-,  16-,  32-,  128-processor  system 
with  the  operating  system  actually  virtualized 
across  those  blades.” 

To  do  that,  servers  will  have  to  support  tech¬ 
nologies  such  as  InfiniBand,  a  high-speed  I/O 
switching  fabric,  he  says. 

“The  data  center  itself  would  be  nothing 
more  than  a  grid  of  compute,  storage  and  net¬ 
work  resources,"  he  says. 

Virtualization. 

More  businesses  are  looking  at  vir- 
I  tualization  as  a  way  to  consolidate 
servers,  but  some  complain  that  Intel-based 
operating  systems  aren’t  mature  enough  when 
it  comes  to  handling  virtualized  resources. 
W.L  Gore  &  Associates  in  Newark,  Del.,  for 
example,  is  looking  at  VMWare  as  a  way  to  vir¬ 
tualize  its  Intel-based  machines. 

“We  alwavs  want  to  get  more  for  what  we 
paid  for  in  a  box.  says  Richard  Sun,  network 


systems  engineer  at  WL.  Gore.“If  the  VMWare 
stuff  works,  it  will  address  these  [Intel]  issues.” 

Virtualization  will  help  network  managers 
make  more  efficient  use  of  their  data  centers, 
users  say 

“The  ability  to  allocate  resources  on  one  big 
box  is  appealing  because  it  simplifies  many 
issues  of  server  availability,  electrical  and 
wiring  management,  as  well  as  possibly 
streamlining  test  and  staging  environments,” 
OneUnited  Bank’s  Barry  says. 

Clustering. 

Many  network  professionals  might 
I  think  of  clustering  only  for  reliability 
and  fault  tolerance,  but  it’s  also  being  used  to 
distribute  workloads  and  improve  perfor¬ 
mance.  Lower  costs  and  increased  scalability 
are  reasons  some  users  are  looking  to  cluster 
standard  servers  rather  than  run  expensive, 
proprietary  machines. 

“This  has  been  a  slow  transition,  and  as  the 
technology  continues  to  mature  and  become 
more  standardized  we  expect  to  dramatically 
increase  our  use  of  these  smaller  clusters,” says 
Scott  Mastre,  server  engineer  at  Wells  Fargo 
Trust  Operations  in  Minneapolis.  “For  our 
needs,  using  smaller,  industry-standard  servers 
and  clustering  based  on  common  network 
[operating  systems]  such  as  Win2K  and  Net¬ 
Ware  6  provides  an  excellent  value  proposi¬ 
tion  over  high-end,  more  proprietary 
machines  in  terms  of  cost  of  the  equipment.” 

Dynamic  resource 

management. 

B  Building  on  the  ideas  of  clustering 
and  virtualization,  users  are  looking  for  a  way 
to  dynamically  manage  servers  as  one  pool, 
adding  and  subtracting  resources  such  as 
processing  power  and  memory  on  the  fly. 

“Crossmark’s  long-term  desire  is  for  a  more 
organic  model  of  back-office  resource  alloca- 
tion.The  industry  is  slowly  moving  toward  this 
model  in  mass  storage  virtualization.  We 
would  like  to  see  processing  power  follow  this 
trend  more  rapidly  says  Jason  Robohm,  direc¬ 
tor  of  technical  services  at  Crossmark 
Holdings  in  Plano, Texas. 

64-bit  computing. 

The  move  to  this  pumped-up  pro- 
I  cessing  power  is  a  slow  one.  Many 
users  say  32-bit  servers  satisfy  their  needs 
today.  Even  those  that  use  64-bit  capabilities 
say  they’d  like  greater  vendor  adoption  of  a 
variety  of  64-bit  offerings. 

“The  availability  of  64-bit  computing  on  the 
x86  platform  will  allow  me  to  migrate  Sun- 
based  design  applications  to  a  lower-cost  plat¬ 
form,”  National’s  Seif  says.  “I’ll  evaluate  adopt¬ 
ing  the  [32-/64-  bit]  Advanced  Micro  Devices 
chipset  when  major  server  vendors  provide  it 
in  a  standard  offering. The  use  of  64-bit  com¬ 
puting  is  a  very  specialized  segment  for  us.” 

More  resiliency. 

Users  want  servers  with  more 
I  resiliency  through  failover  and  re 


dundancy.  OneUnited  Bank’s  Barry,  for  ex¬ 
ample,  says  servers  should  have  built-in 
redundancy. 

“In  a  perfect  world,  I  would  like  to  see  a 
server  that  never  went  down  because  it  has  re 
dundancy  throughout  its  design.  This  would 
mean  that  a  component  could  fail  and  the 
server  and  operating  system  would  be  able  to 
adapt,  even  if  at  a  diminished  capacity’  he 
says.“Current  server  technology  allows  this 
only  after  a  reboot,  and  every  clustering  solu¬ 
tion  has  at  least  one  scenario  where  the  solu¬ 
tion  does  not  work  or  it  is  overly  complex.” 

Better  support  for  third-party 
hardware. 

I  Servers  are  more  networked  than 
ever,  and  that  means  third-party  hardware  is 
often  used  to  connect  servers  to  each  other 
and  to  other  systems,  such  as  storage.  Users 
want  to  see  vendors  provide  better  support 
for  third-party  devices  that  build  out  server 
capabilities. 

“Certification  for  a  broad  range  of  hardware 
is  important,  and  in  some  cases  we’d  like  to 
see  them  be  more  aggressive  in  certifying 
third-party  hardware  running  with  their  sys¬ 
tems,”  Wells  Fargo’s  Mastre  says.  “For  instance, 
while  we  use  HP  servers  exclusively  we  are 
using  Xiotech  for  our  SAN  disk  storage, QLogic 
for  our  host  bus  adapters, and  Brocade  for  our 
fabric  switches.” 

9  Lower  power  consumption. 

Consolidation  and  rack-optimized 
I  servers  and  blades  can  lead  to  over¬ 
heating  and  power  drains.  Users  say  they’d  like 
to  see  servers  become  less  power  hungry 
“The  cost  of  electricity  and  air  conditioning 
is  significant  for  us,”  says  Jeff  Wenger,  vice  pres¬ 
ident  and  CTO  of  Tax  Technologies  in  Braden¬ 
ton,  Fla. 

“Because  we  use  rack-optimized  equip¬ 
ment,  we  are  susceptible  to  hot  spots  within 
our  rack,  and  this  can  cause  long-term  prob¬ 
lems.  Clearly  this  would  need  to  be  addressed 
before  blade  or  other  condensing  tech¬ 
nologies  can  succeed.  Reduction  in  power 
consumption  also  can  greatly  reduce  our 
monthly  costs,”  he  adds. 

Standard  management 
specifications. 

I  Users  say  they  want  to  see 
vendors  adopt  server  management  specifica¬ 
tions  such  as  the  Intelligent  Platform 
Management  Interface  (1PM1),  which  lets 
users  manage  the  physical  components  of 
heterogeneous  servers. 

“National  runs  large  clusters  with  disks 
being  automirrored  as  soon  as  a  server  is 
swapped  into  the  cluster,”  National’s  Seif  says. 
“I  look  for  uniformity  and  not  functional 
differentiation.  Uniform  features  I’d  like  to 
see  adopted  consistently  and  universally 
are  [IPMI],  [Baseboard  Management  Con¬ 
troller]  and  [miniBaseboard  Management 
Controller]  to  give  me  better  diagnostics 
and  a  leg  up  on  manageability”  ■ 
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The  Document  company 


XEROX 


•Based  on  rated  print  speed  of  workgroup  printers  in  the  $1,000-5,000  estimated  retail  price  category 
©  2002  XEROX  CORPORATION.  All  rights  reserved.  Xerox* The  Document  Company*  Phaser?  CentreWare*  and  There's  a  new  way  to  look  at  if  are  trademarks  of  XEROX  CORPORATION 
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RBOCs  push 
fiber  closer 
to  users 


■  BY  JIM  DUFFY 

Three  regional  Bell  operating 
companies  last  week  adopted  a 
set  of  common  technical  require¬ 
ments  for  extending  fiber-optic 
cabling  and  equipment  to 
homes  and  businesses. 

BellSouth,  SBC  and  Verizon  say 
the  industry  standard-compliant 
Fiber  to  the  Premises  (FTTP) 
specifications  will  grease  the 
skids  for  deployment  of  next- 
generation  broadband  networks 
that  deliver  high-bandwidth 
Internet,  voice  and  video  ser¬ 
vices  and  applications  to  corpo¬ 
rations  and  residences.  Such  on- 
demand  applications  include 
PC  backup,  telecommuting, 
high-definition  videoconferenc¬ 
ing  and  premises  surveillance, 
and  interactive  gaming. 

Approximately  10%  of  business¬ 
es  in  the  U.S.  have  fiber  access  to 
a  service  provider  network,  in¬ 
dustry  executives  have  said. 

The  RBOCs  say  the  specifica¬ 
tions  will  let  equipment  manu¬ 
facturers  develop  and  build  less- 
expensive  FTTP  equipment  for 
them  and  other  service  pro¬ 
viders.  The  RBOCs  issued  a  letter 
to  telecom  equipment  manufac¬ 
turers  last  week  stating  that  they 
soon  will  seek  proposals  for 
equipment  based  on  the  new 
FTTP  requirements. 

One  such  vendor  awaiting  that 
RFP  is  Wave7  Optics. 

“As  a  whole  to  the  FTTH  [Fiber 
to  the  Home]  industry,  this  is 
great  news,”  says  Thomas  Tighe, 
CEO  of  Wave7.  “We’re  always  big 
believers  that  when  the  industry 
picks  up,  access  is  where  it  is 
See  FTTP,  page  70 
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Show  to  focus  on  broadband  R0I 


Technology  is  willing  but  the  business  case  remains  suspect  heading  into  SuperComm  2003. 


■  BY  TIM  GREENE 

Amid  the  din  of  product  an¬ 
nouncements  this  week  at  Super¬ 
Comm  2003,  you  can  expect  to 
hear  a  strong  call  for  more  readily 
available  broadband  access  that 
will  bring  less-expensive  connec¬ 
tions  to  small  corporate  offices 
and  telecommuters. 

The  root  cause  for  any  delay  of 
such  offerings  might  be  that  ser¬ 
vice  providers  need  convincing 
that  the  investments  they  make 
will  pay  off  relatively  soon. 

“They  have  a  concern  if  they 
will  make  money  off  [these  new 
services],”  says  Marie  Hattar, 
chairwoman  of  the  Broadband 
Content  Delivery  (BCD)  Forum 
and  a  marketing  executive  for 
Nortel.  “Just  doing  a  technical 
demonstration  is  not  enough. 
Everyone’s  question  is,  where’s 
the  ROI?” 

She  says  her  group  will  back  up 
that  assessment  at  the  show  with 


the  results  of  a  survey  of  pro¬ 
viders  that  it  commissioned  from 
TeleChoice  about  barriers  to 
broadband  deployment.  The 
BCD  Forum  also  will  disseminate 
business  cases  for  new  services 


such  as  IP  voice  and  data  over  a 
broadband  connection  such  as 
DSL  or  cable  modem  in  an 
attempt  to  sway  providers. 

Similarly,  the  DSL  Forum  will 
push  specific  services  that  the 
technology  can  support,  such  as 
video  streaming,  distance  learn¬ 
ing  and  gaming,  says  Tom  Starr, 
the  organization’s  president  and 
a  network  executive  at  SBC. 

“The  issue  is  getting  DSL  avail¬ 
able  to  more  customers.  There’s 
still  a  number  of  communities 
that  don’t  have  it,”  Starr  says. 
Service  providers  need  the  con¬ 


fidence  that  customers  will  buy 
the  services  if  they  are  made 
available,  he  says. 

Broadband  will  be  dominant  at 
the  show,  with  more  than  half  of 
the  450  exhibitors  displaying 
broadband  products  or  services. 
Technologies  represented  will 
include  DSL,  cable  modems, 
Ethernet,  Fiber  to  the  Home  and 
broadband  wireless. 

Availability  of  services, 
not  technology,  is  the  issue, 
experts  say. 

One  contributing  factor  is  com¬ 
petition,  according  to  the  FCC. 
The  argument  goes  that  if  a  com¬ 
petitive  provider  offers  a  broad¬ 
band  service  in  an  area,  the 
established  carriers  also  are 
more  likely  to  offer  some  form  of 
broadband  service.  Part  of  the 
competition  equation  is  the 
degree  that  the  established  carri¬ 
ers  must  accommodate  competi¬ 
tors  by  leasing  lines  and  switch¬ 
ing  capabilities. 


Addressing  this  will  be  FCC 
Commissioner  Kevin  Martin,  the 
renegade  Republican  whose  vote 
shot  down  a  federal  rule  that 
would  have  given  competitors 
less  favorable  terms  for  leasing 
lines  and  switching. Martin  will  be 
the  keynote  presenter  at  a  session 
on  broadband  regulation.  The 
panel  he  is  anchoring  will  con¬ 
sider  faster  access  technology 
such  as  fiber  and  whether  it,  too, 
must  be  shared  with  competitors. 

In  addition  to  business  and  reg¬ 
ulatory  issues,  SuperComm  2003 
will  be  the  debut  of  broadband 
products  that  range  from  Catena 
Network's  hybrid  fiber  and  cop¬ 
per  access  gear,  to  Larscom’s 
equipment  for  delivering  Ether¬ 
net  services  from  SONET  rings. 

SureWest,  a  service  provider  in 
northern  California,  will  an¬ 
nounce  its  “triple  play”  services  — 
voice,  data  and  digital  TV  —  and 
how  that  is  supported  on  its  fiber 
network  in  Sacramento.  ■ 


Symantec  adds  tools  to  pcAnywhere 


Software  distribution  tool 


Symantec’s  pcAnywhere  11  can  be  used  to  issue 
software  upgrades  to  remote  Windows  NT,  2000  and 
XP  PCs  and  servers. 


O  User  prepares  a  self- 
executable  file  containing 
a  software  patch  and 
DOS  commands  to 
trigger  the  installation. 


©  The  file  and  commands 
are  bundled  and  sent 
via  pcAnywhere  to 
remote  machines. 


©  Using  Windows  share 
features,  the  patch  is 
installed  and  if  necessary 
the  machine  is  rebooted 
to  activate  it. 


■  BY  TIM  GREENE 

The  latest  upgrade  of  Symantec’s 
pcAnywhere  introduces  eight  man¬ 
agement  tools  that  the  company 
says  streamline  communication 
with  remote  machines  so  help 
desk  staff  can  handle  more  calls 
per  day 

Version  1 1  accomplishes  this  by 
automating  previously  manual 
commands  and  by  reducing  the 
amount  of  data  that  has  to  travel 
between  local  and  remote 
machines. 

Rather  than  setting  up  a  full 
remote-control  session,  the  soft¬ 
ware  runs  an  application  such  as 
Regedit  (for  editing  registry  files) 
locally  and  populates  it  with  data 
gathered  from  the  remote  host.  In  earlier  ver¬ 
sions  of  pcAnywhere, users  would  have  to  ini¬ 
tiate  remote-control  sessions  on  the  remote 
server  or  PC,  then  issue  commands  to  it 
directly. 

Such  capabilities  are  important  to  help 
desks,  which  have  suffered  staffing  cuts  and 
reduced  training,  says  Rob  Enderle,vice  presi¬ 
dent  and  research  fellow  at  Giga  Information 
Group.“Because  of  the  complexity  of  the  [pre- 
Version  1 1  ]  product,  people  would  buy  it  and 
didn't  use  it  because  it  was  relatively  hard  to 
do,"  he  says. 

One  long-time  pcAnywhere  user  says  he  will 
phase  out  use  of  another  tool  called  Ideal 
Management  from  AMT  Software.  “If  I’ve  got 
one  tool  that  does  it  all,  I’m  going  to  use  that,” 


says  Brian  Cook,  field  services  engineer  for 
railroad  supplier  Wabtec  in  Wilmerding,  Pa., 
who  tested  a  beta  version  of  the  new 
pcAnywhere.  He  says  the  speed  of  connecting 
to  remote  hosts  is  improved  with  Version  1 1 . 

The  speed  is  partly  the  result  of  a  new  fea¬ 
ture  called  Quick  Connect  that  requires  only 
entering  a  remote-access  phone  number,  IP 
address  or  machine  name.  The  software  then 
completes  the  link. 

Another  major  revision  is  the  user  inter¬ 
face,  which  looks  and  behaves  much  like 
that  of  Windows  XR  making  it  possible  to 
change  the  size  of  toolbars  and  the  window 
that  represents  the  remote  host  screen.  “In 
the  previous  version  you  had  to  finagle  dif¬ 
ferent  screen  sizes  between  the  host  and  the 


remote-control  machine,”  says 
Steve  Ochsner,  president  of 
Workbench  Software,  a  banking 
software  developer. 

The  pcAnywhere  update  also 
enforces  security  policies  and 
restricts  access  by  leveraging 
Windows  policy-management 
features,  the  company  says.  It 
also  supports  RSA  SecurlD 
authentication. 

PcAnywhere  1 1  adds  a  feature 
that  lets  a  user  queue  up  file 
transfers  even  while  an  individual 
file  is  being  transferred.  Pre¬ 
viously,  users  had  to  wait  for  a 
transfer  to  finish  before  manually 
queuing  the  next.  With  a  feature 
called  Command  Queue,  users 
can  combine  file  transfers  with 
DOS  commands  so  an  executable  file  or 
Microsoft  Install  file  can  be  sent  and  automat¬ 
ically  installed  on  a  remote  machine,  making 
it  easier  to  upgrade  software  or  install  software 
patches  (see  graphic). 

The  software  also  lets  users  group  machine 
objects  in  files  so  they  can  be  organized  by 
department  or  geographic  location.  The  only 
option  before  was  lumping  them  all  together. 

PcAnywhere  competes  with  management 
software  suites  that  include  remote-control 
functionality  from  vendors  such  as  HP  and 
IBM.  Microsoft  also  embeds  remote-control 
technology  in  its  operating  systems. 

PcAnywhere  11.0  costs  roughly  $200  per 
license,  up  $20  from  the  price  of  the  previous 
version.  ■ 
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Director  of  telecommunications. 


Responsibilities: 


Title: 


Organization: 


Staff  size: 


Education: 

Previous  jobs: 


Novartis 


In  charge  of  design,  implementation  and  daily 
support  of  voice,  video  and  data  networking. 


16,  plus  consultants  and  contractors 


Bachelor's  degree  in  finance,  Ithaca  College. 

PC  deployment  and  support  with  Ciba-Geigy, 
which  merged  with  Sandoz  to  form  Novartis. 


First  computer. 


First  experience 
on  the  ’Net: 


IBM  XT 


Home  computer  j 
network:  i 


Last  good  manage¬ 
ment  book  read: 


1993.  "I  was  surfing.  We  weren't  using  the 
Internet  to  our  advantage.” 


A  Linksys  wireless  hub  with  seven  or  eight 
PCs  on  it  and  a  cable  modem. 


"Who  Moved  My  Cheese?”  by  Spencer  Johnson. 
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Network  executives 
share  their  wisdom 


tionship  with  the  consultants  we  brought  in. 

So  it's  important  to  retain  traditional  telephony  people? 

For  sure,  because  we  still  have  several  thousand  peo¬ 
ple  in  East  Hanover  and  many  other  locations  that  are 
using  the  legacy  system. 


acy  Avaya  —  both  PBX  and  voice  mail  systems  —  into 
the  Cisco  VoIP 

It  was  getting  the  voice  mail  systems  and  the  Cisco  VoIP 
systems  to  recognize  each  other,  the  information  signaling 
that’s  going  to  flow  back  and  forth  to  be  recognized,  to 
have  the  proper  levels  of  intelligence  included  on  the 
communications.  So  when  a  Cisco  phone  rang,  after  three 
rings  we  wanted  [it]  to  pass  [the  call]  along  to  the  Avaya 
voice  mail  system,  understand  that  the  phone  call  is  com¬ 
ing  from  Marc  Shipman  and  have  that  voice  message 
acknowledge  that  I’m  not  at  my  desk,  please  leave  a  mes¬ 
sage.  I’m  trying  to  be  delicate  on  this  one  —  it  should 
have  been  off-the-shelf  stuff,  but  we  ran  into  issues. 

How  long  did  it  take  to  get  it  to  work? 

It  took  weeks.That’s  where  we  spent  a  majority  of  our 
troubleshooting  time. 

What  sort  of  team  did  you  form  to  handle  the  projects? 

We  felt  it  was  going  to  be  a  combination  of  outside 
consulting  resources  to  provide  project  management 
and  technical  expertise  in  tandem  with  the  Novartis 
staff,  both  voice  and  data.  We  didn’t  want  to  see  the 
knowledge  leave  Novartis  after  the  consultants  had  fin¬ 
ished  the  engagement. That’s  why  it  was  important  for 
the  Novartis  telecom  staff  to  have  a  close  working  rela- 


Novartis  telecom  director:  VoIP  is 
the  cure  for  all  ills 


Pharmaceutical  company  Novartis  recently  took  the  plunge  and  installed  about  600  IP  phones  at  a 
new  research  facility  in  East  Hanover,  N.J.,  and  about  400  in  a  new  facility  in  Cambridge,  Mass.,  link¬ 
ing  the  systems  using  part  of  an  OC-12  that  runs  between  them.  Director  of  Telecommunications 
Marc  Shipman  spoke  with  Network  World  Senior  Editor  Tim  Greene  about  integrating  voice  over  IP 
with  the  old  PBX  system,  planning  and  executing  the  project,  and  lessons  learned. 


Why  voice  over  IP? 

We  saw  some  of  the  advantages  first  on  Sept.  1  l.The 
phone  is  able  to  send  to  our  security  group  the  office 
location  where  that  call  is  coming  from.  Secondly  be¬ 
cause  the  phone  essentially  is  a  Web  browser  with  an 
eight-line  display,  we  can  use  it  to  drive  applications.  We 
wanted  to  position  ourselves  for  future  technologies  and 
leverage  them  in  all  areas  of  the  business. 

So  the  idea  is  that  we  didn’t  see  a  long-term  future  in 
the  current  telephone  technologies. We  felt  the  [VoIP] 
products  that  were  offered  were  mature  enough.  At  that 
point  we  did  an  evaluation  among  several  vendors  to 
choose  one  primary  strategic  vendor. . .  .We  picked 
Cisco.  Primary  evaluation  was  between  Cisco  and  Avaya. 


Was  cost  a  driver? 

No,  not  really. VoIP  was  what  we  believe  was  slightly 
less  [than  going  with  a  PBX]. We  felt  the  long-term  cost 
savings  existed.  We’re  starting  to  see  some  small  benefits 
to  our  moves,  adds  and  changes.  Anytime  a  user  moves 
you  don’t  have  to  have  somebody  come  and  pick  up 
their  PC  and  plug  it  into  the  data  network  and  then 
someone  else  come  and  move  their  phone.  Now  the 
same  person  who  is  moving  the  PC  is  taking  the  phone. 


Do  you  get  any  new  phone  functionality? 

We  have  three  new  applications.  First  it’s  the  corporate 
phone  directory. You  can  walk  up  to  the  phone,  type  in  a 
person’s  name,  and  that  name  will  come  up  with  the 
phone  number.  All  you  have  to  do  is  hit  the  dial  button. 
Next  we  have  a  world  clock.  Because  we’re  a  global 
organization,  you  can  go  up  to  the  phone  and  ask ‘What 
time  is  it?’  in  corporate  headquarters  in  Basel  [Switzer¬ 
land]  or  in  Japan  or  in  our  U.K.  location.  People  struggle 
with  the  time  difference  between  here  and  there  and 
the  U.K. The  last  thing  we  did  is  you  can  get  the  weather. 
You  go  up  to  the  phone,  type  in  a  ZIP  code  and  it  will 
give  you  the  current  weather  and  the  forecast. 

We  wanted  to  have  easy-to-use  applications  that  would 
generate  some  thought  on  the  part  of  the  end  users  to 
say, ‘Hey  can  1  do  this  or  do  that  with  the  phone?”’ 


Do  you  use  call  center  or  conferencing  features? 

Not  yet.  I  was  hesitant  to  add  new  technologies  to  our 
call  center  until  we  were  able  to  do  proper  research.  It’s 
a  natural  progression  once  we  feel  comfortable. 


vou  will  still  have  traditional  PBXs  at  other  facilities? 

Yes  In  !  i  !  i  Panover  [in  older  facilities]  we  have  a  mix 
■  f  Cisco  [Voir]  in  our  research  building  and  in  other 
buildings,  but  ;t’s  primarily  a  legacy  Avaya  system. 


Were  there  integi  stion  problems? 

There  were  a  n  of  issues  upfront  integrating  the  leg- 


Some  telecom  people  worry  that  with  VoIP,  their  companies 
could  get  along  without  them. 

The  telecom  voice  people  early  on  had  some  insecuri¬ 
ties  as  to  would  this  new  technology  force  the  company 
to  replace  them.  We  spend  a  lot  of  time  not  only  educat¬ 
ing  them  in  the  new  technology  but  also  in  assuring  them 
that  this  is  just  a  natural  progression  in  technology  and 
that  would  educate  them  in  the  new  skills.  If  anything, 
they’d  become  more  valuable  not  only  to  Novartis,  but 
also  to  the  rest  of  the  industry. This  is  the  way  the  rest  of 
the  industry  was  going.  In  the  event  that  Novartis  ever  did 
no  longer  need  their  services,  we  felt  there’d  be  a  stronger 
desire  for  their  services  in  the  outside  world. We  tried  to 
play  it  up  as  a  positive. 


What  were  your  m^jor  goals  for  the  transition? 

The  whole  thing  was  to  minimize  user  impact.  We 
knew  we  had  to  teach  them  how  to  use  a  new  phone  to 
a  certain  degree,  but  we  didn’t  want  to  have  to  teach 
them  how  to  use  a  new  voice  mail  system. That’s  why  we 
stayed  with  the  Avaya  voice  mail.  We  didn’t  want  to 
come  across  as  all  these  technology  bullies  who  hadn’t 
played  with  this  new  stuff  before  so  let’s  try  it  out  here. 
The  phone  is  such  a  basic  instrument  to  their  daily  life 
that  we  couldn’t  interrupt  them  too  much. 


What  lessons  did  you  learn? 

1  would  have  spent  more  time  and  energy  upfront 
understanding  the  integration  between  the  legacy  and 
the  new  Cisco  infrastructure  instead  of  going  through 
the  trials  and  tribulations  during  the  project. 

I  would  have  educated  the  telecom  folks  a  little  more 
upfront,  given  them  a  little  more  hands-on  so  they’d  get  a 
better  understanding  of  the  direction  we  were  moving, 
allay  some  of  their  fears. 

I  would  make  sure  you  had  a  consulting  firm  you  had 
a  lot  of  confidence  in,  both  in  their  technical  skills  and 
their  project-management  methodology.  ■ 


STEVE  BURNS 


Only  PeopleSoft  Financial  Management  delivers  real-time  visibility  and  control  to  meet  today's 
compliance  challenges. 
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analytics,  and  real-time  alerts,  every  employee  is  empowered  to  make  the  right  decisions.  And  your  CFO  can  be 
confident  of  achieving  the  results  he  is  counting  on.  Learn  more  by  visiting  us  at  www.peoplesoft.com/realtime 
or  call  1-888-773-8277. 
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Did  you  knowthatsomeofour 

BEST  STORAGE  PRODUCTS  COME 
ON  A  DIFFERENT  KIND  OF  DISK? 

OUR  SOFTWARE  GIVES  YOU  SOME 
VERY  SMART  CHOICES. 


To  manage  complexity,  you’ve  got  to  outsmart  it.  EMC  Automated  Networked  Storage™  delivers  the 
software  that  automates  management  of  your  multi-vendor  storage  infrastructure,  including  the  most 
error-prone  tasks  such  as  monitoring  and  provisioning.  Now  you  can  gain  a  unified,  end-to-end  view  ofyour 
entire  environment.  Define  your  service  levels.  And  run  an  agile,  active  infrastructure  that  helps  the  busi¬ 
ness  pounce  on  opportunity. 

See  how  other  companies  are  using  EMC  Automated  Networked  Storage  to  manage  more 
information  with  less  effort  at  www.EMC.com. 


fWi.1  J  iM(  /re  registered  trademarks  and  EMC  Automated  Networked  Storage  and  where  information  lives  are  trademarks  of  EMC  Corporation.  ©2003  EMC  Corporation.  All  rights  reserved. 


www.nwfusion.com 


■  Computer  Associates  announced 
last  week  a  new  version  of  its  back¬ 
up  software,  BrightStor 
Enterprise  Backup  10.5,  which 
makes  policy-based  back-up  and 
snapshot  back-up  capabilities  avail¬ 
able  to  large  businesses.  BrightStor 
10.5  also  lets  administrators  assign 
data  backup  to  any  tape  device, 
including  inexpensive  Advanced 
Technology  Attachment  disks.  It  also 
now  works  with  Iron  Mountain  ser¬ 
vices  and  other  off-site  data-vaulting 
operations  and  incorporates 
BrightStor  Portal  technology  for 
easy,  common  management  from 
enterprise  storage  networks.  From  a 
centralized  console,  administrators 
can  manage  Windows,  Unix,  Linux, 
NetWare  and  OpenVMS  networks, 
and  back  up  information  from  lead¬ 
ing  databases  and  applications. 
BrightStor  10.5  starts  at  $4,000  per 
server. 

■  PCTEL  last  week  announced  a  new 
radio  diagnostic  application  for  trou¬ 
ble-shooting  802.11  (Wi-Fi)  wireless 
LANs.  But  you'll  have  to  wait  until  fall 
to  buy  it.  The  Segue  WiFinder  runs 
on  a  Pocket  PC  handheld.  Using  it,  a 
network  manager  can  see  the  types 
and  locations  of  radio  interference, 
and  unauthorized  clients  and  access 
points.  It  measures  an  array  of  net¬ 
work  and  radio  parameters.  The  com¬ 
plete  unit,  including  Pocket  PC  PDA, 
Wi-Fi  network  interface  card  and  the 
Segue  WiFinder  software,  will  sell  for 
$2,480.  The  product  will  be  sold  and 
supported  through  PCTEL’s  Dynamic 
Telecommunications  subsidiary. 

■  Sun  announced  last  week  a  new 
version  of  Sun  Cluster  3.1,  its  high- 
availability  application  for  the  SunPlex 
application  service  delivery  platform. 
Sun  Cluster  3.1  now  uses  versioning 
technology  to  enable  rolling  upgrades 
from  one  version  of  the  clustering 
software  to  others  without  shutting 
down  operations.  It  also  works  with 
the  Solaris  9  Resource  Manager, 
which  provides  for  predictable  perfor¬ 
mance  levels  if  a  failover  occurs.  Sun 
Cluster  3.1  costs  $1,000  to  $100,000. 
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■  TCP/IP,  LAN/WAN  SWITCHES  ■  ROUTERS 

■  HUBS  ■  ACCESS  DEVICES  ■  CLIENTS 

■  SERVERS  ■  OPERATING  SYSTEMS 

■  VPNS  ■  NETWORKED  STORAGE 


Web  switch  vendors  evolve 


■  BY  PHIL  HOCHMUTH 

Not  long  ago,  Layer  4  to  Layer  7  technol¬ 
ogy  was  sought  after  by  dot-coms  and  ser¬ 
vice  providers  for  its  ability  to  speed  Web 
traffic.  But  as  these  firms  started  to  whither 
in  the  souring  economy  Layer  4  to  Layer  7 
switch  vendors  saw  the  market  drop  from 
$613  million  in  2001  to  $592  in  2002,  ac¬ 
cording  to  IDC. 

Some  industry  watchers  say  a  distinct 
Layer  4  to  Layer  7  switch  market  no  longer 
exists.  Larger  enterprise  firms  such  as 
Nortel  and  Cisco  bought  many  of  the  start¬ 
ups,  such  as  Alteon  and  ArrowPoint,  in 
2000.  And  it  is  enterprise  LAN  switch  ven¬ 
dors,  not  Web  switch  specialty  firms,  that 
dominate  the  overall  market  for  Layer  4  to 
Layer  7  gear  today 

But  emerging  arenas  for  the  application 
and  load-balancing  switches  do  exist,  ven¬ 
dors  and  analysts  say  Security,  Web  services 
acceleration  and  blade  server  load  bal¬ 
ancing  are  among  some  potentially  ripe 
areas. 

Layer  4  switches,  known  sometimes  as 
load  balancers,  can  redirect  traffic  to  avail¬ 
able  nodes  in  a  server  farm  by  reading 
Layer  4  TCP  server  port  information  that’s 
embedded  in  incoming  IP  packets.  Layer  7 
switches,  known  as  Web  or  application 


switches,  look  at  application-layer  data 
inside.  Doing  this,  the  boxes  can  provide 
more  advanced  forwarding  or  filtering  on 
traffic  flows  based  on  the  network  applica¬ 
tion  to  which  they  belong. 

Cisco  led  the  worldwide  market  for  these 
products  in  2002,  with  almost  30%  of  the 
$591  million  market.  Extreme  Networks  is 
second  with  a  21.6%  share,  followed  by 
Nortel  with  13.2%,  F5  Networks  with  13%, 
Radware  with  10%  and  Foundry  Networks 
with  7.6%.  In  terms  of  shipments,  Extreme 
was  the  leader  with  331,300  Layer  4  to 
Layer  7  ports  (or  38%  of  the  market),  fol¬ 
lowed  by  Cisco,  Foundry  and  F5. 

In  addition  to  offering  Layer  4  to  Layer  7 
products,  Cisco,  Extreme  and  Nortel  also 
have  gained  a  strong  market  presence  by 
integrating  load-balancing  and  Web¬ 
switching  technology  into  blades  on  their 
respective  switch  chassis. 

A  Yankee  Group  survey  of  500  enterprise 
IT  equipment  buyers  showed  that  two- 
thirds  of  the  respondents  preferred  to  have 
load-balancing  technology  integrated  into 
switches  from  their  regular  LAN  vendors. 

“The  result  of  that  is  the  preponderance 
of  the  Layer  4  to  Layer  7  market  goes  to 
Cisco  and  Nortel,”  says  Zeus  Kerravala,  an 
analyst  with  The  Yankee  Group. “There  real¬ 
ly  is  no  reason  to  have  a  stand-alone 


Not  your  father’s 
Web  switch 

While  Layer  4  to  Layer  7  switches 
once  were  targeted  heavily  at 
dot-com  and  service  providers, 
market  shifts  have  forced 
vendors  to  refocus  on: 

•  Security:  Many  server  load-balancing 
equipment  makers  now  tout  wares  that 
can  make  firewalls  or  intrusion-detection 
system  appliances  perform  better.  Deep 
packet  inspection  at  Layer  4  to  Layer  7 
for  virus  and  denial-of-service  signatures 
is  another  claim  by  vendors. 


•  Web  services:The  advent  of  .Net, 
SOAP  and  XML-based  application 
technologies  could  be  the  second 
coming  for  the  Web  switch  industry, 
as  vendors  target  products  to  optimize 
XML  traffic. 


•  Application  optimization:  Web 

switch  vendors  continue  to  push  their 
gear  as  a  way  to  make  internal  application 
traffic  run  more  smoothly. 

v _ Y 

See  Switch,  page  22 


IBM  enhances  Unix  server  family 


■  BY  ROBERT  MCMILLAN 

IBM  last  week  increased  the  speed  and 
reliability  of  its  Unix  server  system  family 
for  customers  looking  to  consolidate 
servers  and  those  running  large,  single-sys¬ 
tem  applications. 

Replacing  IBM’s  aging  1-2  processor 
eServer  pSeries,  p615  is  the  last  of  IBM’s 
pSeries  Reduced  Instruction  Set  Com¬ 
puter)  systems  to  be  upgraded  to  the 
Fbwer4+  processor  line.  IBM  has  been 
working  these  chips  into  its  Unix  server 
line  since  last  November,  when  it  released 
the  midrange  p650  system. 

“Our  entry  systems  were  getting  a  little  bit 
long  in  the  tooth,”  says  Jim  McGaughan, 
director  of  eServer  Strategy  at  IBM.“Now  we 
have  a  portfolio  [of  systems]  that  are  all  on 
the  same  technology!’ 

Unlike  its  predecessor,  the  p615  will  let 
users  hot  swap  PCI  peripherals  and  turn  off 
damaged  or  malfunctioning  PCI  slots  with¬ 


out  stopping  the  system,  McGaughan  says. 
The  p615  also  will  boast  a  feature  called 
“chipkill  memory?’  a  technique  whereby 
the  system’s  memory  is  flushed  in  the  event 
of  a  memory  error,  thereby  reducing  the 
effects  of  an  error  “by  a  factor  of  100-fold,” 
he  says. 

But  unlike  IBM’s  more  expensive  offer¬ 
ings,  the  p615  will  not  support  logical  parti¬ 
tioning,  so  customers  looking  to  run  more 
than  one  operating  system  at  the  same 
time  will  have  to  look  to  IBM’s  next  model, 
the  p630. 

The  new  systems  give  IBM  “a  bit  of  an 
edge  in  the  performance  department,” over 
other  RISC  manufacturers  such  as  Sun  and 
HR  says  Gordon  Haff,  an  analyst  at 
Illuminata.  However,  he  cautions,  “It’s 
unclear,  for  many  of  these  applications, 
how  important  that  edge  really  is.” 

The  systems  could  boost  IBM’s  appeal  in 
small  and  midsize  businesses,  especially  in 
industries  such  as  retail,  where  IT  needs  to 


create  one  system  configuration  and  repli¬ 
cate  it  on  a  large  number  of  machines, 
Haff  says. 

The  systems  will  run  either  IBM’s  AIX  5L 
5. 1  or  AIX  5L  5.2  operating  system,  depend¬ 
ing  on  customer  preference. 

In  its  least  expensive  configuration,  the 
p615  will  list  for  $5,740.  At  that  price,  IBM 
will  deliver  a  singleprocessor  system  with 
1  G-byte  of  memory  and  36G  bytes  of  disk 
space,  one  10/100M  bit/sec  port  and  one 
Gigabit  Ethernet  port.  The  system  is  avail¬ 
able  immediately  The  p615  can  support  as 
many  as  eight  ultraSCSl  disk  drives, accord¬ 
ing  to  IBM. 

McMillan  is  a  correspondent  with  the  IDG 
News  Service's  San  Francisco  bureau. 
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Everybody’s  talking  about  it,  not  just 
the  usual  media  outlets,  but  Forbes, 
BusinessWeek  and  even  The  Wash¬ 
ington  Post!  It’s  going  to  be  the  hottest 
story  of  the  summer.  No,  not  “The  Matrix 
Reloaded”  but  “Linux,  the  Soap  Opera”  (or 
should  that  be  the  SCO  Opera?). 

With  new  plot  twists  showing  up  daily,  it’s 
hard  to  keep  track  of  who’s  allied  with 
whom  as  suits  and  contracts  are  thrown 
about,  and  the  cast  of  characters  comes 
and  goes.  We’ve  got  The  SCO  Group,  IBM, 
the  Free  Software  Foundation,  Microsoft, 
the  United  Linux  consortium  and  even 
the  Open  Group  choosing  sides  or  mak¬ 
ing  statements.  Not  even  “Days  Of  Our 


SCO  lawsuit:  Good  summer  reading 


Lives”  gets  this  convoluted! 

One  company  we  haven’t  heard  from  is 
Novell,  and  that’s  rather  curious  because 
it’s  involved  in  the  story  at  many  different 
points: 

•  SCO  CEO  Dari  McBride  got  his  start 
working  for  Ray  Noorda  at  Novell. 

•  SCO  bought  the  Unix  code  from 
Novell. 

•  Noorda  left  Novell  under  a  cloud  and 
put  his  money  into  Caldera,  which  later 
bought  the  Santa  Cruz  Operation  and 
changed  its  name  to  The  SCO  Group. 

•  Caldera  bought  DR  DOS  from  Novell, 
then  sued  Microsoft  and  settled  out  of 
court. 

•  Most  of  SCO’s  executives  are  former 
Novell  employees. 

•  Just  last  month,  Novell  CEO  Jack 
Messman  waved  the  Linux  flag,  essentially 
anointing  the  open  source  operating  sys¬ 
tem  as  the  successor  to  NetWare. 

It’s  widely  believed  that  SCO  started  the 


suit  against  IBM  as  a  ploy  to  get  bought 
out  by  Big  Blue.  That’s  just  not  working. 
Many  feel  that  SCO’s  recent  agreements 
with  and  actions  toward  Microsoft  are  a 
“Plan  B”  attempt  to  get  Bill  Gates  to  buy  it 
out.  But  Microsoft  doesn’t  work  that  way. 

Microsoft,  of  course,  will  do  anything  to 
stem  the  migration  of  Windows  servers  to 
Linux  hosts.  If  it  can  poke  a  finger  in 
IBM’s  eye  at  the  same  time,  so  much  the 
better. 

But  why  haven’t  we  heard  from  Novell?  It 
has  the  necessary  cash  to  buy  SCO,  proba¬ 
bly  for  less  than  it  sold  both  Unix  and  DR 
DOS.  It  wants  to  be  a  big  player  in  the 
Linux  market,  and  buying  SCO  would 
allow  it  that  entree.  Buying  SCO  and  then 
killing  the  suit  against  IBM  would  once 
again  align  it  with  Big  Blue.  It  then  could 
put  the  best  parts  of  Unix  and  NetWare 
into  Linux,  creating  a  blockbuster  network 
operating  system.  And, of  course,  Microsoft 
would  not  be  pleased.  Sounds  like  a  rea¬ 


sonable  solution  to  me! 

Kearns,  a  former  network  administrator, 
is  a  freelance  writer  and  consultant  in 
Silicon  Valley.  He  can  be  reached  at 
wired@uquill.  com. 


Tip  of  the  Week 


Late  last  week  we  did  hear 
from  Novell.  While  it 
appeared  to  further  muddy  the 
waters  on  the  issue  of  SCO,  Unix 
and  who  owns  the  copyright  and 
patents,  the  basic  premise  of 
this  week's  column  doesn't 
change.  Nevertheless,  see 
www.nwfusion.com,  DocFinder: 
6127,  for  my  take  on  the  new 
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continued  from  page  21 

product  to  do  a  lot  of  what  Layer  4  to  Layer 
7  switches  do.  It’s  easier  to  manage  and 
deploy  those  services  in  a  regular  switch.” 

Kerravala  says  the  buying  patterns  for 
load-balancing  and  application  switch 
products  are  different  than  for  regular 
LAN  gear.  Often,  server  or  data  center  staff 
makes  the  buying  decisions  about  Layer  4 
to  Layer  7  gear,  instead  of  network  admin¬ 
istrators  because  the  boxes  are  tied  so 
closely  to  specific  nodes,  such  as  servers 


■  BY  TIM  GREENE 

SonicWall  is  upgrading  its  URL  filtering 
service  to  let  businesses  block  access  to 
millions  rather  than  tens  of  thousands  of 
sites  deemed  inappropriate  for  the 
workplace. 

The  company’s  Web-based  Content  Filter¬ 
ing  Service  2.0  works  by  shifting  its  data¬ 
base  of  questionable  Web  sites  —  which 
currently  resides  on  SonicWall’s  firewall/ 
VPN  appliances  and  can  accommodate  up 
to  65,000  URLs  —  to  a  Web  site  where  stor¬ 
age  space  is  virtually  unlimited.  Rather  than 
check  requested  URLs  against  an  internal 
list  as  with  its  original  Content  Filtering 
Serv  ice,  the  appliances  now  check  against 
the  extensive  network-based  database. 

Vendors  specializing  in  content  filtering 
such  as  Surf  Control,  N2H2  and  WebSense 
run  filtering  software  on  servers  that  cus¬ 
tomers  set  up  and  maintain.  Instead, 
SonicWall  customers  would  pay  an  annual 
fee  for  Content  Filtering  Service  2.0  that 
ranges  from  $75  per  year  for  SonicWall’s 
smallest  appliances  to  $695  per  year  for  its 


or  security  appliances. 

IDC  estimates  that  Layer  4  to  Layer  7  ports 
account  for  only  about  5%  of  all  Ethernet 
ports  shipped,  whereas  Layer  2  accounts 
for  more  than  half,  and  Layer  3  makes  up 
around  40%. 

Load-balancing  and  Web  switch  gear 
also  is  priced  at  a  premium  because  the 
technology  is  more  complex.  The  average 
price  for  a  Layer  4  to  Layer  7  switch  port 
was  about  $680  —  almost  double  the 
price  of  Layer  3,  IDC  says,  and  far  more 
expensive  than  Layer  2  gear,  at  $73  per 
port. 


largest.The  service  lets  customers  avoid  the 
cost  and  time  of  maintaining  content-filter¬ 
ing  servers  of  their  own.  Cerberian,  a  soft¬ 
ware  maker  specializing  in  Internet-access 
control  products,  supplies  and  updates  the 
SonicWall  URL. 

With  the  updated  SonicWall  service,  the 
first  time  a  user  tries  to  access  a  Web  site, 
the  SonicWall  appliance  intercepts  the 
request  and  sends  the  URL  to  one  of  three 
online  databases  that  SonicWall  has  set  up 
in  collocation  facilities.  The  database 
check  responds  with  a  classification  of  the 
requested  site  —  sex,  gambling,  gaming, 
business,  among  others.  Based  on  the  poli¬ 
cy  configured  in  the  SonicWall  appliance, 
the  appliance  approves  the  URL  and  lets 
the  user  contact  the  site,  or  it  displays  a 
notice  that  the  user  is  trying  to  access  a 
banned  site. 

As  the  appliance  approves  sites,  it  caches 
them  so  the  next  time  the  user  tries  to 
reach  the  same  approved  site,  the 
SonicWall  appliance  doesn’t  have  to  dip 
into  the  online  database.  Instead  it  uses  the 
locally  stored  white  list.  ■ 


Market  shift 

Changes  in  the  Layer  4  to  Layer  7  cus¬ 
tomer  base  have  been  reflected  in  vendor 
revenue  sources. 

F5,  a  maker  of  load-balancing  and  appli¬ 
cation  switching  products,  saw  its  revenue 
flip-flop  from  90%  service  provider  and 
Internet-focused  companies  to  90%  enter¬ 
prise  customers  between  1999  and  2002, 
says  Erik  Giesa,  director  of  product  man¬ 
agement  for  the  company 

Likewise,  Radware  COO  Vickram  Desai 
says  his  firm’s  revenue  is  now  60%  from 
business  customers  while  service  providers 
once  made  up  most  of  the  firm’s  sales. 

Going  forward,  firms  focused  on  Layer  4 
to  Layer  7  gear  are  reshaping  their  target 
markets  and  finding  new  applications  for 
their  wares. 

Nortel  (with  its  Alteon  products)  and 
NetScaler  are  among  many  vendors  who 
tout  technology  for  accelerating  Secure 
Sockets  Layer  (SSL)  transactions  with  Layer 
4  to  Layer  7  technology  But  instead  of  tar¬ 
geting  encrypted  e-commerce  traffic,  SSL 
acceleration  now  is  focused  on  corporate 
applications  being  deployed  over  SSL- 
based  VPNs.  Vendors  say  it  is  easier  to 
deploy  and  manage  browser-based  appli¬ 
cations  over  SSL  VPNs  than  fat  clients 
based  on  IP  Security  VPN  infrastructures. 

Another  example  is  Radware,  which  touts 
its  Layer  7  switches  for  their  ability  to  act  as 
an  intrusion-detection  platform.  Radware 
also  says  its  boxes  can  be  used  to  improve 
performance  of  ERP  applications,  or  voice- 
over-IP  traffic. 

“We  don’t  know  what  the  next  big  appli¬ 
cation  will  be,  and  we  don’t  really  care," 
Radware’s  Desai  says.  “We  do  know  that 
whatever  comes,  it  will  be  delivered  over 
IP,"  which  makes  the  ability  to  manipulate 
traffic  based  on  higher-level  protocol  data 
more  valuable,  he  adds. 

Web-switch  makers  F5  and  Radware  also 
are  exploring  Web  service  acceleration  for 
traffic  based  on  XML  and  the  Simple 


Object  Application  Protocol  (SOAP). 

Desai  says  Radware  is  “doing  its  home¬ 
work”  in  this  area.  He  says  it  would  not  be 
that  difficult  to  add  functionality  into  Rad¬ 
ware  gear  that  accelerates  Web  services. 

F5’s  Giesa  says  his  firm’s  Layer  7  gear  is 
doing  Web  switch  acceleration  today. 
“SOAP  and  XML  tend  to  be  very  fat,”  he 
says.“They  can  make  traffic  very  heavy  on  a 
network,  which  can  have  a  big  impact  on 
network  and  server  performance, . . .  and 
this  plays  right  into  what  we  do.” 

Citing  the  emergence  of  new  XML  switch 
companies,  which  include  such  start-ups 
as  Sarvega  and  DataPbwer  Technology, 
Giesa  says  this  field  could  be  promising  as 
Microsoft  and  others  continue  to  push 
XML-based  Web  services. 

During  the  past  18  months,  F5  has  gone 
after  the  emerging  blade  server  market, 
with  products  such  as  jts  Big  IP  load  bal¬ 
ancing  and  firewall  (based  on  software 
from  Check  Pbint )  that  have  been  ported 
to  blade  server  hardware  devices  that  HR 
Dell  and  IBM  support.  F5  says  this  move 
lets  its  products  improve  blade  server  per¬ 
formance  better  than  stand-alone  appli¬ 
ances. 

The  Yankee  Group’s  Kerravala  agrees. 

“Blade  servers  are  an  interesting  market 
for  some  of  the  [Layer  4  to  Layer7]  play¬ 
ers,”  he  says.  Because  blade  chassis  are 
themselves  the  LAN  for  interconnecting 
servers,  he  adds  that  F5  and  others  could 
make  an  end  run  around  vendors  that 
have  load  balancing  only  in  appliances  or 
integrated  LAN  switch  offerings. 

“By  porting  their  products  to  the  blade 
format,  they  could  steal  business  from  the 
traditional  network  infrastructure,”  Kerra¬ 
vala  says.  ■ 

Voices  of 
Networking 
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SonicWall  offering  to  help  firms 
keep  more  Web  sites  off-limits 
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Ianyware*  The  downside:  your  walk  through  the  parking  lot  was  long.  The  upside:  it  gave  you  time 
to  think  about  a  way  to  eliminate  the  high  cost  and  hassles  of  overnight  delivery.  ; 

And  lo  and  behold,  you  found  it:  Canon  imageRUNNER®  technology.  It  lets  you  send  documents  anywhere,  in  any  form,  at  any  time, 
over  your  network  or  the  Internet.  Instantaneously.  Just  scan  a  document  into  the  imageRUNNER  and  send  it -to  desktops.  E-mail 
addresses,  fax  machines,  databases  and  file  servers.  All  of  which  results  in  lowered  costs  and  increased  productivity.  So,  take  pride. 
Thanks  to  Canon  know-how,  your  walk  through  the  parking  lot  is  considerably  shorter.  1 -866-25-CANON  www.imagerunner.com 


Canon  K  a  registered  trademark  and  Canon  Know  How  is  a  trademark  of  Canon  Inc.  IMAGERUNNER  is  a  registered  trademark  of  Canon  Inc.  in  the  U.S.  and  Canada.  IMAGEANYWARE  is  a  service  mark  of  Canon  U.SA.  Inc.  t>2003  Canon  U.S.A.,  Inc 
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Introducing  the  network  VPN  that  can  honestly  say. 


BellSouth®  Managed  Network  VPN  Service  gives 
you  a  complete  network-based  solution  for  secure 
site-to-site  connectivity,  remote  access  and  Internet 
access.  We  support  the  ways  you  connect  from  DSL  to 
OC3  and  manage  it  all  on  one  integrated  platform.  You'll 
get  greater  overall  performance  with  streamlined 
operations.  Greater  security.  Greater 
flexibility.  Greater  ability  to 


applications  from  anywhere  on  your 


network.  You  can  use  your  existing  access  equipment, 


or  well  supply  it.  Were  listening  to  business  needs  like  no 


one  else  and  answering  with  solutions  from  long 


distance  to  wireless  and  optical  networking.  For  more 


info,  visit  www.bellsouth.com/business/answers 


Sign  up  for  BellSouth®  Managed  Network  VPN  Service 


Free  Cisco  router 

with  minimum  12-month  contract* 


@  BELLSOUTH 

Listening.  Answering 


(□Cisco- 


'Some  restrictions  apply.  Offer  expires  6/30/03.  Activation  required  by  8/31/03.  Visit  www.bellsouth.com/business/answers  for  details.  ©  2003  BeUSouth  Corporation. 

All  trademarks  contained  herein  are  the  property  of  their  respective  owners. 


Building  identity  management 

Business  Layers’  software  helps  gather,  clean  up  user  data. 


Takes 


Provisioning  players 


Provisioning  software  vendors  are  approaching  the  technology  from 
one  of  three  angles.  Start-ups  defined  the  category,  but  the  major 
systems  administration  and  metadirectory  vendors  see  it  as  an  extension 
of  what  they  already  are  doing. 


Vendors 

Pure  play 

Business  Layers 

ThorTechnologies 

Waveset 

Description 

Help  define  provisioning  and 
extended  it  beyond  internal 
systems  to  the  Web. 

Chailenges/strengths 

Must  fight  larger  players  now 
shouldering  into  market;  agile 
and  understand  problem. 

Security  and  system 
administration 

BMC  Software 
Computer  Associates 
IBM 

Systor 

User  management  across 
systems  has  been  a 
hallmark  for  these  vendors. 

Alter  product  architectures  and 
positioning,  especially  forWeb; 
leveraging  services 
organizations  and  existing 
customer  base. 

Metadirectory 

Critical  Path 

MaXware 

Novell 

Siemens 

Blurring  of  metadirectories 
and  provisioning  as  each 
bring  unique  approach  to 
integrating  user  identities. 

Distinguish  one  product  from 
the  other;  use  existing  meta¬ 
directory  as  foundation  for 
creating  provisioning. 

ISS  hatches  Virtual 
patching'  mgmt.  plan 


■  Adding  a  twist  to  the  notion  of 
"public  private  partnerships,"  a  deal 
between  Symantec  and  the  U.S. 
Department  of  Defense  will  pro¬ 
vide  the  government  with  intelligence 
gathered  from  the  company’s  Deep- 
Sight  threat  and  vulnerability  alert 
services.  The  three-year  deal  will  pro¬ 
vide  “actionable  intelligence"  from  Sy¬ 
mantec  about  computer  vulnerabilities 
and  developing  computer-attack  activ¬ 
ity  to  CERT,  which  the  Defense  De¬ 
partment  sponsors.  That  information 
would  be  used  to  create  security  rec¬ 
ommendations  for  protecting  IT 
assets  within  the  Defense  Depart¬ 
ment,  Symantec  says. 

■  Chip  designer  ARM  will  add  exten¬ 
sions  to  its  processor  core  next  year 
that  incorporate  hardware-based 
security  technologies.  Future  versions 
of  the  ARM  core  for  mobile  and  wire¬ 
less  handset  chips  will  contain  pro¬ 
tected  areas  for  storage  of  user 
authentication  keys  and  areas  of  the 
processor  that  are  off-limits  to  unau¬ 
thorized  users,  the  company  says. 
TrustZones,  as  the  extensions  are 
called,  create  a  parallel  domain  where 
secure  applications  can  run  alongside 
nonsecure  applications.  The  operating 
system  or  application  vendors  set  the 
security  policies  designating  what 
data  is  secure,  and  what  isn’t,  the 
company  says. 

■  Microsoft's  forthcoming  Real- 
Time  Communications  Server 

software  will  be  branded  as  part  of 
the  Office  family,  carrying  as  its  full 
name  Microsoft  Office  Real-Time 
Communications  Server  2003,  the 
company  said.  Formerly  code-named 
Greenwich,  the  software  marks 
Microsoft’s  entry  into  the  enterprise 
instant-messaging  and  collaboration 
market.  Microsoft  hopes  to  win  cus¬ 
tomers  by  offering  security  and  man¬ 
agement  features  that  are  lacking  in 
free,  consumer-targeted  instant-mes¬ 
saging  software,  including  MSN  Mes¬ 
senger.  Now  in  beta,  the  software  is 
scheduled  for  release  in  the  third 
quarter.  Microsoft  has  not  an¬ 
nounced  licensing  and  pricing  details. 


■  BY  JOHN  FONTANA 

User  data  is  the  heart  of  establishing  any 
identity  management  system  but  getting 
accurate  user  data  might  not  be  as  easy  as 
many  think. 

Data  about  users  always  is  stretched 
across  a  number  of  systems  and  consoli¬ 
dating  it  into  a  “clean”  set  of  attributes 
about  each  user  is  difficult.  Provisioning 
vendor  Business  Layers  has  been  through 
the  exercise  many  times  with  its  cus¬ 
tomers,  and  this  week  is  introducing 
eProvisioning  Role  Out.  The  software, 
which  will  be  offered  through  a  service, 
helps  corporations  clean  up  data  and  cre¬ 
ate  a  single  user  identity  that  can  be 
plugged  into  identity  management  sys¬ 
tems,  which  basically  combine  security 
and  provisioning  software. 

“Traditionally,  we’ve  seen  a  lot  of  hard 
work  and  heartache  in  dealing  with 
[cleaning  up]  user  data,”  says  Gerry 
Gebel,an  analyst  with  Burton  Group. “The 
issue  is  something  seen  historically  with 
directories  and  metadirectories,  and  is 
now  a  potential  stumbling  block  to  de¬ 
ploying  identity  management.” 

Gebel  says  the  issue  includes  establish¬ 
ing  the  ownership,  quality  and  accuracy 
of  data  as  it  is  pulled  from  human  re¬ 
sources  systems,  databases  and  other  IT 
systems.  Without  a  reliable  set  of  data, 
company’s  struggle  to  automate  provi¬ 
sioning  and  security  that  are  based  on 
user  attributes  such  as  name  and  job  title. 
“People  have  taken  a  step  back  and  tried 
to  approach  provisioning  in  stages,  and 
certainly  what  Business  Layers  is  trying  to 
provide  should  help,”  Gebel  says. 

The  company  competes  with  similar 
products  from  Beta  Systems. 

Business  Layers’  eProvision  Role  Out  is 
a  service  that  pulls  user  data  from  cor¬ 
porate  systems  and  feeds  it  into  a 
Microsoft  SQL  Server  database.  Once  col¬ 
lected,  the  software  executes  a  number 
of  procedures  to  collate  data  about  a 
user  and  determine  the  authoritative 
source  for  different  user  attributes  to  cre¬ 
ate  a  single  identity.  The  results  then  are 
fed  into  a  directory  system  that  becomes 
the  foundation  for  an  identity  manage¬ 
ment  system. 

The  technology  uses  online  analytical 
processing  tools  that  are  part  of  SQL 
Server  to  interpret  the  data  and  metadi¬ 
rectory  technology  from  MaXware  to  pull 

See  Provision,  page  28 


■  BY  ELLEN  MESSMER 

Internet  Security  Systems  is  readying 
technology  it  says  could  benefit  compa¬ 
nies  fed  up  with  current  patch  manage¬ 
ment  techniques. 

ISS  would  enable  its  vulnerability-assess¬ 
ment  scanner  to  gang  up  with  its  network- 
and  host-based  intrusion-detection  sys¬ 
tems  (IDS)  to  stop  newly  discovered 
attacks  or  worms  that  could  damage  un¬ 
protected  servers  or  desktops  on  corpo¬ 
rate  networks. 

ISS  CTO  Chris  Klaus  calls  the  idea  “vir¬ 
tual  patching"  because  it  could  eliminate 
the  need  to  immediately  apply  server  or 
desktop  software  patches,  which  often  are 
required  to  combat  new  attacks  that  ex¬ 
ploit  software  holes.  Instead  of  having  to 
rush  to  patch  the  application  or  operating 
system  software  to  stop  a  fast-moving 
worm  from  taking  over  vulnerable  sys¬ 
tems,  ISS  would  be  able  to  have  its  IDS 
ready  to  take  certain  steps  to  stop  specific 
attacks  aimed  at  the  target  machine. 


“Patching  is  unattainable.  There’s  no 
Fortune  1000  company  doing  it  across  all 
its  systems,” says  Klaus,  who  points  out  that 
sometimes  vendors  stop  supplying  patch¬ 
es  for  their  legacy  products.“For  instance, 
Microsoft  is  no  longer  supporting  patch¬ 
ing  for  Windows  NT.” 

Next  month,  ISS  will  add  the  virtual 
patching  capability  to  its  vulnerability- 
assessment  tool,  Internet  Scanner  7.0, 
which  runs  on  Windows  2000. 

Updated  with  new  attack  information  as 
it  becomes  known,  Internet  Scanner 
would  examine  Web  servers,  firewalls, 
operating  systems,  routers,  switches,  mail 
servers  and  other  applications  to  deter¬ 
mine  where  weaknesses  reside.  The  prod¬ 
uct  also  would  perform  network  discov¬ 
ery  to  locate  network  resources. 

Internet  Scanner  would  no  longer  sim¬ 
ply  be  a  stand-alone  tool,  but  would  be 
able  to  take  commands  from  the  ISS  man¬ 
agement  console,  SiteProtector.  Com¬ 
panies  then  could  perform  a  scan  when  a 

See  ISS,  page  2S 


Your  priorities 
are  clear  now. 


Switching  to  a  converged  environment  is  a  complicated  process.  And  you  don’t 
have  time  to  master  every  platform.  Not  with  everything  else  on  your  plate. 

Fortunately,  NextiraOne  can  help.  With  our  proven  expertise  in  converged  environments, 
your  migration  becomes  much  clearer.  And  your  job  does  too. 

At  NextiraOne,  our  experienced  professionals  bring  clarity  to  your  complex  communications 
networks.  Whether  we’re  planning,  designing,  implementing,  supporting  or  managing. 
Whether  it’s  a  voice,  data  or  converged  infrastructure.  Whether  you’re  in  the  United  States 
or  around  the  world.  No  matter  what,  we  provide  the  expertise,  resources,  leadership 
and  vendor-independence  that  ensure  world-class  networks.  In  fact,  NextiraOne  is  already 
working  —  adding  clarity  —  at  almost  500,000  sites  worldwide. 

Simply  put,  whatever  we  do  and  wherever  we  go,  clarity  follows.  So,  instead  of  spending 
all  your  time  learning  the  intricacies  of  convergence,  you  can  trust  NextiraOne  — 
and  get  back  to  the  rest  of  your  responsibilities.  Like  getting  full  value  out 
of  your  IT  resources. 

www.NextiraOne.com  (888)  398-0547 
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ourcefire  ignites  scanning  effort 


I  fc  If  the  IDS  knew  what  was  on  your  net¬ 
work,  or  knew  what  was  patched,  we'd  be 
getting  a  better  set  of  alerts.  But  that's  not 
really  possible  right  now.  1 9 

Kirk  Drake 

CIO,  National  Institutes  of  Health  Federal  Credit  Union 


■  BY  ELLEN  MESSMER 

In  a  departure  from  develop¬ 
ing  intrusion-detection  systems, 
Sourcefire  this  week  divulged 
plans  to  build  a  network-discov¬ 
ery  tool  that  will  let  users  moni¬ 
tor  system  resources  such  as 
servers,  desktop  computers  and 
applications. 

Realtime  Network  Awareness 
(RNA)  will  be  an  appliance  that 
plugs  into  the  corporate  network 
in  any  LAN  segment  where  users 
would  run  an  IDS.says  Sourcefire 
CTO  Marty  Roesch.  RNA  1.0  will 
be  able  to  locate  servers  and 
desktop  computers,  identifying 
what  platform  they  are  running 
(Microsoft,  Unix,  Linux  or 
MacOS)  and  whether  they’re 
running  e-mail  applications, Web 
servers  or  network  services. 

This  type  of  passive  scanner, 
which  helps  customers  keep 
track  of  what’s  deployed  across 
large  networks, puts  Sourcefire  in 
direct  competition  with  Lumeta 
and  the  freeware  tool  Nessus. 
However,  Roesch  says  the  prim¬ 
ary  reason  Sourcefire  is  develop¬ 


ing  RNA  is  not  to  be  able  to  sell  a 
stand-alone  network-discovery 
tool,  but  to  be  able  to  use  the 
information  RNA  collected  to 
benefit  the  Sourcefire  line  of  IDS 
products. 

One  Sourcefire  customer,  Kirk 
Drake,  CIO  at  the  National  In¬ 
stitutes  of  Health  Federal  Credit 
Union  in  Rockville,  Md.,  says 
adding  the  capability  for  an  IDS 
to  know  what’s  on  the  network 
and  what’s  been  patched  would 
be  a  boon. 

“We  get  a  huge  amount  of  data 
now  from  our  IDS,”  Drake  says.“It 
notifies  you  of  about  200  to  300 
alerts  per  day,  most  of  which  are 
false  positives.  If  the  IDS  knew 
what  was  on  your  network  or 
knew  what  was  patched,  we’d  be 
getting  a  better  set  of  alerts.  But 
that’s  not  really  possible  right 
now” 

“This  is  a  steppingstone  prod¬ 
uct  to  gather  information  about 
the  network  and  correlate  it  with 
IDS,”  Roesch  says.  By  having  RNA 
share  detail  about  the  corporate 
intranet  with  the  Sourcefire  IDS, 
the  IDS  can  more  precisely  tailor 


alerts  to  fit  the  corporate  net¬ 
work  profile.  A  common  prob¬ 
lem  with  many  IDSs  on  the  mar¬ 
ket  is  that  they  issue  a  alarms  that 
are  too  wide-ranging  and  require 
a  lot  of  fine-tuning  to  give  net¬ 
work  managers  a  desirable  level 
of  reporting. 

Network-discovery  information 
also  would  be  of  value  in  config¬ 
uring  inline  intrusion-prevention 
systems  GPS),  which  can  block 
network  traffic.  Traditional  IDSs 
don’t  block  traffic  but  can  instruct 
a  firewall  to  do  this  or  terminate 
sessions  with  TCP  resets. 

Sourcefire  makes  a  line  of  IDSs, 
ranging  from  the  22M  bit/sec 
NS  1000  to  the  gigabit-speed 


NS3000.  Roesch  is  also  the  inven¬ 
tor  of  the  IDS  freeware  Snort, 
popular  in  use  with  other  com¬ 
mercial  products  and  a  stand¬ 
alone  IDS  for  some  companies. 
The  firm  also  has  said  it  intends 
to  build  an  IPS,  without  offering 
further  specifics. 

Sourcefire’s  goal  is  to  have  RNA 
out  in  the  third  quarter.  Linking 


ISS 

continued  from  page  25 

new  vulnerability  or  threat  was 
identified,  to  see  which 
machines  could  be  hit.  Then, 
based  on  the  network  manager’s 
decision,  SiteProtector  would  be 
able  to  instruct  the  ISS  network- 
based  sensor,  RealSecure 
Network  7.0,  or  the  host-based 
IDS,  RealSecure  Server  7.0  and 
RealSecure  Desktop  7.0,  to  take 
certain  steps.The  host-based  IDS 
could  block  access,  based  on  a 
specific  check  or  signature. 

Because  traditional  “passive” 
IDS  products  aren’t  inline  de¬ 
vices  that  can  block  large  traffic 
streams,  RealSecure  Network  7.0 
would  be  limited  to  instructing 
the  firewall  to  block  the  attack 
through  a  process  called  shun¬ 
ning  or,  alternatively,  terminating 
a  session  with  TCP  resets. 

The  ISS  inline  prevention  prod¬ 
uct,  Guard,  also  would  support 
the  virtual  patching  process,  as 
would  the  line  of  Proventia  intru- 


Provision 

continued  from  page  25 

together  the  data. 

“We  have  found  that  we  can 
reduce  the  task  of  cleaning  up 
user  data  from  about  two  weeks 
to  two  days,” says  David  Lavenda, 
co-founder  and  vice  president  of 
marketing  and  product  strategy 
for  Business  Layers.  “People  are 
realizing  this  is  a  hurdle  they 
need  to  get  over  in  their  provi¬ 
sioning  projects.” 


Microsoft  updates  Solomon; 
CRM  software  still  in  the  works 


■  BY  STACY  COWLEY 

A  new  version  of  Microsoft’s  Solomon  suite  of 
enterprise  applications  announced  last  week  lets 
customers  better  integrate  with  other  Microsoft 
products  and  easily  manage  project  administra¬ 
tion. 

Solomon  5.5  includes  Microsoft’s  newly  devel¬ 
oped  Professional  Services  Automation  package, 
announced  last  September.  The  software  works 
with  Microsoft  Project  2002,  also  included  in 
Solomon  5.5,  and  enables  tracking  of  various 
aspects  of  ongoing  projects,  including  budgets, 
billing  and  staffing. 

The  new  version  of  Solomon,  which  Microsoft 
describes  as  a  fine-tuning  release,  includes 
changes  to  four  of  Solomon’s  10  series,  which  are 
bundles  of  modules  for  handling  various  corpo¬ 
rate  operations. 

Solomon’s  Financial  Series  now  includes  updat¬ 
ed  time-entry  screens  and  features,  letting  multiple 
checks  per  employee,  per  pay  period,  be  printed. 
The  Project  Series  and  Service  Series  feature  addi¬ 
tional  modules  and  easy-of-use  enhancements, 
and  Solomon’s  core  Foundation  Series  includes 
extended  report  management  capabilities. 

Also  added  globally  to  Solomon  is  a  new  Smart 
lag  Manag*  i  that  links  Solomon  with  Microsoft’s 
Office  XP  suite.  Users  now  can  connect  across  the 


applications  information  on  customers,  vendors, 
inventories  and  employees,  Microsoft  says. 

Solomon  is  a  product  of  Microsoft’s  Business 
Solutions  unit,  which  also  created  the  company’s 
Microsoft  CRM  software.  In  pitching  Microsoft  CRM, 
Microsoft  emphasizes  the  software’s  planned  inte¬ 
gration  with  other  Business  Solutions  products, 
including  Solomon.  However,  five  months  after 
Microsoft  CRM’s  release,  that  integration  remains 
under  development.  No  timeline  is  available  for 
when  that  work  will  be  finished,  according  to  a 
Microsoft  spokeswoman. 

Solomon  5.5  is  available  in  the  U.S.  through 
Microsoft  Business  Solutions  resellers. Versions  cus¬ 
tomized  for  users  in  other  countries  will  be 
released  throughout  the  next  year,  Microsoft  says. 
Costs  vary  for  Solomon  5.5,  but  Microsoft  estimates 
the  starting  cost  of  a  typical,  three-user  financial 
version  of  the  software  at  $12,700. 

Microsoft  also  has  released  a  basic  version  of 
Solomon  —  Solomon  Standard  —  aimed  at  small¬ 
er  companies.  Solomon  Standard’s  target  audience 
is  organizations  with  25  to  99  employees,  annual 
revenue  of  up  to  $25  million  and  up  to  10  licensed 
users,  according  to  Microsoft.  A  typical  single-user 
license  costs  $4,900,  the  company  says. 

Cowley  is  a  correspondent  with  the  IDG  News 
Service's  New  York  bureau. 


scanning  tools  with  IDSs  is  still  a 
new  idea,  but  other  security  ven¬ 
dors  also  are  thinking  along  a 
similar  path.  Internet  Security 
Systems  says  that  by  July  its  vul¬ 
nerability-assessment  scanner, 
Internet  Scanner  7.0,  will  be¬ 
come  an  active  source  of  infor¬ 
mation  used  by  the  ISS  Real- 
Secure  host-  and  network-based 
IDS  to  protect  against  some  types 
of  attacks. 

A  number  of  other  vendors, 
including  SecurityProfiling  — 
which  is  adapting  its  patch-man¬ 
agement  tool  called  SysUpdate 
to  correlate  information  with 
the  Snort  IDS  —  are  pursuing 
any  advantage  that  can  be 
gained  in  sharing  network- 
device  and  application  informa¬ 
tion  with  IDSs.  ■ 


sion-prevention  system  appli¬ 
ances  ISS  plans  for  the  third 
quarter. 

The  virtual  patching  capability 
is  coordinated  with  the  debut 
next  month  of  what  ISS  has 
dubbed  The  X-Force  Catas¬ 
trophic  Risk  Index  that  the  com¬ 
pany  is  expected  to  issue  peri¬ 
odically  as  a  guide  to  the  worst 
security  threats  and  risks. 

While  the  virtual  patching 
capability  is  still  in  testing  mode, 
and  it’s  not  clear  how  well  the 
idea  will  work  in  practice,  there’s 
little  doubt  that  network  man¬ 
agers  are  fed  up  with  patching. 

“We  have  to  apply  patches 
nearly  every  day”  says  Bill 
Arnold,  IT  manager  at  Purdue 
Employees  Federal  Credit  Union 
in  West  Lafayette,  Ind.  ■ 
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Once  the  data  is  cleaned  up,  it 
can  be  used  to  support  the 
deployments  of  Business  Layers’ 
eProvisioning  software  or  a 
competitor’s  product  such  as 
those  from  Waveset  Technol¬ 
ogies  or  IBM. 

The  average  cost  of  the  ePro¬ 
visioning  Role  Out  service  for 
an  organization  with  10,000 
users  and  five  to  10  identity 
repositories  is  $50,000.  The  ser¬ 
vice  is  expected  to  be  available 
this  fall.  ■ 


>  9:32  am.  Martha  Watson  counts  over  1,200  name  brands  in  order  to  justify  the  word  "more"  to  the  legal  department. 
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Saved  by  bad  movies? 


An  old  dream  seems  to  be  resurfacing. 
CNET  had  a  story  on  May  23  that  said 
“major  U.S.  telephone  companies 
have  plans  to  pump  video  and  TV  services 
into  homes  via  their  lines,  countering  re¬ 


cent  moves  by  cable  providers  to  sell  'Net- 
based  phone  services  over  their  system.” 
What  is  it  about  moving  pictures  that 
make  normally  sane  phone  people  be¬ 
come  Hollywood  squares? 


ShtX&r.vS-  r  ■■  ■  ' 
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It’s  All  About  Connections 
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JetBlue  connects  people  to  their  destinations. 
MRV  keeps  JetBlue  connected  to  its  networks. 


With  the  newest  Airbus  fleet  in  the  industry  and  a  number  of  first  and  onlys,  including  leather 
seats  and  DIRECTV™  programming,  it’s  no  wonder  JetBlue  Airways  has  taken  off  so  quickly 
ahead  of  the  major  airlines.  ♦  When  they  needed  to  connect  their  LAN  to  a  new  building 
without  any  access  to  fiber,  JetBlue  made  another  leap  and  deployed  Free  Space  Optics 
connectivity  from  MRV.  ♦  World-class  companies  like  JetBlue  keep  their  networks  flying  by 
choosing  MRV  for  unlimited  connectivity  options.  Since  1 988,  we  have  provided  connectivity 
solutions  for  networks  that  scale  in  size,  speed,  distance  and  complexity.  In  fact,  some  of  the 
world's  largest  networks  rely  on  our  switches,  routers,  optical  transport  systems  and  remote 
presence  equipment.  Our  connectivity  solutions  are  preferred  by  Fortune  500  companies. 


Turn  to  us  for  your  Connectivity  Unlimited ™  needs 


mrv.com/jetblue 
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MRV 
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The  motion  picture  business  is  not  a 
small  one.  According  to  the  U.S.  Census, 
the  motion  picture  and  video  business 
was  worth  $57  billion  in  2001.  But  this 
pales  in  comparison  with  the  $367  billion 
telecom  business  in  the  same  year.  For 
comparison,  cable  TV  was  at  $74  billion 
and  pay-per-view  was  only  $1.9  billion, 
which  was  less  than  cable-based  Internet 
access  services  at  $2.1  billion.  (A  random 
data  point  is  that  total  Internet  access  ser¬ 
vices  was  about  $15  billion,  with  $12  bil¬ 
lion  of  that  being  residential.) 

In  trying  to  expand  into  video,  telcos  are 
chasing  a  very  expensive  paper  tiger.  It 
would  cost  many  tens  of  billions  of  dol¬ 
lars  and  many  years  of  effort  to  put  the 
systems  and  technologies  in  place  to  start 
to  challenge  the  cable  companies.  And 
there  is  no  reason  to  think  that  the  cable 
companies  would  sit  still  long  enough  to 
let  the  phone  companies  get  a  foothold. 

Even  if  the  telcos  could  get  half  the  video 
business  —  an  almost  inconceivable  feat 
—  what  would  that  actually  mean  in  terms 
of  profit? 

One  would  expect  the  cable  companies 
to  fight  back  with  a  price  war,  leaving  the 
telcos  with  the  prospect  of  spending  tens  of 
billions  and  finding  paper-thin  profits,  if  any 
at  the  end  of  the  rainbow.This  is  far  from  the 
first  time  that  the  telcos  have  lusted  after 
this  rainbow,  and  I  don’t  understand  why 
they  don’t  seem  to  learn. 

I  also  don’t  understand  the  telecom  in¬ 
dustry’s  fixation  with  the  concept  of  a  sin¬ 
gle  bill.  The  CNET  article  mentions  that 
cable  companies  are  now  putting  cable 
TV,  Internet  service  and  phone  service  on 
one  bill  and  implies  that  the  phone  com¬ 
panies  think  that  not  being  able  to  do  the 
same  is  a  competitive  disadvantage. 

One  telecom  company  was  running 
some  remarkably  dumb  radio  ads  about 
the  same  thing  in  the  Boston  area  a  few 
months  ago.  I  fail  to  see  .the  carrier’s  advan¬ 
tage  in  making  it  crystal  clear  to  you  how 
much  you  are  paying  for  all  of  this, nor  does 
it  seem  to  be  a  big  deal  to  write  an  extra 
check  or  two.  These  folks  have  an  avowed 
goal  of  getting  you  to  double  or  triple  the 
amount  you  spend  each  month  on  tele¬ 
com.  I  would  think  the  last  thing  they 
should  do  is  put  it  all  in  one  place  —  even 
the  Salad  Shooter-type  ads  on  TV  break 
things  up  into  multiple  “easy  payments”  to 
disguise  how  much  the  thing  costs. 

Disclaimer:  Breaking  up  Harvard’s  stu¬ 
dent  bill  would  not  disguise  much,  but 
the  university  has  not  commented  on 
telco  logic. 

Bradner  is  a  consultant  with  Howard 
University 's  University  Information 
Systems.  He  can  be  reached  at  sob@ 
sobco.com. 
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The  Intelligent  Iron  To  Accelerate  Ydur  Application  Servers 
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foundry  Networks  is  the  market  leader  in  Layer  4-7  switches 

j.  y  .  '  ■  ■ 

that  enhance  the  performance  of  your  business  applications?/ 
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That’s  because  Foundry’s  Serverlrpn"  Layer  4-7  switch  is  perhaps? 
the  most  intelligent  piece  of  iron  ever  built.  It  intelligently  distributes  • 
traffic  across  applications,  servers,  firewalls,  caches,  and  even  across  data  : ;  '  ■ 

'T.^r:x  I  centers.  It  secures  your  servers  and  applications  from  malicious  attacks.  It  V;  ■" 


monitors  server  and  application  health  to  provide  rapid  recovery  aiid 
minimize  or  even  eliminate  application  downtime.  It  directs  network  traffic 
based  on  application,  server  load,  URL  content,  or  cookies.  Brains  like  this  make 
Serveilron  an  essential  component  of  your  network  infrastructure.  In  tact, 
purchasing  it  could  be  one  of  the  smartest  moves  you’ll  ever  make. To  find  out  more 
about  tin-  Serverlroi)  Product  Family,  visit  us  at  www.toundrynetworks.com/si, or  call 
1  oundrv  Netw  orks  at  I  SKX.TURBOl  AN  (SX7-2t>52)  and  make  the  intelligent  choice. 
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I  We  make  any  service  provider  network^ 
more  efficient. 
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Network  Engineering, 
Lucent  Worldwide  Services 


FROM 


153,000 


TO  O 


BLOCKED  CALLS 


Together,  Lucent  Worldwide  Services  and  Bell  Labs  bring  you  unrivaled  networking  expertise  and  intelligent  tools  to  help 
you  get  more  out  of  your  network.  Recently,  we  used  our  Network  Performance  Capacity  Management  Service  to  help  a 
service  provider  improve  service  levels  and  eliminate  blocked  calls.  We  even  showed  them  how  to  optimize  their  existing 
assets  at  eight  network  sites  to  save  millions  of  dollars  in  operating  costs.  See  how  we  can  make  your  network  more 
productive,  more  reliable,  and  more  secure  than  it  is  today  at  www.lucent.com/lws. 


Networks  that  work  smarter.  Networks  that  work  harder. 


Lucent  Technologies 

Bell  Labs  Innovations 
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ENTERASYS 


Best-in-Class  Service. 

Only  from  Enterasys  Networks  and  its  authorized  resellers. 

When  choosing  the  right  IT  partner,  leading-edge  technology  is  only  half  the 
story.  It’s  service — and  a  commitment  to  your  changing  needs — that 
completes  the  solution.  That's  why  Enterasys  Netwohks  is  so  demanding  of 
ourselves  and  our  reseller  partners  to  provide  the  attention  you  deserve. 

From  24x7  emergency  response  to  customer-centric  support  programs  that 
ensure  a  timely,  cost-effective  migration  to  new  applications,  Enterasys 
services  are  key  to  every  Business-Driven  Network  ™  And  all  Enterasys-certified 
resellers  assure  the  same  quality  service  for  the  life  of  your  network.  Has  a 
nice  ring  to  it,  don’t  you  think? 


For  a  reseller  near  you,  visit  partners.enterasys.com/public/partner-list/ 


To  learn  more  about  Enterasys  Networks,  visit  enterasys.com 


Good  technology 
partners  provide  all  the 
bells  and  whistles. 
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Five  questions  can  help  you  focus  on 
getting  the  most  value  from  your 
reseller  relationships. 


UNLESS  YOU  ARE  BUYING  TECHNOLOGY  FROM  A  NEW  SMALL 

vendor  or  buying  the  latest  emerging  product,  or  unless 
you  are  a  huge  purchaser  of  technology,  you  will  likely  be 


working  with  resellers.  How  well  you  select  and  manage  your  resellers  can 


significantly  impact  the  success  of  your  technology  investments. 


“You  might  work  with 
a  vendor  directly  for  a 
very  new  product,  but 
once  the  product  crosses 
the  chasm  [becomes 
mainstream],  you  are 
going  to  have  to  work 
with  resellers,”  says  Ken 
Presti,  analyst,  networking 
channels,  at  International 
Data  Corp.  (I DC), 

Framingham,  Mass.  The 
economics  of  taking  a 
product  to  the  main¬ 
stream  market  prevent 
vendors  from  dealing 
directly  with  each  buyer. 

Instead,  the  vendors  turn 
to  resellers,  or  value- 
added  resellers  (VARs). 

“The  manufacturer  knows  the  product,  but  the 
VAR  is  supposed  to  know  the  customer — the  end 
user  of  the  product — and  understand  the  customer’s 


environment,”  Presti 
explains. 

If  you  are  buying  a  com¬ 
modity  product  like  a  desk¬ 
top  PC,  almost  any  reseller 
or  distributor  will  probably 
do  the  job.  It’s  a  different 
story,  however,  if  the  prod¬ 
uct  is  complicated  or  must 
fit  into  a  complex  environ¬ 
ment.  Then  the  reseller  can 
make  a  difference — often  a 
big  difference.  You  must 
pick  resellers  carefully  if 
you  are  counting  on  them 
to  bring  real  value  to  your 
purchases. 

And  when  you  do  decide 
on  a  reseller,  don’t  skimp  on 
quality.  That’s  certainly  the 
message  from  Doug  Torres,  director  of  networking. 
Catholic  Health  Systems  (CHS),  Buffalo,  N.Y.,  a 
large  healthcare  provider.  When  CHS  bought  a  new 
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The  reseller  “understood  the 
issues  I  faced  with  my  users,  the 
politics  of  our  funding,  and  the  time 
pressure  we  faced.” 

-Steve  Pratt,  network  administrator,  TMCA 


storage  system,  the  VAR  failed  to  get  it  implement¬ 
ed  correctly.  “We  paid  a  premium  for  their  exper¬ 
tise,  but  the  money  was  wasted,”  he  complains. 
Eventually,  CHS  turned  to  real  experts  to  get  the 
job  done  properly. 

What  to  Ask 

So  how  can  you  get  the  most  value  from  working 
with  resellers?  The  following  five  questions  can  get 
you  focused  on  the  right  things  from  the  start: 

IDoes  the  reseller  under¬ 
stand  your  business, 
organizational  needs,  and 
internal  pressures? 

“Global  Village  really  understood  my  concerns,” 
explains  Steve  Pratt,  network  administrator  at  The 
Medical  Center  of  Aurora  (TMCA),  Aurora,  Colo. 
When  TMCA  switched  its  primary  healthcare 
application  from  dumb  terminals  to  PCs,  the  hospi¬ 
tal  suddenly  found  itself  in  need  of  a  network  of 
PCs — fast. 

TMCA  turned  to  Global  Village  Systems  Inc.,  a 
Boca  Raton,  Fla. -based  reseller  and  a  wholly  owned 
subsidiary  of  Zoom  Telephonies.  Global  Village 
helped  the  hospital  set  a  small  thin-client  pilot  proj¬ 
ect  by  converting  an  existing  system  into  a  Citrix 
file  server.  Then  the  reseller  collaborated  with 
TMCA  on  a  plan  to  migrate  the  entire  organization 
to  the  new  system.  “They  advised  us  on  how  to  pull 
in  other  departments  and  they  did  a  presentation  for 
our  users,”  Pratt  recalls.  Ultimately,  the  reseller 
directed  TMCA  to  a  more  appropriate  product  and 
a  network  ofWindows  2000  PCs.  In  the  end,  Pratt 
says  the  relationship  worked  because  “Global  Village 
understood  the  issues  I  faced  with  my  users,  the 
politics  of  our  funding,  and  the  time  pressure  we 
faced.” 


Does  the  reseller 
demonstrate  the  neces¬ 
sary  skills  and  experience  to 
do  the  job? 

If  the  reseller  purports  to  be  a  VAR,  it  presumably 
brings  knowledge  and  expertise.  Insist  the  VAR 
prove  it. 

When  First  Technology  Credit  Union,  Beaverton, 
Ore.,  adopted  Internet  Security  Systems’  Network 
ICE  host-based  firewall  to  support  mobile  users,  the 
vendor  threw  in  a  free  central  management  console 
to  manage  the  distributed  client  agents.  “We  could 
have  purchased  and  installed  the  software  ourselves, 
but  the  central  console  was  new  to  us,”  says  Clint 
Kaiser,  director  of  information  security.  The  reseller, 
Anitian  Corp.,  based  in  Beaverton,  Ore.,  explained 
how  to  establish  policies,  define  different  roles,  and 
plan  the  implementation.  The  reseller  “really  knew 
their  stuff”  notes  Kaiser.  No  surprise  there;  Anitian 
actually  wrote  the  initial  product  documentation. 

3  How  does  the  reseller 
approach  pricing? 

It  is  a  given:  Buyers  want  the  best  price  and  resellers 
need  to  make  money.  But  how  you  get  to  an 
acceptable  price  makes  a  difference.  Also,  be  sure 
you  know  what’s  included  for  the  price. 
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“I  want  to  be  treated  in  an  honest,  ethical  fash¬ 
ion,”  notes  Howard  Ward,  director  of  IT,  Perry 
Manufacturing  Co.,  Mount  Airy,  N.C.  Ward  gener¬ 
ally  solicits  bids  from  at  least  three  resellers.  Due  to 
the  economic  downturn  and  intense  competition,  it 
is  good  to  remember  the  old  adage  that  if  some¬ 
thing  sounds  too  good  to  be  true,  it  probably  is. 
Ward  says  beware  of  initial  low-ball  pricing  that 
may  later  escalate  with  various  extras  loaded  on. 

And  as  far  as  price  haggling  goes.  Ward  feels  the 
same  as  many  IT  buyers  these  days:  “I  don’t  have 
time  to  haggle  over  prices.  I  want  their  best  price 
first,”  he  says. 

How  much  clout  with 
the  vendor  does  the 
reseller  have? 

The  reseller  truly  is  a  middleman  between  the 
buyer  and  the  vendor.  Whether  desperately  needing 
a  specific  enhancement  or  fix,  or  seeking  a  waiver 
of  some  license  requirement,  buyers  should  expect 
“their  resellers  to  go  to  bat  for  them,”  says  IDC  s 
Presti. 

CHS  works  with  what  almost  amounts  to  an  in- 
house  reseller.  The  purchasing  arm  of  the  diocese 
has  set  itself  up  as  an  official  reseller  not  only  for 
CHS,  but  for  all  the  church’s  schools  and  facilities  in 
the  region.  “When  there  is  a  problem,  we  work 
through  them  and  they  put  heat  on  the  vendor,” 
notes  Torres. 

In  another  example,  TMCA  had  a  problem  with 
an  early  release  of  the  thin-client  software  it  intend¬ 
ed  to  buy.  “Once  we  had  it,  it  turned  out  to  be 
closer  to  a  beta  than  a  real  release,”  Pratt  recalls.  He 
let  Global  Village  know  he  was  unhappy,  and  the 
reseller  put  pressure  on  the  vendor  to  fix  the  prob¬ 
lem.  “The  vendor  sent  an  engineer.  Global  Village 
was  very  helpful  in  getting  it  resolved,”  he  says. 

5  Can  the  reseller  guide 
you  through  the  morass 
of  licensing  and  financing? 

Technology  licensing  has  emerged  as  a  small-print 
jungle.  Even  with  the  help  of  corporate  lawyers,  a 
technology  manager  can  easily  get  lost,  which  can 
result  in  costly  mistakes.  Unfortunately,  “only  a  few 
resellers  are  really  well-versed  in  licensing,”  notes 


Turning  a.  Sour 

Situation  into  a 

Sweet  One 

reseller  can  be  a  user’s  best  friend.  However, 
it  is  important  to  distinguish  between  the  vast 
majority  of  capable,  competent  resellers  and  the  few 
out  there  that  need  special  care  and  handling.  The 
experience  of  The  Medical  Center  of  Aurora  (TMCA) 
can  help  with  this  sorting-out  process. 

TMCA  discovered  that  not  all  resellers  are  created 
equal  when  its  radiology  department  tried  to  put  in  a 
digital  radiology  system.  This  project  was  undertaken 
without  the  involvement  of  knowledgeable  IT  people. 

The  manager  of  the  department  had  no  IT  experience, 
making  for  a  situation  where  a  reputable  reseller  can 
indeed  be  an  enormous  asset,  and  usually  is. 

The  system  involved  installing  workstations. 

However,  the  reseller  initially  priced  the  workstations 
at  an  exorbitant  price,  Steve  Pratt,  TMCA  network 
administrator,  later  realized.  As  the  implementation 
proceeded  the  price  tag  mounted  shockingly  fast. 

Finally  IT  was  invited  into  the  process  and  began 
shopping  competitive  systems.  Sensing  a  need  to 
change  its  ways,  the  reseller  then  re-priced  the  proj¬ 
ect.  Subsequently,  the  radiology  department  brought 
in  a  person  with  IT  experience  to  review  every  con¬ 
tract.  “We’re  happy  working  with  the  reseller  now,” 
says  Pratt,  pointing  to  the  obvious  notion  that  there  is 
no  substitute  for  due  diligence  and  communication. 

Perry  Manufacturing’s  Ward. 

TMCA  was  fortunate.  The  hospital  relied  on  its 
reseller. to  help  it  clean  up  a  potentially  costly 
licensing  problem,  one  that  resulted  from  awkward 
timing.  TMCA  was  ready  to  license  the  product 
right  at  a  point  when  the  vendor  was  changing  the 
license  packaging.  “I  didn’t  want  to  go  back  to  my 
boss  and  say  that  ‘due  to  a  timing  glitch,  this  is 
going  to  cost  us  $5,000  more.’  I  asked  my  reseller  to 
find  a  way  to  solve  it,”  Pratt  explains.  The  reseller 
came  up  with  a  plan  where  TMCA  would  commit 
to  the  purchase  right  away  and  the  additional  cost 
would  be  spread  out  over  a  long  period  of  time  to 
minimize  the  impact  on  the  current  budget. 

As  TMCA  and  other  technology  buyers  demon¬ 
strate,  choosing  the  right  reseller  relationship — and 
knowing  which  questions  to  ask — can  make  all  the 
difference. 

Alan  Radding  is  a  freelance  writer  in  Newton,  Mass. 


6 


NAVIGATING  THE  CHANNEL 


APC 

Legendary  Reliability® 

Visit:  http://promo.apc.com 

Call:  [888]  289-APCC  x2820 

FAX:  [401]  788-2797 


Name  Title: 


Company: 

Address: 

Address  2: 

City/Town: 

State:  Zip: 

Country: 

Phone: 

Fax:  E-mail: 

dl  Yes!  Send  me  more 

information  via  e-mail  and  sign  me  up  for  APC  PowerNews  e-mail  newsletter,  j  Key  Code  k403y  j 

What  type  of  availability  solution  do  you  need? 

D  UPS:  0-16kVA  (Single-phase)  □  UPS:  10-80kVA  (3-phase  AC)  □  UPS:  80+  kVA  (3  phase  AC)  □  DC  Power 

□  Network  Enclosures  and  Racks  □  Precision  Air  Conditioning  □  Monitoring  and  Management 

□  Cables/Wires  □  Mobile  Protection  □  Surge  Protection  □  UPS  Upgrade  □  Don't  know 
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[hot  air] 


"Our  clients  appreciate  the  efficiency 
and  flexibility  of  the  architecture, 
and  understand  how  InfraStruXure 
can  work  as  a  tool  to  improve  the 
level  of  satisfaction  of  their  own 
customers. " 


Scott  Kimmelman 

Vice  President  of  Business 
Development 
ShoreGroup  Inc. 


[power 


[cold  air] 


’Communications 

SOLUTIONS 


...over  breakfast 

Join  us  for  a  free  APC  breakfast  seminar,  suitable  for  both  end-users  and  value-added 
resellers,  and  discover  how  InfraStruXure,  the  new  benchmark  for  network-critical 
physical  infrastructure  (NCPI),  can  solve  your  IT  challenges. 


Are  you  dealing  with ... 

•  Hot  spots  that  cause  unforeseen  downtime 

•  Racks  clogged  with  cables 

•  Complex  systems  leading  to  human  error  and 
long  repair  times 

•  Under-utilization  of  capital  expenditures  and 
high  operating  costs 


•  Wasted  space  due  to  inefficient  design 

•  Heavy  dependency  on  external  resources 

•  Branch  circuit  overloads  leading  to  expensive 
downtime 

then  it  is  time  to  learn  more  about  APC's 
latest  innovation,  InfraStruXure  " 


What  better  way  to  solve  your  IT  challenges  than  over  breakfast? 

Register  today  for  a  free  breakfast  seminar,  to  be  held  on  Friday  from  8:30  a.m.  - 10:00  a.m.  during  an 
APC  expo  near  you. 


"With  InfraStruXure "  we  saw  an 
architecture  that  was  truly  modular, 
easy  to  install,  and  a  particularly 
nice  fit  for  the  SMB  and  enterprise 
customers  we  work  with.  The  scala¬ 
bility  of  the  architecture  allows 
them  to  pay  as  they  grow,  insteadof 
paying  up  front  for  a  significant 
amount  of  over-capacity. " 

Peter  Wolf 

Account  Manager 
Ocean  Computer  Group 


APC  eXpo  Locations 

Atlanta  •  Baltimore  •  Boston  •  Calgary  •  Chicago  • 
Cincinnati  •  Cleveland  •  Dallas  •  Denver  •  Detroit  • 
Houston  •  Indianapolis  •  Kansas  City  •  Los  Angeles 
•  Minneapolis  •  Montreal  •  New  York  City  •  Orange 
County  •  Ottawa  •  Parsippany  •  Philadelphia  • 
Phoenix  •  Portland  •  Raleigh/Durham  •  San  Diego  • 
Seattle  •  Silicon  Valley  •  Tampa  •  Toronto  • 
Vancouver  •  Washington,  DC 


Legendary  Reliability 


rnrr  Learn  more  today  by  Registering  now  for  a  Free  APC  Breakfast 
TlCC  Seminar,  and  you'll  also  receive  a  Free  White  Paper 

To  Register  Visit  httpy/promo.apcxom  Key  Code  k403y  •  Call  888-289-APCC  x2820  •  Fax  401-788-2797 
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Now,  let  APC  and  its  resellers 
solve  your  IT  challenges... 


Infrastructure 


POWER  RACK  AIR 


Open,  adaptable  and  integrated 
architecture  for  on-demand 
network-critical  physical  infrastructure 


InfraStruXure™  from  IkW  to  5  MW 

InfraStruXure  "  is  the  industry's  only  patent-pending,  rack-optimized  power  and  cooling  architecture 
that  lets  you  select  standardized  components  to  create  your  own  customized  solution.  Finally  you  can 
target  availability,  pay  as  you  grow,  adapt  to  change,  and  minimize  your  costs. 

Why  wait  to  find  out  more  about  APC's  open,  adaptable  and  integrated  approach  to  network- 
critical  physical  infrastructure?  Join  us  for  a  free  breakfast  seminar  at  a  location  near  you. 
See  below  for  details. 
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The  Fine 
Print 


BY  HOWARD  MILLMAN 


With  a  little  help  from  your 
resellers  and  vendors,  staying  on 
top  of  contract  terms  and  license 
agreements  becomes  manageable . 


MANAGERS  KNOW  THEY  NEED  TO  OVERSEE  THEIR  SOFTWARE 

licenses,  renewals,  and  contracts.  Privately  they  admit  that  con¬ 


strained  as  they  are  by  limited  staff  and  money,  their  priority  is  to  keep  users 
satisfied,  threats  at  bay,  and  budget  watchers  happy.  They  could  use  some  help. 


What  users  want  are  license  terms  that  are  easier 
to  decipher,  as  well  as  licensing  processes  that  are 
not  cumbersome  or  complex.  “Managing  licenses  is 
a  major  hassle,  which  is  why  so  many  people  want 
to  avoid  it,”  says  Paul  DeGroot,  lead  analyst,  sales 
and  support  strategies,  for  Seattle,  Wash. -based  con¬ 
sulting  firm  Directions  on  Microsoft. 

Recognizing  that  while  software  products — and 
information  technology  in  general — benefit  every¬ 
one,  the  technology  license  must  work  very  much 
on  the  users’  behalf,  as  they  are  the  ones  who  ulti¬ 
mately  deploy  and  maintain  the  software.  DeGroot 
says  one  thing  that  suppliers  and  value-added 
resellers  (VARs)  can  do,  as  some  are  now,  is  to 
embed  tools  to  ease  usage  tracking.  “If,  for  example, 


during  an  install,  the  user  or  administrator  could 
add  a  license  agreement  number,  purchase  order,  or 
similar  data,  then  the  monitoring  and  compliance 
utilities  could  enumerate  not  only  what  software  is 
running  on  a  machine,  but  the  license  agreement 
under  which  it  was  purchased  or  upgraded,”  he  says. 

A  VAR  Assist 

Norm  Jacknis,  chief  information  officer  for 
Westchester  County,  N.Y.,  has  another  suggestion 
for  how  VARs  and  software  vendors  can  make  com¬ 
pliance  more  palatable:  Provide  license-  and  usage¬ 
tracking  tools.  “During  installation,”  he  says,  “soft¬ 
ware  could  automatically  check  with  a  corporate 
server  and  ensure  the  company  wants  this  user  to 
have  the  software  on  [his  or  her]  PC.”  There’s  an 
added  bonus  and  inducement  for  customers  to 
adopt  license-  and  usage-tracking  tools.  Once  con¬ 
figured  and  running,  the  tools  can  identify  applica¬ 
tions  or  modules  that  aren’t  used  and  delete  them 
from  future  usage  agreements. 

Jacknis’  suggestion  results  from  long  experience 
working  with  various  resellers  and  vendors,  and 
finding  ways  to  use  positive  relationship  building  to 
smooth  the  difficult  process  of  licensing.  Charged 
with  administering  4,000  PCs  and  250  servers,  his 
department  sought  several  times  to  automate  licens¬ 
ing  compliance.  “We  investigated  and  tried  various 
products,  but  the  administrative  overhead  greatly 
increased  the  cost  of  deployment,”  he  says. 
Westchester  County’s  IT  department  now  pursues  a 
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keep-it-simple  strategy.  “On  machines  running 
Windows  2K  or  XP,  we  protect  the  administrator’s 
password,  which  effectively  prevents  users  from 
installing  unauthorized  software,”  Jacknis  explains. 

Because  of  the  high  cost  of  noncompliance,  esti¬ 
mated  at  a  staggering  $13.5  billion  last  year  and  still 
rising,  the  demand  to  comply  now  originates  from 
the  C-level  offices.  But  saying  so  does  not  make  it 
so.  Many  companies  cannot  afford  to  assign  even  a 
junior-level  IT  staffer  to  prevent  fires  when  they 
are  busy  tending  to  more  pressing  matters  in  the 
organization. 

Other  compliance  improvement  strategies 
include  vendor-  or  VAR-supplied  tools  to  deliver 
and  distribute  software  electronically,  a  deployment 
strategy  that  Amy  Mizoras,  an  analyst  with 
International  Data  Corp.,  Framingham,  Mass.,  calls 
the  Service  Delivery  Model.  According  to  Mizoras, 
the  enabling  of  remote  delivery  of  installs, 
upgrades,  and  license  validation  could  minimize 
time-  and  resource-consuming  visits  to  PCs.  In  this 
win-win  situation,  vendors  and  VARs  also  benefit. 
Vendors  receive  what  amounts  to  an  annuity  rev¬ 


enue  stream  and  the  VARs,  which  electronically 
deliver  the  software,  can  ensure  that  customers  do 
not  receive  software  they  do  not  pay  for. 

Keeping  It  Simple 

Still,  managers  of  large  networks  say  wading 
through  pages  of  nonstandard  legal  clauses,  limita¬ 
tions,  and  varying  expiration  dates  is  a  difficult  and 
tedious  process,  one  that  they  very  much  want 
their  resellers  and  vendors  to  help  make  less  cum¬ 
bersome.  Says  the  CIO  of  a  New  York-based  elec¬ 
trical  component  manufacturer,  “Right  now  I’m 
looking  at  licenses  that  use  per-seat,  per-server,  and 
per-processor  metrics  as  their  basis.  It  would  be 
helpful  to  see  developers  and  VARs  introduce  uni¬ 
formity  in  the  license  terms  and  wording,  and 
relate  the  software  cost  to  the  benefit  we,  the  cus¬ 
tomers,  get  from  it.” 

The  cost  of  noncompliance  for  any  reason, 
including  confusing  or  ill-defined  usage  rights,  can 
be  devastating.  “If  you  don’t  understand  your 
license  s  rights  and  terms,”  says  Jane  Disbrow,  an 
analyst  with  Gartner  Inc.,  Stamford,  Conn.,  “don’t 


The  World’s  Fix 
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ROBO-8820VG2 


■  Dual  Intel®  Xeon™  processor  based 
PICMG  1.2  full-size  SBC  with  DDR 
SDRAM,  VGA  and  Gigabit  Ethernet 

■  InteC  E7501  chipset  for  optimizing  ▼ 

system  bus,  memory  and  I/O  bandwidth  to 
deliever  enhanced  performance  and  scalability 

■  ATI  Rage  XL  graphics  chip  with  8  MB  memory 
provides  the  best  2D  and  3D  performance  in 
entry-level  class 


PRC-2204A 


■  The  world's  first  19"  rack-mount  PICMG 
1.2  dual  InteC  Xeon™  processor  based 
system  platform 

■  Equipped  with  dual-bus  ePCI-X  backplane 

■  350W  redundant  PFC  PSU  and  400W 
single  PFC  PSU  selectable 


h  ttp://www.  portwell.  com 


Cost-effective 

All-in-One 

P4SBC 


ROBO-8712VLA 

•  Intel®  845GV,  400/533  MHz  FSB 

•  ISA  high  driving  capability 

•  Ultra  160  SCSI,  2nd  LAN  optional 


American  Portwell  Technology 
38507  Cherry  St.  Suite  D,  Newark, 

CA  94560  USA 
Tel:  +1-510-790-9192 
Fax: +1-510-790-9191 
E-mail:  info@mail.portwell.com 


ROBO-87 1 0VLA 

•  Intel®  845E,  400/533  MHz  FSB 

•  ATI  Mobility  M6  (16  MB)  3D 
Graphics  controller 

•  ISA  high  driving  capability 

•  Ultra  160  SCSI,  2nd  LAN  optional 
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agree  to  them.  If  you  do,  you  allow  the  software 
vendors  to  interpret  them  according  to  their  best 
interests.” 

One  common  sticking  point  is  the  life  of  the 
license.  Disbrow  advises  customers  to  work  with 
their  vendors  and  resellers  to  identify  duration 
clauses  that  give  the  vendors  orVARs  the  right  to 
levy  increased  relicensing  or  usage  continuation 
fees.  “Customers  should  negotiate  for  a  license  that’s 
perpetual,  transferable,  and  irrevocable,”  she  advises. 

Other  managers  say  that  carefully  working 
upfront  with  resellers  and  vendors  will  eventually 
prove  to  be  beneficial  to  all  concerned  in  the  trans¬ 
actions.  One  manager  noted  that  such  due  diligence 
with  trusted  vendors  and  resellers  can  move  moun¬ 
tains,  figuratively  speaking,  noting  Microsoft’s 
change  in  licensing  terms  to  support  multiprocessor 
and  virtual  machines.  “We  were  told  initially  that, 
according  to  Microsoft,  we  had  to  pay  for  all  the 
operating  systems  running  in  our  multiprocessor 
partitioned  boxes,  even  the  older  OSes  running 
inside  as  virtual  machines.” The  company,  an 
importer  of  women’s  clothing,  used  multiple  parti¬ 


tions  to  handle  dynamic  load  balancing  and  achieve 
greater  flexibility  in  running  older  applications.  “We 
worked  with  our  reseller  and  we  got  the  help  we 
needed  to  get  most  of  the  cost  reduction  we  want¬ 
ed,”  he  says. 

What’s  the  likelihood  that  vendors  andVARs,  in 
order  to  keep  a  customer,  will  more  liberally  inter¬ 
pret  the  terms  of  existing  agreements  and  relax  the 
terms  of  new  agreements?  As  long  as  customers  do 
not  have  unreasonable  expectations,  says  Disbrow, 
negotiations  and  meaningful  discussions  are  worth 
the  effort.  Afterall,  the  value-added  resellers  have  a 
lot  at  stake  keeping  their  customers  fully  satisfied, 
both  with  the  products  they  use  and  the  licensing 
that  governs  their  use. 

“1  know  compliance  and  negotiating  is  a  pain  in 
the  neck,”  Disbrow  says,  “but  the  applications  and 
the  people  who  write  and  support  them  are  one  of 
your  company’s  biggest  assets.  So  you  need  to  do  it 
and  do  it  well.” 


Howard  Millman  is  president  of  Data  Systems  Sendees,  a 
networking  and  technology  integration  firm. 
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Prenuptial  Tips 

Before  you  walk  down  the  aisle  with  your  channel 
partner,  consider  this  advice. 


Janet  Wax  man  is  an  expert  on 
channel  practices  and  emerging 
trends.  As  vice  president  of  the 
systems  and  storage  distribution 
channels  program  at  Inter¬ 
national  Data  Corp.,  Framing¬ 
ham,  Mass.,  she  tracks  distri¬ 
bution  channels  of  servers, 
workstations,  storage,  and  related  product  categories,  as 
well  as  channel  policies  and  trends.  Waxman  recently 
spoke  with  freelance  writer  Michael  Fitzgerald  about  the 
customer /reseller/supplier  dynamic. 

Q:  Is  it  true  that  customers  date  their  suppliers 
but  marry  their  resellers? 

A:  That  would  be  a  great  thing  for  them  to  do,  but 
I’m  not  sure  customers  think  that  way. You  get  a 
tremendous  amount  of  value  from  marrying  your 
resellers.  Resellers  tend  to  change  with  customer 
needs  faster  than  a  vendor  will.  Both  suppliers  and 
resellers  want  to  be  married  to  the  customer.  It’s  up 
to  the  customer  to  make  it  clear  which  one  he 
wants  to  marry. 

Q:  How  has  the  economic  climate  changed 
the  customer/reseller/supplier  dynamic? 

A:  Procurement  is  becoming  a  much  bigger  play¬ 
er — there’s  a  three-legged  stool  of  IT,  the  business 
unit,  and  purchasing.  But  reverse  auctions  (one 
buyer/many  sellers)  are  starting  to  show  up.  It’s  just 
another  way  for  procurement  to  drive  prices  down 
to  the  absolute  lowest.  It’s  like  a  flea  market  out 
there.  Customers  know  they  need  technology;  it’s 
absolutely  core  to  their  business. 

The  opportunity  for  the  channel  to  really  split 
from  the  supplier  has  never  been  as  great  as  it  is 
now.  Every  customer  will  define  the  solution  in  a 
different  way.  If  the  customer  is  just  looking  to  buy 
a  product,  the  reseller  shouldn’t  be  there.  If  the  cus¬ 
tomer  is  looking  for  an  integral  part  of  the  infra¬ 
structure,  the  reseller  has  an  advantage  because  it 
can  integrate  products  from  multiple  vendors.  IT 
doesn’t  exist  in  a  parallel  universe — there  is  infra¬ 
structure  that  already  exists. 


Q:  Is  the  wave  of  “networked  everything” 
changing  the  reseller  dynamic? 

A:  Networking  has  consistently  been  one  of  the 
most  indirect  markets.  The  major  vendors  tend  to 
be  indirect-focused.  But  there’s  this  sense  that 
you’re  in  the  “cool  club”  if  you’re  sold  to  by  directs. 
This  is  crazy.  It’s  not  a  question  of  direct  or  indi¬ 
rect,  but  who  can  best  solve  whatever  it  is  they’re 
trying  to  do. 

Q:  What  things  should  you  drill  down  on 
with  potential  resellers? 

A:  Understand  what  they  think  their  value  proposi¬ 
tion  is.  Learn  what  kind  of  decision-making  process 
they  go  through  about  what  product  to  carry.  For 
startup  vendors,  try  to  understand  their  follow- 
through.  Talk  to  customer  references,  though  no 
two  solutions  are  alike. 

Q:  What  sorts  of  things  should  be  warning  signs? 

A:  Check  for  high  turnover  rate  within  the 
employee  base.  If  people  keep  quitting  there’s 
something  wrong. 

Q:  What  common  mistakes  do  you  see 
customers  making? 

A:  Customers  don’t  check  references  of  direct  sellers 
for  complicated  installations.  Don’t  assume  that  just 
because  a  company  makes  a  product  it  knows  how 
to  use  it.  We’re  also  seeing  more  focus  on  price — the 
price  of  technology,  not  the  price  of  a  solution. 

I  know  a  guy  at  a  big  company  who  wanted  to 
buy  a  network  printer.  He  kept  saying  he  didn’t 
want  to  read  the  fine  print  anymore.  So  he  bought 
this  printer  from  the  vendor  and  he  couldn’t  make 
it  work  with  his  network.  By  the  time  he  got 
through,  he’d  upgraded  his  entire  network.  He  was 
mad,  he  called  the  supplier  and  they  said,  “It’s  in  the 
fine  print,  it  doesn’t  work  with  that  OS.” 

If  he’d  gone  to  someone  with  the  expertise  who 
could  say,  “This  is  a  great  printer,  but  it  doesn’t 
work  with  that  OS,”  he  might  still  have  hair. 


Michael  Fitzgerald  is  a  freelance  writer  in  Oakland,  Calif. 
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How  do  you  see  your  network's  anti-virus  solution? 
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SOPHOS  partners  say: 

"In  this  line  of  business,  one  of  the  key 
factors  in  selecting  a  vendor  is  their 
professional  integrity,  the  ability  to 
follow  through  on  promises  that  are 
made.  I  have  been  impressed  with  the 
commitment  Sophos  makes  to  their 
Channel.  A  live  technical  support 
representative  is  readily  available  and 
their  sales  team  is  active  in  establishing 
a  great  working  rapport.  1  feel  that 
AA  Antivirus  is  an  extensionof  Sophos ." 
-Roy  Miehe 
AA  Antivirus 
Campbell,  California 


"Sophos  provides  best  of  breed 
anti-virus  solutions  and  unsurpassed 
support,  making  them  the  clear  leader 
in  the  anti-virus  industry.  Sophos 
maintains  great  channel  partner 
margins  on  each  sale.  And,  they  give 
their  customers  superb  service.  This 
combination  turns  Sophos's  customers 
into  raving  fans." 

-Stuart  Maskell 
Networking  Technologies 
Carlsbad,  California 
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Network  Security 


"As  a  business  owner,  I  need  to  ensure 
that  the  health  of  my  company  and  my 
success  are  important  to  my  vendors. 
The  relationship  between  Sophos  and 
Secure  Content  Solutions  feels  like  a 
true  partnership.  Sophos  focuses  on 
the  most  important  aspect  of  the 
partnership;  helping  maintain  my 
profitability  as  a  business,  through  full 
margin  on  annuity  business  and 
competing  on  value  not  price.  Sophos 
really  is  the  better  partner." 

-Michael  LaBarge 
Secure  Content  Solutions 
San  Diego,  California 
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With  Sophos,  envision  your  network  with: 

•  A  single  anti-virus  technology  for  your  entire  network 

•  Free  technical  support  with  each  product  license 

•  Support  for  all  major  operating  platforms 

•  Central  administration  and  reporting 

•  A  single  view  of  network  anti-virus  security 

Take  a  look  at  your  network,  and  then  take  a  look  at 
Sophos.  We  can  simplify  your  vision. 

Web:  www.sophos.com 

Tel:  1-888-767  4679  Email:  salesus@sophos.com 

SOPHOS  and  its  partners  provide  a  complete  anti-virus 
solution  designed  for  networks  and  third-party  integration 
strategies. 
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Time  seen  running  out  on  Equipe 

Promising  young  core-switch  vendor  misread  market,  analysts  say. 


■  BY  JIM  DUFFY 

Observers  say  the  sun  is  setting  on  pri¬ 
vately  held  Equipe  Communications  after 
a  four-year  run  beset  by  lack  of  demand  for 
its  ATM/MPLS  core  switches. 

Equipe’s  business  proposition  —  to  grad¬ 
ually  migrate  carrier  core  networks  from 
ATM  to  MPLS  to  support  new  services  over 
a  converged  infrastructure  —  was  lauded 
by  analysts  when  the  company  debuted  in 
1999.  Analysts  viewed  Equipe’s  strategy  as 
the  most  prudent  and  cost-efficient  for  car¬ 
riers  worried  about  cutting  off  the  cash 
cow  as  they  embark  upon  a  necessary 
technology  evolution. 


■  UTStarcom  last  week  said  it  has 
completed  the  acquisition  of  selected 
assets  of  3Com’s  CommWorks  di¬ 
vision.  UTStarcom  now  owns 
CommWorks'  portfolio  of  carrier- 
focused  voice  and  data  products,  cus¬ 
tomer  support,  and  professional  ser¬ 
vices.  UTStarcom  also  acquired  or 
licensed  all  the  3Com  intellectual 
property  used  by  CommWorks, 
including  IP  telephony  and  wireless 
communications  patents.  The  trans¬ 
action  is  valued  at  $100  million. 

■  Vivace  Networks  last  week 
announced  redundancy  features  for 

its  Viva5100  Multi-Service  IP 
switch.  The  switch  now  supports  hit¬ 
less  IP  forwarding  during  switchover 
of  route  processor  and  management 
processor.  It  also  supports  Layer  2 
redundancy  for  Ethernet,  ATM,  frame 
relay  and  High-Level  Data  Link 
Control  services;  graceful  and  hitless 
online  software  upgrades;  static  and 
dynamic  Address  Resolution  Protocol 
redundancy  for  IP/Ethernet  services 
faster  than  10/100M  bit/sec,  Gigabit 
Ethernet  and  10G  bit/sec  Ethernet 
l  interfaces;  and  redundant  routing  pro¬ 
tocol,  bandwidth  reservation,  Multi- 
|  protocol  Label  Switching  signaling 
j  and  management  databases. 


Yet  that  was  before  the  telecom  industry 
went  into  its  prolonged  slump  marked  by 
drastically  reduced  capital  spending  on 
the  part  of  Equipe’s  target  customers.  More¬ 
over,  if  there  was  demand  for  ATM/MPLS 
core  switches  three  or  four  years  ago,  that 
demand  shifted  to  edge  switches  that 
aggregate  and  service-stamp  frame  relay 
and  ATM  access  traffic  before  sending  it  on 
to  a  multiservice  core. 

Two  such  edge  switch  makers  were  re¬ 
cently  scooped  up  by  larger  vendors. 
Ciena, which  invested  a  reported  $5  million 
in  Equipe  and  is  reselling  the  company’s 
products,  acquired  frame/ ATM/MPLS  edge 
switch  maker  WaveSmith  Networks  two 
months  ago  after  WaveSmith  landed  a  big 
deal  with  SBC. 

Ciena  also  was  an  investor  in  WaveSmith 
and  resold  the  company’s  switches. 

Another  recent  deal  that  bypassed 
Equipe  is  Tellabs’  acquisition  of  Vivace 
Networks.  Vivace  makes  edge  IP/MPLS 
switches  and  has  sold  some  to  MCI,  for¬ 
merly  WorldCom,  sources  say. 

Also,  Lucent’s  alliance  with  router  vendor 
Juniper  for  MPLS  core  application  oppor¬ 
tunities  is  another  bad  sign  for  Equipe. 

Meanwhile,  Equipe  says  its  E3200 
switches  are  still  in  carrier  trials.  The 
company  has  enough  money  to  last 
through  2004  after  undergoing  at  least  its 
third  round  of  layoffs  two  weeks  ago,  a 
30%  workforce  reduction  that  brings 


■  BY  JENNIFER  MEARS 

AT&T  is  expanding  its  business-continu¬ 
ity  lineup  with  a  storage  networking  ser¬ 
vice  that  lets  customers  replicate  and 
back  up  data  in  remote  locations  and  over 
unlimited  distances. 

The  service  provider  also  is  offering  an 
enhanced  customer  portal  that  gives 
clients  the  ability  to  remotely  control  their 
hosted  equipment  in  AT&T  data  centers. 

AT&T’s  StorageConnect  service,  which 
was  announced  last  week,  is  designed  for 
customers  looking  for  rapid  data  recovery 
for  critical  applications,  says  Brenda  Craw¬ 
ford,  business  continuity  marketing  direc¬ 
tor.  The  service  uses  storage  protocols  to 
connect  customers  to  their  remote  data 


Ominous  signs 

Events  clouding  Equipe’s  future: 

•  No  revenue-generating  customers 
after  four  years. 

•  Little,  if  any,  demand  for  core  ATM/ 
MPLS  switches:  Carriers  selecting 
routers,  not  switches,  for  multiservice 
MPLS  core. 

•  Death  of  MPLS  core  switch  start-up 
Tenor,  LucentTMX  880  MPLS  core 
switch. 

•  Established  vendors  picking  partners: 

-  Equipe  reseller  Ciena  acquires  edge 
switch  makerWaveSmith. 

-Tellabs  acquires  Vivace. 

-  Lucent  enters  MPLS  core  joint 
development  agreement  with  Juniper. 

•  At  least  three  rounds  of  layoffs. 
Current  headcount  of  68  is  less 
than  half  that  of  two  years  ago. 


Equipe’s  head  count  to  68  —  less  than 
half  of  what  it  was  two  years  ago. 

“They  probably  need  to  get  acquired  or 
get  a  very  big  partner,  and  it’s  very  unlikely 
at  this  stage  of  the  game,”  says  Kevin 
Mitchell,  an  analyst  at  Infonetics  Research. 
“I  don’t  think  [the  Ciena  deal]  will  amount 


center  or  to  a  storage-area  network  hosted 
within  an  AT&T  data  center.  It  offers  band¬ 
width  from  10M  to  1G  bit/sec  and  supports 
Fibre  Channel,  Enterprise  Systems  Con¬ 
nection  and  Fiber  Connection  protocols. 

Worldspan,  which  provides  technology 
services  for  the  travel  industry  began  using 
StorageConnect  about  three  months  ago.  As 
a  result,  the  company  no  longer  has  to  man¬ 
ually  back  up  critical  data,  which  includes 
reservation  information  for  major  airlines 
and  online  travel  sites. The  amount  of  data 
had  required  Worldspan  to  create  about 
8,000  tapes  nightly  that  were  shipped  to  an 
underground  storage  vault,  says  David 
Lauderdale,  CTO  and  senior  vice  president 
of  worldwide  technical  operations  for 
Worldspan  in  Atlanta. Now  he  pushes  about 


to  much.The  edge  was  the  right  bet.  Unless 
Equipe  finds  a  buyer,  which  I  don’t  think 
they  will,  they’re  not  going  to  make  it  on 
their  own.” 

“Their  future  is  very  much  in  doubt,”  says 
Mark  Bieberich,  an  analyst  at  The  Yankee 
Group.  “Carriers  are  not  demanding  core 
switches  nearly  as  much  as  Equipe  thought 
they  would. ...  My  suspicion  is  that  their 
recent  downsizing  is  the  first  step  toward 
selling  their  intellectual  property  or  dis¬ 
mantling  the  company’ 

Equipe  remains  steadfast  and  deter¬ 
mined.  The  company  says  the  moves  by 
Ciena, Tellabs,  Lucent  and  Juniper  only  val¬ 
idate  its  vision  and  strategy 

“The  lab  participation  [of  potential  cus¬ 
tomers]  is  significant  enough  to  have  us 
believe  in  this  space,” says  Bob  Sullebarger, 
vice  president  of  marketing.  “We’re  posi¬ 
tioned  as  Ciena’s  core  solution.  It  will  take 
Lucent/Juniper  12  to  24  months  to  make  a 
deployable  product.  We  have  a  window  of 
time  here.  We  can  get  to  revenue  before  the 
tank  runs  dry.  If  our  board  saw  no  hope 
they  would  clearly  shut  us  down.  But  we 
have  support  from  them  and  from  Ciena.” 

Ciena  says  the  company  is  still  commit¬ 
ted  to  its  distribution  arrangement  with 
Equipe. 

“We  continue  to  work  the  core  initiative,” 
says  Beth  Perry,  senior  vice  president  of 
business  development  at  Ciena.  “There 
definitely  is  demand.”  ■ 


25  terabytes  of  data  twice  daily  to  World- 
span’s  EMC  storage  in  the  AT&T  data  center. 

“This  is  a  means  to  implement  electronic 
storage  and  get  out  of  all  the  manual  pro¬ 
cessing  that’s  involved  with  creating  nightly 
database  backups,”  Lauderdale  says. 

For  customers  who  are  hosting  equip¬ 
ment  in  AT&T  data  centers,  the  service  pro¬ 
vider  is  enhancing  its  customer  portal  to 
provide  secure  access  to  hosted  servers. 
With  AT&T  Direct  Control  for  Hosting, 
clients  can  set  thresholds  for  warning  and 
alarm  notification,  reboot  servers,  upload 
software  and  retrieve  log  files. 

“Customers  have  had  access  to  a  portal, 
but  they  could  only  receive  reports  and 
get  information.This  gives  them  the  ability 
to  take  action,”  Crawford  says.  ■ 


AT&T  enhances  business-continuity 
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MPLS  gaining  steam  as  critics  start  to  lose  theirs 


MPLS  are  in  the  double  to  triple  digits. 
Infonet,  for  example,  estimates  that  80%  of 
its  new  business  is  MPLS  IP  VPNs.  The 
Japanese  market  for  MPLS  topped  $1  bil¬ 
lion  in  2002,  according  to  NTT. 

A  less  formal  metric:  The  recent 
MPLSCon  in  New  York  was  jam-packed 
with  most  sessions  standing-room  only. 
Attendees  and  exhibitors  included  a 
majority  of  domestic  and  international  ser¬ 
vice  providers  and  a  surprising  number  of 
companies.  (If  you’re  thinking  of  attending, 
the  next  one  will  be  held  next  spring  in 
New  York;  see  www.mpls.com  for  details.) 

The  decibel  level  of  MPLS  opposition 
also  finally  has  begun  to  ratchet  down.  Just 
six  months  ago,  anti-MPLS  holdouts  such  as 
Sprint  took  public  stands  against  the  tech¬ 
nology  But  now  that  most  major  service 
providers  publicly  or  privately  have  com¬ 
mitted  to  deploying  MPLS  in  at  least  some 
part  of  their  networks,  the  religious  fervor 
seems  to  have  faded. 

As  one  service  provider  executive  said, 
“There  are  no  great  technologies.There  are 
just  technologies  that  meet  business 
needs.”  Amen! 

So  what  accounts  for  MPLS’  ongoing 
growth?  Several  factors: 

•  Lowered  operational  costs  to  service 
providers.  By  simplifying  backbone  archi¬ 
tectures  and  allowing  for  the  integration  of 
multiple  technology  types  (frame  relay 
ATM,  IP)  across  a  common  infrastructure, 
MPLS  networks  are  easier  and  less  expen¬ 
sive  to  manage. 

•  Increased  flexibility.  MPLS  enables 
deployment  of  a  range  of  business  solu¬ 
tions,  from  virtual  LAN  services  to  tradi¬ 
tional  broadband  WANs,  and  can  be  inte¬ 
grated  with  other  VPN  technologies  such 
as  IP  Security  to  provide  a  spectrum  of 
remote-access  and  site-to-site  services. 

•  Potential  cost  savings  to  users.  I’ve  said 
often  that  users  should  not  expect  massive 
cost  savings  when  migrating  from  a  tradi¬ 
tional  frame  or  ATM  WAN  to  MPLS.  That’s 
still  true.  But  for  certain  applications,  MPLS 
can  help  users  save  money  For  example,  by 
collapsing  an  enterprise  videoconferenc¬ 
ing  network  onto  MPLS  users  can  offer 
video  to  branch  offices  more  cost-effec¬ 
tively  MPLS  class-of-service  also  can  permit 
higher  oversubscription  rates  on  access 
circuits  —  which  means  buying  less  band¬ 
width  to  deliver  the  same  services. 

Finally,  service  providers  that  have  taken 
the  plunge  have  had  surprising  successes. 
AT&T  likes  the  technology  so  much  that  it 
now  offers  a  “click-toswitch"  capability  for 
customers  of  its  IP-enabled  Frame  service 
to  switch  over  to  MPLS  (with  zero  hassle). 

And  NTTs  Arcstar  service  —  one  of  the 
world’s  largest  MPLS  networks,  with  65,000 
ports  and  thousands  of  customers  —  has 
an  unprecedented  customer  satisfaction 
rate  of  98.5%, according  to  the  company 


If  there  were  an  “ugly  duckling”  award 
for  technologies  most  despised  by 
architects  and  beloved  by  users,  Multi¬ 
protocol  Label  Switching  would  be  a  top 
contender. 


Derided  by  IP  purists  as  a  wart  on  the 
side  of  IP  and  blamed  several  years  ago  for 
the  incipient  demise  of  the  Internet  (which 
hasn’t  happened  yet),  MPLS  continues  to 
gain  momentum.  Market  growth  rates  for 
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Johnson  is  president  and  chief  research 
officer  at  Nemertes  Research,  an  indepen¬ 
dent  technology  research  firm.  She  can  be 
reached  at  johna@nemertes.com. 
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ilities  testing  another  option  to  deliver  Internet. 


Broadband  over  power  lines  closer  to  reality 


■  BY  JENNIFER  MEARS 

The  16  police  officers  in  Ossining, N.Y, have  an 
always-on  connection  to  the  townspeople.  In  an 
effort  to  step  up  community  policing,  Chief  Kenneth 
Donato  has  instituted  a  program  that  calls  for  his  officers 
to  personally  meet  all  5,500  of  the  town’s  residents. 

“The  officers  have  personal  business  cards,  and  the 
cards  have  e-mail  addresses,”  Donato  says.“We’re  encour¬ 
aging  residents  to  communicate  with  us  via  e-mail.” 

A  year  ago, such  a  program  would  have  been  difficult  to 
undertake.  Until  six  months  ago,  the  depart¬ 
ment’s  only  connection  to  the  Internet  was 
a  dial-up  connection. 

“It  was  painful;  painful,  to  say  the  least,” 

Donato  says. 

Today,  the  department  has  a  high-speed, 
always-on  connection.  And  it’s  getting  it 
through  its  power  company 
The  department  is  part  of  a  field  trial  that 
Consolidated  Edison,  an  investor-owned 
utility  that  serves  more  than  3  million  cus¬ 
tomers  in  New  York  City  and  Westchester 
County,  N.Y,  has  been  running  for  about  a 
year  to  deliver  broadband  via  its  electrical 
distribution  network.  And  it’s  not  alone: 
power  line  communication  (PLC)  is  being 
tested  in  a  dozen  states  in  field  trials  con¬ 
ducted  by  utilities  such  as  Pepco  in 
Washington,  D.C., Ameren  in  St.  Louis  and 
Pennsylvania  Power  &  Light. 

The  idea  of  moving  data  over  electrical 
wires  is  nothing  new.  Utility  companies 
have  used  low-frequency  signals  sent 
across  their  networks  to  remotely  manage 
equipment  and  monitor  power  distribution 
for  years. 

In  the  1990s,  companies  such  as  Nortel  and  Siemens 
recognized  the  broadband  potential  and  launched  initia¬ 
tives  to  send  IP  packets  over  power  grids.  But  technology 
at  the  time  faced  hurdles.  For  example,  to  transmit  data 
along  noisy  electric  lines,  the  signals  had  to  be  turned  up 
so  high  that  it  interfered  with  emissions  from  other  de¬ 
vices  such  as  radios  and  military  equipment. 

Troubles  like  that,  however,  largely  have  been  addressed, 
and  the  technology  continues  to  mature.Today, compa¬ 
nies  such  as  Ambient,  which  also  is  conducting  the  field 
test  with  Con  Edison,  Amperion,  Current  Technologies, 
and  Main.net,  have  developed  technology  to  move  bits 
across  medium-  and  low-voltage  lines. 

“It's  like  Wi-Fi  three  years  ago  when  Wi-Fi  was  nothing. 
Now  all  of  a  sudden  it  has  become  pervasive," says  Leif 
Ei  icson,  manager  of  business  development  at  Southern 
Telecom, a  subsidiary  of  Southern  Company  that  provides 
lony-haul  and  metropolitan  dark  fiber.“The  jury  is  still  out 
as  to  whether  this  will  be  commercial  or  not.  But  we  say 
it’s  moving  in  the  right  direction." 

Southern  Telecom  is  conducting  a  field  trial  with 
Ambient  in  Alabama  and  recently  announced  plans  to 
launch  another  trial  with  Main  net  in  Atlanta. 

“You  have  different  models  of  deployment,  and  you 


also  have  different  technologies,”  says  Alan  Shark,  presi¬ 
dent  of  the  Power  Line  Communications  Association. 
“The  technology  is  there. The  question  then  becomes: 
Which  technology?” 

PLC  is  a  last-mile  technology  Data  is  handed  off  from  a 
fiber-optic  orT-1  line,  for  example,  and  injected  into  a 
medium-voltage  line.  In  the  past,  the  hurdle  for  PLC,  and 
the  point  at  which  technologies  most  greatly  differ,  has 
been  what  happens  when  those  signals  reach  the  trans¬ 
former  that  converts  medium  volts  into  the  low  volts  that 
are  sent  into  homes  and  businesses. 


Amperion  uses  Wi-Fi  to  go  directly  into  homes,  avoiding 
transformers  and  the  low-voltage  lines  altogether.  A 
broadband  connection  then  is  accessed  through  a  Wi-Fi 
hookup. The  others  either  go  around  a  transformer  or 
through  it,  sending  IP  packets  onto  low-voltage  lines  and 
then  directly  to  power  outlets.The  connection  is  accessed 
via  a  standard  HomePlug-certified  device  that  plugs  into 
a  wall. The  HomePlug  Alliance  has  created  a  standard  for 
in-home  networking  using  power  lines. 

Providers  claim  throughput  speeds  of  between  500K 
and  3M  bit/sec,  on  par  with  DSL  and  cable,  but  say  they 
can  sell  the  service  for  $30  per  month,  less  than  the  $50 
per  month  that  DSL  and  cable  users  typically  pay 

As  a  result,  PLC  —  or  broadband  over  power  line,  as  the 
FCC  refers  to  it  —  is  getting  more  attention  as  a  possible 
third  pipe  to  deliver  broadband  access  to  homes  and 
businesses.The  allure  of  PLC  is  that  the  infrastructure  is 
already  there  —  any  site  with  power  outlets  could  be 
hooked  up  to  a  broadband  connection. 

“It  lends  itself  to  what  people  are  hoping  to  find,  and 
that’s  a  cheap  solution  without  having  to  do  anything  dif¬ 
ferent  to  the  wiring  in  the  house  or  business,” says  Kathie 
Hackler.vice  president  and  telecom  analyst  at  Gartner. 
“And  it’s  getting  a  lot  of  interest  now  because  there  is  so 
much  focus  on  broadband,  both  from  consumers  and 


from  the  industry  looking  at  this  as  something  that’s  going 
to  perk  up  the  communications  sector’’ 

FCC  Chairman  Michael  Fbwell  was  impressed  by  what 
he  saw  when  he  got  a  demonstration  of  the  technology 
in  the  Current  Technologies/Pepco  trial  in  Potomac,  Md. 
“This  is  within  striking  distance  of  being  the  third  major 
broadband  pipe  into  the  home,”  he  told  reporters. 

Observers  say  such  a  strike  could  happen  soon.  First 
commercial  deployments  are  expected  in  the  next  few 
months,  and  that  could  unleash  a  rush,  they  say. 

“Utility  companies  are  watching  to  see  how  those  com¬ 
mercializations  go. If  they’re  successful,! 
think  you’ll  see  a  lot  of  the  utility  compa¬ 
nies  adopt  it  and  this  thing  will  take  off,” 
says  Brett  Kilbourne,  director  of  regulatory 
services  for  the  United  Telecom  Council, 
an  IT  trade  association  for  electric,  gas 
and  other  critical  infrastructure  firms. 

However,  regulatory  issues  still  must  be 
cleared  up,  Kilbourne  says.The  FCC  is  re¬ 
viewing  whether  regulations  need  to  be 
modified  to  oversee  PLC.  In  April,  the  com¬ 
mission  unanimously  approved  a  notice 
of  inquiry  seeking  public  comment  on  the 
technology  Public  utilities  commissions  at 
the  state  level  also  are  looking  at  how  this 
new  service  should  be  regulated. 

The  focus  is  to  ensure  that  regulatory 
issues  don’t  sidetrack  adoption. The  FCC’s 
notice  of  inquiry  “explores  ways  to  update 
our  rules  to  ensure  that  regulatory  uncer¬ 
tainty  does  not  in  any  way  hinder  the 
deployment  of  these  new  services,”  Fbwell 
said  in  a  statement.“Ultimately,  it  will  be 
for  the  marketplace  to  decide  how  broad¬ 
band  over  power  lines  fits  into  tomorrow’s 
competitive  telecommunications  landscape,  but  we  wel¬ 
come  them  to  the  frontier  of  the  digital  migration.” 

Another  issue,  analysts  say,  is  how  the  utilities  will  deliver 
the  service.  At  this  point,  utilities  are  cautious,  but  if  the 
technology  is  proven  they  might  end  up  wholesaling  the 
service  to  ISPs.  For  instance,  Con  Edison  doubts  it  will 
become  an  ISP  but  recognizes  that  wholesaling  the  ser¬ 
vice  could  be  “another  source  of  revenue  for  us,"  says 
George  Jee,  director  of  resource  planning. 

ISPs  are  watching  the  technology  closely  AT&T  and 
EarthLink,  for  example,  are  looking  at  PLC  as  a  broad¬ 
band  connection  into  their  networks. 

“We  are  closer  to  commercial  reality  with  PLC  than 
we’ve  ever  been,”  says  Seth  Libby,  a  senior  analyst  at  The 
Yankee  Group.“But  we’re  not  out  of  the  woods  yet.  We 
need  to  get  out  there  and  show  that  it  works." 

However  the  technology  ultimately  is  delivered,  users 
seem  ready  to  give  it  a  try.  Donato  of  the  Ossining  police 
says  PLC  will  be  on  his  list  along  with  T-l,  cable  and  DSL 
when  the  department’s  PLC  trial  ends. 

“You  can  be  anyplace  and  just  plug  in,”  he  says. “You 
can’t  beat  the  versatility  —  you’re  not  restricted  to  one 
corner  of  the  room  where  the  phone  line  is  coming  or 
the  cable  line  is  coming  in.You  just  pick  up  your  com¬ 
puter  and  plug  it  in  anywhere,  and  there  you  are.”B 


Powered  up 

Use  of  electrical  lines  for  broadband  moves  closer  to  commercial  reality. 


Advantages: 

Established  infrastructure  eliminates 
need  to  run  cable  or  DSL  into  homes 
or  businesses. 

Lower  prices  than  other  broadband 
options  are  possible  because  that 
infrastructure  is  already  in  place. 

Technology  has  matured  to  where  it’s 
ready  for  deployment. 

Backing  from  the  FCC  should  help 
ensure  regulations  don’t  get  in  the  way. 

In  addition  to  commercial  service, 
utilities  can  use  broadband  over  power 
lines  to  better  manage  electric  grids. 


Challenges: 

Utilities  are  cautious  and  moving  into 
this  area  slowly  as  revenue-generating 
details  remain  unclear. 

DSL  and  cable  users  will  likely  be  slow 
to  switch  to  an  untested  service  unless 
the  price  is  much  lower. 

Experts  question  whether  the  tech¬ 
nology  will  work  on  all  power  lines. 

Utilities  need  to  decide  whether  they 
want  to  be  in  the  broadband  business 
or  if  they  plan  to  partner  with  ISPs. 

Utilities  must  arrange  backhaul  net¬ 
works  to  hook  in  to  the  Internet. 
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All  other 


Nothing  upsets  executives  more  than  email  outage.  VERITAS 
Software  virtually  eliminates  Microsoft  Exchange  downtime 

veritas.com 
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The  referenced  Improvements  (or  system  capacity  memory  and  virtual  servers  have  planned  availability  10/31/03.  4  times  more  memory  is  256GB  8GB  memory  is  standard  on  base  model;  more 
memory  requires  additional  charge  IBM,  the  e-business  logo,  eServer  and  zSeries  are  trademarks  or  registered  trademarks  ol  International  Business  Machines  Corporation.  Other  company, 
pioducl  and  service  names  may  be  trademarks  or  service  marks  of  others.  © 2003  IBM  Corporation.  All  rights  reserved. 


IBM 


Can  allocate  resources  to  energize  major  workloads.  On  demand. 


Introducing  the  new  IBM  eServer  zSeries9  990. 

Meet  the  newest  eServer  zSeries  system -the  ultimate  IBM  mainframe  for 
on  demand  business.  The  human  body  senses  and  responds.  So  does 
the  z990.  It’s  designed  to  allocate  resources  dynamically.  Run  hundreds 
of  Linux®  and  mainframe  applications  simultaneously.  The  z990  can 
improve  flexibility  and  efficiency.  On  demand.  For  a  free  CD  of  zSeries 
white  papers,  customer  references  and  more,  head  to  the  URL  below. 

Can  you  see  it?  See  it  at  ibm.com/eserver/z990 


Compared  to  the  z900,  the  new 
zSeries  990  offers:1 

•  Up  to  60%  improved  performance 

•  Almost  3  times  more  system  capacity 

•  4  times  more  memory 

•  2  times  more  virtual  servers 
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I  M  iscover  how  NEC’s  BlueFire®  enterprise  switching  and  access  solutions  can  energize  your 
network,  bolster  security  and  enrich  the  connectivity  that  keeps  your  business  moving.  BlueFire 
solutions  provide  outstanding  data  networking  value.  They  integrate  seamlessly  into  your  existing 
network,  delivering  the  security,  interoperability,  survivability  and  business  connectivity  your 
growing  organization  needs.  What’s  more,  you  benefit  from  NEC’s  proven  migration  strategy  by 
upgrading  your  network  technology  all  at  once  or  phasing  it  in— the  choice  is  yours. 

So,  take  advantage  of  NEC’s  worldwide  reputation  for  innovation  in  data  communications, 
telephony  and  converged  networking.  Put  this  unparalleled  experience  to  work  for  you! 


To  locate  an  authorized  NEC  BlueFire  reseller  near  you,  visit  us  online  at  www.cng.nec.com. 


Make  the  Connection  .  . .  Stay  Connected 


Title  Sponsor 


SHAPING  YOUR  NETWORK 


ESB  architecture  eases  app  integration 


HOW  IT  WORKS 
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Enterprise  service  bus 

ESB  middleware  ties  applications  together  into  business  processes,  such  as  order  fulfillment. 
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through  a  Web 
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a  credit  check  service.  If 
approved,  the  service 
generates  an  invoice. 


mitted  to  a  CRM 
system  via  an 
application  adapter. 


to  a  legacy  inventory 
system  via  a  file- 
drop  adapter. 


©  The  order  is  sent  to  an  order 
system  routes  the  fulfillment  partner  and  a  third- 
order  to  the  supplier  party  shipping  service, 
order  service. 


■  BY  GORDON  VAN  HUIZEN 

There’s  a  shift  under  way  to  tie  applica¬ 
tions  together  to  create  business  processes 
such  as  online  ordering  systems.  A  new  cat¬ 
egory  of  integration  middleware  is  emerg¬ 
ing  to  help  make  this  a  reality  —  the  enter¬ 
prise  service  bus.  Gartner  predicts  this  new 
infrastructure  will  run  in  the  majority  of 
companies  by  2005. 

An  ESB  is  a  standards-based,  service-ori¬ 
ented  backbone  capable  of  connecting 
hundreds  of  application  endpoints.  ESBs 
combine  messaging,  Web  services,  XML, 
data  transformation  and  management  to 
reliably  connect  and  coordinate  applica¬ 
tion  interaction. 

The  ESB  deployment  model  is  an  inte¬ 
grated  network  of  collaborating  service 
nodes,  deployed  in  service  containers. 

Service  containers  are  dispatched  to  spe¬ 
cific  parts  of  the  network,  depending  on 
the  location  of  application  endpoints  and 
the  required  placement  of  integration  ser¬ 
vices  such  as  transformation  or  intelligent 
routing.  Service  containers  are  connected 
in  a  logical  bus  topology  by  communica¬ 
tion  servers. 

Applications  interact  via  XML  messages, 
which  enter  and  exit  service  containers 
through  endpoints.  The  applications  need 
no  awareness  of  the  underlying  communi¬ 
cation  protocols  or  physical  location;  they 
see  only  simple  in-boxes  and  out-boxes.  Be¬ 
cause  of  this  mapping,  services  can  be 
upgraded,  moved  or  replaced  without  dis¬ 
rupting  existing  business  systems  or  modi¬ 
fying  applications. 

XML  use  throughout  an  ESB  provides  a 
great  deal  of  flexibility  and  makes  the 
infrastructure  more  resilient  to  applica¬ 
tion  and  business  changes.  For  example, 


using  XML  style  sheets,  an  ESB  can  trans¬ 
form  message  content  from  one  format  to 
another.  Applications  don’t  need  to 
adhere  to  a  specific  format,  and  data  no 
longer  needs  to  be  sent  to  a  central  loca¬ 
tion  for  transformation. 

An  ESB  treats  all  applications  as  ser¬ 
vices  regardless  of  how  they  are  con¬ 
nected  to  the  bus,  letting  companies 
incrementally  move  to  a  service-oriented 
architecture  with  minimal  risk  and  re¬ 
duced  upfront  investment.  It’s  easy  to  cre¬ 
ate  service  interfaces  for  applications 
built  into  the  Java  2  Platform  Enterprise 
Edition  and  Microsoft’s  .Net  environ¬ 
ments  using  third-party  tools. 

What’s  more,  an  ESB  provides  several 
options  for  handling  existing  applications. 
Common  approaches  include  using  file- 
drop  or  application-specific  adapters.  A 
file-drop  adapter  uses  XML  messages  to 


interact  with  an  ESB  —  appearing  as  a 
proper  message-driven  service  on  the  bus 
—  while  using  flat-file  transfer  to  interact 
with  the  target  application.  Application 
adapters  usually  are  written  by  third  par¬ 
ties  and  provide  the  link  between  the  mes¬ 
sage-driven  service  interface  the  ESB 
requires  and  the  native  code  interfaces  of 
the  target  application. 

Each  service  is  described  in  a  common 
directory.  Developers  connect  applica¬ 
tions  by  looking  up  services  in  the  direc¬ 
tory  and  then  orchestrating  their  interac¬ 
tion.  The  ESB  uses  intelligent  routing  to 
perform  the  orchestration.  An  XML  itiner¬ 
ary  contains  the  marching  orders  for  the 
required  sequence  of  services  that  the 
message  must  pass  through  to  complete  a 
process. 

Message  routing  can  change  according 
to  real-time  events  and  message  content. 


For  example,  the  developer  can  employ  a 
combination  of  XPATH  expressions  and 
JavaScript-based  routing  rules  to  direct 
message  delivery. 

It’s  important  to  note  that  the  technolo¬ 
gies  used  within  an  ESB  are  standards- 
based.  The  impact  of  this  is  significant: 
Integration  projects  will  require  much  less 
outsourcing. 

IDC  describes  the  ESB  as  disruptive  tech¬ 
nology  that  “will  revolutionize  IT  and 
enable  flexible  and  scalable  distributed 
computing  for  generations  to  come.”  The 
arrival  of  the  ESB  will  indeed  have  a  dra¬ 
matic  impact  on  our  concept  of  the  “net¬ 
work”  and  how  companies  go  about  inte¬ 
grating  their  systems. 

Van  Huizen  is  vice  president  of  product 
management  for  Sonic  Software.  He  can  be 
reached  at  gvh@sonicsoftware.com. 


Dr.  Internet  By  Steve  Blass 

We  are  implementing  a  media  access  control 
address  authentication  and  authorization  mod¬ 
ule  for  one  of  our  applications.  Is  there  any 
ready-made  code  available  to  get  a  MAC 
address  from  a  remote  machine  (behind  a 
router)  when  the  client  is  executing  a  Web 
page?  Something  in  Java  Server  Pages  or  Java 
would  be  preferable.  You  recently  wrote  that 
one  might  be  able  to  obtain  the  MAC  address 
from  Windows  machines  by  exploiting  the  fact 


that  COM  includes  the  system  MAC  address  as 
part  of  identifiers  it  creates.  Elaboration  on 
this  would  be  appreciated. 

The  quick  answer  is  no  —  there  is  not  any  ready 
made,  easy-to-use  code  available  to  automatic¬ 
ally  get  a  MAC  address  from  a  remote  machine 
behind  a  router.  If  you  really  want  to  authenti¬ 
cate  MAC  addresses,  then  present  a  Web  page 
that  asks  the  user  to  copy  his  MAC  address  into 


a  form.  Exploiting  the  fact  that  Windows  COM 
identifiers  include  the  MAC  address  is  overly 
intrusive  and  unreliable.  A  better  solution  for 
authenticating  machines  across  network  bound¬ 
aries  is  to  use  personal  digital  certificates  on 
authorized  client  machines. 

Blass  is  a  network  architect  at  Change@Work  in 
Houston.  He  can  be  reached  at  dr.internet@ 
changealwork.  com. 
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Python  eats  up  white  space 


Last  week  we  looked  at  the  language  Python, and  this 
week  we'll  dig  deeper.  But  first,  a  letter  from  reader 
Greg  Martin,  who  wrote:  “You  might  mention  that 
Python  program  structure  is  all  based  on  white  space. This 
is  kind  of  cool,  but  requires  you  to  pay  attention!  There  are 
no  <end>  constructs  so  in  the  following  code: 
if  condition 
do  this 

now  move  on 

The ‘do  this’ will  get  executed  if  condition  is  true  and ‘now 
move  on’  always  will  get  executed.  Also,  the  iterative  loop 
construct  is  wild.  Python  iterates  over  lists,  which  can  be  a 
lot  of  things.  But  if  you  want  to  iterate  i  from  1  to  10  you 
need  to  build  a  list  using  the  range  function,  ‘For  i  in 
range(lO):’” 

Thanks,  Greg.This  white-space  thing  —  otherwise  called 
‘indentation’  —  really  does  require  your  attention!  Each 
statement  in  Python  is  terminated  by  a  new  line  or  a  semi¬ 
colon  and  if  you  need  to  span  multiple  lines  you  can 
use  the  line-continuation  character, “\”. Thus: 
if  x: 

statement  1 
statement2 

else: 


statements 

statement4 

Now  the  “if”  clause  above  is  fine  because  the  indentation 
is  consistent,  but  Python  will  gag  on  the  “else”  clause 
because  of  the  extra  indent  before  statements 
On  the  other  hand,  line-continuations  aren’t  required  for 
triple-quoted  strings  (strings  enclosed  by  a  set  of  three 
quotes  at  both  ends  specifically  for  spanning  multiple 
lines),  lists,  tuples  (lists  that  can’t  be  modified  or  extended 
with  new  elements  after  creation)  and  dictionaries  (asso¬ 
ciative  arrays  that  pair  keys  with  values). Some  examples: 
fruit  =  [  “Orange”,  #  a  list  —  note  that  indexes  start  at  0 
“Lemon”,  #  and  this  one  is  spread  over 
“Apple”  #  multiple  lines 
] 

layout  =  (“Binl”,“Bin2”,“Bin3”)  #  a  tuple  on  a  single 

line 

fruitsection  =  { 

“Orange  :“Binl",  # a  dictionary  with  three  keys 
“Lemon”  :“Bin2”,  *  on  multiple  lines 
“Apple”  :“Bin3” 

} 

You  could  also  define  fruitsection  as:  fruitsection  = 
{ fruit [0]  : layout [0], fruit [1]  :layout[l],fruit[2]  :layout[2]  } 
Note  that  in  the  last  example  we’ve  compressed  the  lay¬ 
out  of  the  dictionary  definition  block  to  a  single  line.  Want 
to  change  the  fruitsection  dictionary? 

fruitsection  [“Pear”]  =“Bin5”  #add  a  new  member 
fruitsection  [“Apple”]  =“Bin7”  #  change  a  member 

del  shop  [“Bear”]  #  delete  a  member 

Python  has  a  rich  set  of  methods  (functions)  for  manip¬ 


ulating  variables,  lists,  tuples  and  dictionaries.  And  you  can 
create  compound  lists: 

shop=  [“hat”,  fruitsection,  [12.3,“gearhead”,6]] 

The  reference  shop  [1]  [“Lemon”]  would  result  in“Bin2”, 
while  shop[l][2]  would  fail  because  fruitsection  is  a  dic¬ 
tionary  On  the  other  hand, shop  [2]  [2]  would  return  6. 

Also  note  that  in  Python  you  don’t  have  to  declare  vari¬ 
ables  before  using  them  and  can  change  the  type  of  a  vari¬ 
able  by  assigning  a  new  value  to  it  of  a  different  type: 
mynumber  =10  #  mynumber  is  an  integer 

multiplier  =1.5  #  multiplier  is  a  floating-point 

mynumber  =  mynumber  *  multiplier  ^mynumber 
is  now  a  floating-point 

Python  also  supports  long  integers  and  complex 
numbers. 

Our  final  piece  of  Python  for  this  week  concerns  loops. 
There  are  several  types  of  loops  you  can  use: 
while  test: 

dosomething 

Or: 

for  n  in  range(l,10): 
dosomething 

Note  that  Greg  used  the  shortened  form  for  range,  which 
actually  loops  from  0  to  the  value  given  (also  see  the 
xrangeO  function  in  the  Python  documentation).  Finally, 
you  can  use: 

for  a  in  “Hello  world”:  #  you  can  use  strings,  lists, 
tuples  and  dictionaries 
print  a 

Your  thoughts  to  gearhead@gibbs.com. 


CoolToo 

Quick  takes 
on  high-tech  toys 

By  Keith  Shaw 


Last  week  we  looked  at  some  cool  software  —  this 
week  it’s  time  for  some  hardware: 

NEC  30-inch  flat-panel  monitor 

The  hands-down  winner  of  equipment  that  drew  “oohs” 
and  “ahhs”  from  co-workers  recently  is  the  NEC-Mitsubishi 
LCD3000,  a  30-inch  widescreen  flat-panel  monitor.  The 
$4,300  monitor  graced  the  office  recently  causing  passers- 
by  to  stop,  stare  and  become  green  with  envy 


Thfc  LCD ; ,  G  r  JIG  inch  display  inspires  “oohs"  and  “ahhs.” 


Can  a  flat-panel  monitor  be  too  bigP 


Obviously  the  first  thing  we  noticed  was  how  big  the 
screen  is.  When  we  connected  the  monitor  to  our 
computer,  it  stretched  the  screen  from  the  normal 
TV  size  out  to  a  widescreen  format.  In¬ 
stallation  was  rather  simple,  and 
we  liked  getting  the  extra  space 
on  our  desktop  that  a  flat  panel 
provides.  But  using  the  LCD3000  as 
a  regular  computer  monitor  isn’t  a  great 
idea  because  it  is  difficult  to  see  things 
when  sitting  close  to  the  screen.  It  is  better-suited 
for  trade-show  displays  or  watching  movies.  In  fact, 
watching  DVDs  created  an  “at  the  theater”  experience. 

There  are  about  a  dozen  audio  and  video  input  and  out¬ 
put  ports  available,  although  we  didn’t  see  a  TV  tuner-type 
input  for  connecting  a  cable  TV  coaxial  cable  to  the  mon¬ 
itor  (you  still  can  watch  TV  on  the  monitor  by  connecting 
the  cable  line  to  a  VCR,  then  connecting  the  VCR  via  RGB 
cables).  Using  the  LCD3000  as  a  dual  computer  monitor 
and  television  might  appeal  to  high-end  markets  apart 
from  the  trade-show  display  or  financial  services  market. 

Laptop  Desk  Version  2.0  with  Mouz  Pad 

We  love  simple  things  that  turn  out  to  be  extremely  use¬ 
ful.  Having  tried  several  different  laptop  desks  that  aim  to 
increase  the  angle  of  your  notebook  on  a  desktop  (for  bet¬ 
ter  ergonomics  and  heat  dissipation),  we  found  these  solu¬ 
tions  too  bulky  for  us  to  carry  in  our  travel  bag. 

This  wasn’t  the  case  with  Laptop  Desk  2.0  from  Lap- 
Works.  The  total  weight  of  Laptop  Desk  was  1.4  pounds, 
well  under  our  tolerance  level  for  adding  to  the  travel  bag. 

When  Laptop  Desk  sits  on  a  desk,  you  can  create  an 
angled  surface  that  helps  dissipate  heat  from  your  laptop 
and  slightly  improve  ergonomics.  Or  you  can  lay  it  flat, 


The  Laptop  Desk  is  simple,  yet  highly  useful. 

which  provides  some  heat  dissipation.  Lap- 
Works  recently  introduced  a  snap-on  Mouz 
Pad  that  gives  you  an  extra  area  for  your  mouse. 
The  combination  Laptop  Desk  and  Mouz  Pad 
costs  $35  —  it’s  $30  for  the  Laptop  Desk  alone. 

Gateway  450XL 

We  were  quite  pleased  with  a  new  note¬ 
book  from  Gateway,  the  450XL  It  includes 
Intel’s  new  Centrino  technology,  which  helps 
increase  battery  life, and  has  integrated  802. 1  lb  wire¬ 
less  LAN  technology  so  it’s  easier  to  “cut  the  cord." 

Having  integrated  wireless  on  a  notebook  is  a  bonus  — 
we  no  longer  have  to  find  a  PC  Card  and  run  through  that 
install  process  to  connect  wirelessly  With  the  wireless 
client  on  Windows  XP  doing  much  of  the  heavy  lifting,  we 
could  scan  for  wireless  networks  and  connect  more  quick¬ 
ly  than  with  other  notebooks.  And  not  having  to  carry 
along  the  wireless  PC  Card  when  we  travel  is  a  bonus. 

The  increased  battery  life  (it  was  more  than  three  hours 
before  we  reached  for  the  power  cord)  also  was  very  nice. 

The  450XL,  which  starts  at  $2,000  has  a  nice  silver  casing. 
It  weighs  6.2  pounds,  a  bit  heavier  than  we  would  like,  but 
you  can’t  watch  DVDs  with  a  lighter  version.  Other  features 
include  a  Ftentium  M  processor  at  1.5  GHz,  512M  bytes  of 
RAM,  a  40G-byte  hard  drive  and  15-inch  TFT  display 

What  we  really  like  is  the  450XLs  keyboard.  When  typing, 
the  keyboard  makes  a  nice  “dick”  sound  when  a  key  is 
depressed.  It  had  a  good  tactile  feel,  unlike  other  note 
books  we’ve  tried. 

Shaw  can  be  reached  at  kshaw@nww.com. 


Philips  Medical  Systems  ADAC. 

“We  did  some  shopping,  checked  out  other 
solutions,  and  decided  on  Canon's 
Canobeam  DT-50.  The  feeling  around  here  is 
that  it  was. well  worth  the  money  we  spent." 

Eric  Caddenhead,  Director  of  Network 
Operations  for  Philips  Medical  Systems  - 
ADAC. 


cAnobeAm 


ORB1S  International 
Humanitarian  Organization. 

"The  Canobeam  provides  us  wth  a  very 
effective  path  in  and  out  of  the  airplane. 
Since  it's  an  optical  beam,  it  requires  no 
frequency  allocation  and  can  be  set  up  very 
quickly”  (in  fixed  and  temporary  situations.) 

Ismael  Cordero,  Manager  of  Biomedical 
Engineering  for  ORBIS. 


Canobeam  models  include: 

•  DT-55,  Gigabit  Ethernet,  1.25Gbps 
DT-50,  Versatile  Standard,  25-622Mbps 
DT-30,  Economical  Quality,  10-156Mbps 


Auto  Tracking  Is  One  More  Reason 
Users  Select  Canobeam 


Visiting  Nurse  Association  Of 
Brooklyn. 

"Canobeam  proved  essential  to  ensuring 
that  our  expanded  computer  system  was 
up  to  the  task." 

Robert  Lanfranchi.  Director  of  Information 
Technology  Systems  for  VNAB 


Canon's  FSO  line  of  Canobeam 
products  has  emerged  as  the 
choice  for  more  and  more 
installations  and  a  wide  range 
of  applications.  From  providing 
communication  in  areas  where 
fiber  couldn't  be  laid;  to  meeting 
disaster  recovery  needs; 


to  allowing  private  organizations 
to  expand  services  and 
government  agencies  to  work 
faster,  Canobeam  has  met  the 
challenge  by  providing  fast  set¬ 
up,  no  FCC  licensing  or  channel 
a  1 1  o  cat  ion ;  a  n  d  i  n  t  e  rfe  re  n  ce  -  free, 
confidential,  reliable  transmission 


Find  out  more  at  canobeam.com 


U.S.  Department  Of  Labor. 


"Choosing  the  Canobeam  DT-50  has  been 
instrumental  in  allowing  us  to  carry  out 
critical  public  services  at  top  speed...  it's 
important  that  we  be  able  to  respond 
without  delays  in  the  network." 

Darryl  Aus,  Sr  Network  Engineer 
for  PWBA  Department  Of  Labor. 


1-800-321-4388  (Canada:  905-795-2012) 


KNOW  HOW 


Canon  is  a  registered  trademark  and  Canon  Know  How  is  a  trademark  of  Canon  Jnc  2003  Canon  USA.  Itx 
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EDITORIAL 

John  Dix 

Ready to  trust 
software 
update  tools? 

One  of  the  banes  of  the  modern  enterprise  is  soft¬ 
ware  upgrades.  Because  we  are  saddled  with  differ¬ 
ent  makes  of  software  at  various  release  levels  in  a 
plethora  of  configurations,  distributing  updates  across  a 
large  organization  can  take  months. 

But  there  are  tools  that  can  help.  BladeLogic,  for  example, 
is  focusing  on  change  management  in  the  data  center. The 
company’s  mission:  to  enable  any  change,  across  any  plat¬ 
form,  with  any  skill  from  any  location.  While  that  might  be 
a  stretch,  the  direction  is  compelling. 

BladeLogic  agents  are  installed  on  Windows,  Unix  and 
Linux  data  center  boxes,  and  access  to  these  systems  is 
normalized  into  a  top-line  view.“We  abstract  the  complexi¬ 
ty  so  you  can  have  generalists  where  you  once  needed 
specialists,” says  Vijay  Manwani,  co-founder  and  CTO. 

The  system  supports  multiple  views  —  by  geography  data 
center,  server  type,  etc. —  and  role-based  access  so  low- 
level  employees  can’t  cause  catastrophic  failures.  While 
these  capabilities  alone  might  result  in  manpower  savings, 
the  company  also  has  an  interesting  way  of  dealing  with 
software  updates. 

When  patches  or  other  changes  are  required,  the  fix  is 
configured,  then  run  on  the  target  machine  in  what 
BladeLogic  calls  a  sandbox  to  safeguard  against  unfore¬ 
seen  problems,  and  finally  shifted  into  production. 

However,  if  glitches  occur  the  change  can  be  rolled  back, 
leaving  the  machine  none  the  worse  for  the  experience. 
“That’s  huge,” says  Dev  Ittycheria,  co-founder,  CEO  and  presi¬ 
dent, “because  it  takes  you  right  back  to  where  you  were, 
not  your  last  system  image.” 

If  you’re  looking  for  enterprisewide  patch  management 
there  is  BigFix. 

A  single  BigFix  server  can  support  up  to  15,000  devices, 
all  of  which  run  BigFix  agents.  FixLets, small  pieces  of  code 
designed  to  address  specific  Microsoft  security  and  other 
patches,  are  downloaded  on  an  hourly  subscription  basis 
from  BigFix. 

While  the  company  has  no  way  of  trialing  patches  on  tar¬ 
get  machines  before  deployment,  CEO  Steve  Larsen  says 
customers  get  around  that  by  using  tiered  distribution. 

A  bank  customer  with  155,000  nodes  tests  all  patches  in 
a  lab  with  about  10  computers.Then  it  rolls  out  the  patch 
to  80  non  business-essential  machines  and  watches  them 
for  a  few  weeks.  If  everything  is  OK,  it  distributes  to  Group 
A  machines,  then  Group  B,and  so  on. 

There  are  other  vendor  solutions  out  there,  but  what  all 
- 1  ■  o  young  companies  need  is  time  to  establish  user  trust 
it  i  this  most  sensitive  of  tasks. 


www.nwfusion.com 


opinions 


Clarifying  BSD  license 

I  was  pleased  that  Network  World  continued  its  cov¬ 
erage  of  open  source  software  in  the  story  “Users 
take  open  source  databases  for  a  spin”  (www.nwfu 
sion.com,  DocFinder:  6122).  Nevertheless,  I  take 
issue  with  the  story’s  descriptions  of  the  Berkeley 
Software  Development  license. 

The  story  states  that  the  BSD  license  offers  devel¬ 
opers  and  companies  a  “proprietary  head  start  of  24 
months  for  their  innovations”  and  “a  24-month  claim 
on  whatever  innovations  that  might  create.”  The 
standard  BSD  licenses  do  not  have  any  such  24- 
month  clause.  Basically,  a  BSD  license  requires  the 
preservation  of  copyright  and  disclaimer  of  liability, 
plus  gives  permission  of  redistribution  in  source  and 
binary  forms,  with  or  without  modification. 

Some  BSD  license  versions  stipulate  that  advertis¬ 
ing  must  display  acknowledgement,  and  that  the 
name  of  the  project  or  its  developers  can’t  be  used 
to  endorse  or  promote  the  derivative  products. 

The  BSD  license  has  its  origins  with  the  Berkeley 
Software  Distributions.lt  is  simply  explained  by  Kirk 
McKusick:  “Berkeley  had  what  we  called  ‘copycen- 
ter,’  which  is  ‘take  it  down  to  the  copy  center  and 
make  as  many  copies  as  you  want.’You  want  to  go  off 
and  do  proprietary  things  with  it?  Fine,  you  can  do 
that.  You  want  to  keep  it  out  in  the  open  source 
domain?  You’re  welcome  to  do  that  as  well.” 

The  FreeBSD  FAQ  (see  DocFinder:  6123)  also  sums 
up  open  source  licensing:  “We  believe  that  our  first 
and  foremost  ‘mission’  is  to  provide  code  to  any  and 
all  comers, ...  so  that  the  code  gets  the  widest  possi¬ 
ble  use  and  provides  the  widest  possible  benefit.” 

Jeremy  Reed 
Trainer 

Puget  Sound  Technology 
Marysville, Wash. 

E-mail  letters  to  jdix@nww.com  or  send  them  to  John  Dix,  editor  in 
chief,  Network  World,  1 18  Turnpike  Road,  Southborough,  MA  01772. 
Please  include  phone  number  and  address  for  verification. 


True  tale 

Regarding  Mark  Gibbs’  Backspin  column  “Fables 
and  morals”  (DocFinder:  6124):  Using  the  broad  but 
dull  sword  of  Microsoft  Outlooks  Junk  Mail  Sender 
rule  to  move  junk  mail  from  my  in-box  sometimes 
has  unintended  consequences  —  such  as  the  unde¬ 
liverable  mail  that  bounces  back  gets  filtered  into 
junk  mail.  But  in  the  ironic  situation  of  the  year,  an 
e-mail  touting, “We’d  like  to  send  you  less  mail  —  and 
more  relevant,  customized  information”  got  filtered 
into  the  junk  mail  bin. This  e-mail  is  following  up  a 
snail  junk  mail  item  advertising  GetBetterMail.com 
by  . . .  drum  roll,  please  . . .  Microsoft.  So  Microsoft’s 
lame  junk  mail  filter  caught  at  least  one  piece  of 
junk  mail;  too  bad  for  them  it  was  their  own  junk 
mail  advertising  how  to  get  rid  of  junk  mail  to  save 
them  money 

Kale  Lowman 
Coeur  d’Alene,  Idaho 

Image  makeover  needed 

In  JohnaTill  Johnson’s  column  “MCl’s  back-to-basics 
plan”  (DocFinder:  6125), “plans  to”  is  used  five  times; 
“emerging  strategy”  and  “announcing”  are  used  as 
well. There  is  no  reference  to  MCI  actually  doing  or 
completing  any  form  of  improvement. 

For  several  years,  my  organization  has  attempted  to 
resolve  many  issues  with  MCI.some  as  simple  as  cor¬ 
rect  billing.  We  have  been  unsuccessful.  If  a  corpora¬ 
tion  cannot  invoice  at  correct  contracted  rates  or 
collect  taxes  at  a  correct  rate,  we  do  not  see  them  as 
an  effective  carrier. 

MCI  will  need  to  purge  its  former  image  complete¬ 
ly  and  show  major  accomplishments  before  I  will 
consider  them  for  any  service. 

Bernie  Lubitz 

Director  of  telecom  technology  and  services 
Martin  Memorial  Health  Systems 

Palm  City,  Fla. 


More  online!  www.nwfusion.com  Find  out  what  readers  are  saying  about  these  and  other  topics.  DocFinder  6121 


—  John  Dix 
Editor  in  chief 
jdix@nww.  com 
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TOTALLY  UNPLUGGED 

Ira  Brodsky 

Wireless  LANs  became  the  industry’s 
laughingstock  when  reports  surfaced 
about  “parking  lot  attacks”  on  corpo¬ 
rate  networks.  Now,  WLANs  are  shaping  up  as 
the  battleground  for  enhanced  security  prod¬ 
ucts  that  could  lead  the  way  for  the  entire  net¬ 
work  industry 

WLANs  are  not  inherently  insecure. There  is  an  explanation  for  why 
unauthorized  individuals  were  able  to  wirelessly  access  corporate  net¬ 
works  from  parking  lots:The  people  who  installed  WLANs  at  those  firms 
never  bothered  to  activate  their  built-in  security  features.  Duh. 

That’s  not  to  say  WLANs  don’t  pose  unique  security  risks.  Wireless 
hackers  are  hard  to  detect  and  trace,  so  WLANs  are  tantalizing  targets. 
And  employees  unwittingly  might  compromise  corporate  security  by 
attaching  wireless  access  points  to  the  corporate  network  without 
informing  the  IT  department. 

The  parking  lot  attacks  did  real  damage  to  the  WLAN  industry  com¬ 
ing  just  as  WLANs  gained  widespread  acceptance  in  companies  and 
among  hot-spot  operators.The  WLAN  industry  is  growing, but  not  as  fast 
as  it  would  have.  More  importantly  wireless  networks  increasingly  are 
interconnected  with  wired  networks;  it  no  longer  makes  sense  to  think 
of  wireless  security  as  an  isolated  problem. 

So  what  should  a  first-class  WLAN  security  product  look  like?  It  must 
address  three  fundamental  concerns:  privacy  access  fraud  and  intru¬ 
sion.  Privacy  can  be  assured  by  using  an  encryption  mechanism  that 
changes  codes  faster  than  hackers  can  crack  them. 

Hackers  are  continuously  devising  new  strategies  for  penetrating  net¬ 


Wireless  security  not  an  oxymoron 


works.  What’s  needed  to  thwart  access  fraud  is  not  merely  a  robust 
authentication  technique,  but  a  framework  protocol  letting  vendors 
stay  at  least  one  step  ahead  of  the  hackers. 

Detecting  and  tracing  wireless  intruders  is  arguably  the  final  frontier 
of  WLAN  security  Detecting  rogue  access  points  is  difficult  but  not 
impossible.  Eavesdropping  is  a  more  intractable  problem  because 
eavesdroppers  are  normally  passive. The  ultimate  solution  might  be  to 
force  even  listeners  to  transmit  from  time  to  time. 

Developing  satisfactory  WLAN  security  is  a  challenge.Security  is  only 
as  good  as  its  weakest  link,  so  enhanced  products  must  be  imple¬ 
mented  end  to  end.  That  means  they  must  be  based  on  universally 
accepted  standards:  Unfortunately,  the  IEEE  802.11  WLAN  standards 
committee  has  a  history  of  acting  slowly 

The  WLAN  industry  simply  cannot  afford  to  wait.  When  the  Wired 
Equivalent  Privacy  standard  proved  vulnerable,  the  Wi-Fi  Alliance 
quickly  created  Wi-Fi  Protected  Access  (WPA).  Now  Cisco  is  trying  to 
move  things  further  along  —  and  in  its  direction  —  through  its  Cisco 
Compatible  Extensions  program. 

All  networks  are  susceptible  to  eavesdroppers  and  gatecrashers. The 
key  difference  between  the  WLAN  industry  and  the  larger  Internet 
community  is  that  wireless  vendors  understand  they  can  no  longer  get 
by  with  half  measures.  Everyone  concerned  about  ’Net  security  should 
follow  closely,  if  not  participate  in,  the  development  of  enhanced  WLAN 
security  standards. 


Everyone  con¬ 
cerned  about  'Net 
security  should 
follow  closely  in 
the  development 
of  enhanced 
WLAN  security 
standards. 


Brodsky  is  president  of  Datacomm  Research  in  Chesterfield,  Mo.  He 
can  be  reached  at  ibrodsky@datacommresearch.com. 


INDUSTRY  COMMENTARY 

Frank  Dzubeck 

Recent  announcements  from  HPIBM  and 
Sun  all  foretell  a  new  and  evolutionary 
concept  in  IT.  The  underpinning  of  this 
concept  is  the  remolding  of  the  vertical  silos  of 
technology  within  a  company  into  a  horizon¬ 
tal  structure  based  on  business  imperatives.  In 
the  new  world  of  IT,  the  main  business  tenets 
of  the  corporation  become  intertwined  with  the  technology  to  form  an 
operationally  cohesive  structure  that  will  help  a  company  achieve  its 
revenue  and  profit  goals.  In  this  way,  IT  finally  will  return  to  its  roots  as  an 
integral  business  profit  tool  rather  than  a  business  expense. 

Too  often  in  business  presentations,  the  network  is  alluded  to  as  a 
“cloud”  but  never  made  a  part  of  the  business  integration  effort.  While 
the  computing  industry  has  focused  on  meeting  customers’  needs  for 
application  integration  and  increased  availability  the  network  industry 
has  remained  out  of  touch  with  customer  demand. 

The  network  community  must  begin  to  realize  that  it  is  not  the  center 
of  the  IT  universe,  but  only  a  segment  of  its  operational  processes. 
Network  applications, including  management, operations, signaling, con¬ 
vergence  and  security,  should  be  developed  and  interface  with  one 
another  using  software  industry  standards  rather  than  proprietary  net¬ 
work  standards.  Just  like  the  TDM,  hardware-based  PBX,  so  should  the 
software-based  Internetwork  Operating  System  become  a  proprietary 
networking  legacy  Open  standards  “rule,”  with  Linux  becoming  an  oper¬ 
ating  system  of  choice  for  embedded  systems  and  a  viable  option  for 
servers,  and  XML-based  messaging  the  lingua  franca  of  all  applications. 
Integration  of  legacy  applications,  databases,  development  tools  and 
even  operating  environments  now  can  be  accomplished  using  XML. 

Heterogeneity  is  a  way  of  life  in  IT.  The  new  world  of  IT  will  kick  it  up 
a  notch  by  taking  the  concept  of  heterogeneity  into  hybrid  architec¬ 
tures  of  customer-owned  applications  networked  with  third-party  ser¬ 
vices  or  partner  equipment  and  software.  IT  environments  such  as 
IBM’s  on-demand  architecture  will  not  only  accommodate  legacy  or 


The  new  world  of  IT  networking 


hybrid  structures,  but  also  exploit  them  using  XML. 

Another  tenet  of  the  new  world  of  IT  is  virtualization.  One  cannot 
implement  this  concept  correctly  without  an  optimized  network.The  IT 
community  never  addresses  network  issues  such  as  latency  The 
assumption  is  that  the  customer’s  transport  bandwidth  is  infinite,  always 
will  meet  demand  and  availability  and  network  techniques  such  as 
caching  or  quality  of  service  (QoS)  will  be  in  place  to  control  network 
latency  problems.  Unfortunately  carrier  transport  services  are  not  free 
and  on  demand,  nor  are  10G  bit/sec  LAN  upgrades.The  network  costs 
associated  with  achieving  compute  and  storage  virtualization  are  not 
minimal,  nor  is  the  task  mundane.The  complexity,  from  a  LAN  and  WAN 
perspective,  makes  the  issue  of  voice  convergence  seem  simple. 

Paramount  to  the  success  of  this  new  world  is  the  integration  of  IT 
and  wired  or  wireless  network  management  to  form  a  single  seamless 
entity  within  the  corporate  business  structure.  Policy  associated  with 
application  workflow  —  coupled  with  network  access  security  and 
QoS,  and  managed  under  a  single  service-level  agreement  —  will  be 
linked  to  its  corporate  business  value,  such  as  speed  of  revenue  recog¬ 
nition  and  profitability  of  the  transaction  sequence.  Distributed 
automation  technology  used  in  tasks  such  as  resource  allocation,  work- 
flow  scheduling,  capacity  measurement,  fault  prediction/isolation  and 
security  is  now  part  of  integrated  IT  management  rather  than  today’s 
isolated  islands  of  systems  and  network  management. 

The  introduction  of  on-demand,  adaptive  and  utility  computing  has 
changed  the  rules  of  networking. The  development,  integration,  opera¬ 
tions  and  management  of  this  new  IT  environment  must  be  viewed 
from  a  business  perspective  and  therefore  measured  as  an  integral  part 
of  all  corporate  business  practices.Times  have  changed;  the  phrase  “the 
network  is  the  computer” no  longer  will  be  valid  in  the  new  world  of  IT. 
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Dzubeck  is  president  of  Communications  Network  Architects,  an 
industry  analysis  firm  in  Washington,  D.C.  He  can  be  reached  at 
fdzubeck@commnetarch.  com. 
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Collaboration  is  only  a  click  away  with  presence-based  apps. 


In  this 
package  of 
stories,  we  look  at  two 
new  types  of  enterprise 
applications  that  help 
employees  solve  sticky 
business  problems  on 

the  fly, 


BY  CHRISTINE  PEREY 


A  sales  engineer  is  at  a  customer  site  demonstrating  a  new 


release  of  a  product.  The  customer’s  CTO  asks  a  ques¬ 


tion  the  sales  engineer  can’t  answer,  so  he  opens  the 


presence-enabled  corporate  directory  on  his  laptop  and 


sees  that  the  product  manager  and  technical  team 

1 

leader  are  online  and  available. 

1  The  sales  engineer  highlights  their  names  and  with 
j  one  click  invites  them  into  an  instant-message  session. 


In  seconds,  the  question  has  been  answered  to  the 
customer’s  satisfaction  and  the  sales  engineer  has 
learned  a  new  feature  of  the  release. 


Later,  the  account  executive  and 
customer  are  negotiating  terms  of 
the  purchase.  From  a  Web-based  order  entry 
form,  the  account  executive  sees  an  alert 
that  the  customer  is  behind  on  payment  for 
the  original  license  purchase.  In  a  corner  of 
the  screen,  green  icons  appear  next  to  the 
name  of  the  customers  accounts  payable 
manager  and  the  vendor's  accounts  receiv¬ 


able  agent. 

They  all  engage  in  a  text  chat  that  results  in 
the  customer’s  account  being  brought  up  to 
date  via  wire  transfer,  and  the  order  being 
placed. 

This  type  of  collaboration, coming  to  a  net¬ 
work  near  you  in  the  not-tocxiistant  future,  will 
be  based  on  technology  that  adds  presence- 
awareness  to  common  business  applications. 
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Some  early  types  of  real-time  collaboration 
are  available  today,  but  Ferris  Research  pre¬ 
dicts  that  presence  will  become  widely  used 
in  corporate  environments  over  the  next 
three  to  five  years. 

So  how  does  it  work?  The  good  news  is  that 
getting  from  application,  departmental  and 
corporate  silos  to  a  fully  integrated  real-time 
corporation  based  on  presence  will  require 
incremental  changes  rather  than  a  major 
upheaval  in  enterprise  systems. 

Many  of  the  underlying  concepts  have  been 
around  for  a  while.  For  example,  IP  networks 
connecting  systems  and  transmitting  mes¬ 
sages  by  way  of  proprietary  or  standards- 
based  protocols  is  basic.  IT  departments 
already  use  tools  that  continuously  monitor 
and  report  states. 

When  presence-awareness  is  compiled  into 
an  application,  an  association  is  made  be¬ 
tween  the  creator  of  the  file  and  the  file  itself. 
A  few  such  “presence-embedded”  applications 
are  already  available,  with  more  expected  by 
year-end. 

For  example,  Microsoft  Office  11  in  the  pres¬ 
ence  of  a  Windows  2003  Server  and  Micro¬ 
soft’s  real-time  collaboration  server  will  have 
presence  capabilities  in  virtually  all  of  its 
applications,  without  IT  or  user  involvement. 

Presence-embedded  PowerPoint  or  Word 
documents,  for  example,  will  associate  the 
primary  author  with  a  file. This  will  permit 
another  person  viewing  the  file  to  see  if  the 
author  is  online  and  available.  Should  a 
question  arise,  the  viewer  could  click  on  the 
author’s  name  and  initiate  a  variety  of  col¬ 
laborative  meetings:  a  two-way  or  multiparty 
instant-message  session,  with  or  without 
application  sharing. 

If  speakers,  microphones  and  cameras 
were  connected,  a  condition  that  would  be 
indicated  by  icons  near  their  names  or  by 
colors,  the  participants  also  would  have  the 
option  to  add  voice  and  video.  If  a  PBX  is 
linked  to  the  productivity  application  server, 
end  users  also  could  request  a  multiway  tele¬ 
phone  conversation. 

Another  example  of  presence  making  an 
effect  on  an  enterprise  application  is  People- 
Soft’s  Enterprise  Portal  8.8.  By  combining 
PsopleSoft’s  Intelligent  Context  Manager  with 
instant  messaging,  the  software  essentially 
detects,  based  on  who  you  are  and  what  you 


are  doing,  what  you  need  to  know  and 
which  expert  you  need  to  contact. 

A  presence-aware, supply-chain  manage¬ 
ment  portal  based  on  PeopleSoft’s  latest  tech¬ 
nology  could  accelerate  communications  and 
ultimately  increase  the  pace  of  decision  mak¬ 
ing.  If  a  manufacturer’s  parts  supply  was  reach¬ 
ing  a  critical  level,  the  person  or  automated 
system  would  need  to  place  an  order  for  addi¬ 
tional  parts.  What  if  the  parts  supplier  had  a 
new  model  available,  or  a  shortage  of  the  parts 
the  manufacturer  seeks?  The  person  placing 
the  request  would  need  to  review  technical 
specifications  and  perhaps  see  the  new  or 
replacement  part  before  ordering  a  different 
item.  Having  presence  embedded  into  the 
order  system  would  provide  virtual  customer 
assistance  or  sales  support. 

Presence-enabled  or  presence-aware  appli¬ 
cations  require  some  investment  on  IT’s  part. 
To  signal  on-site  presence  with  an  IBM/Lotus 
Sametime  server,  for  example,  requires  a  Web 
master  add  a  few  lines  of  code  (Sametime 
Links)  into  a  standard  HTML  file.  Any  appli¬ 
cation  can  be  rendered  presence-aware  with 
the  installation  of  new  presence-enhancing 
commercial  software  tools  from  vendors 
such  as  Instant  Technologies  and  Advanced 
Reality. 

The  result  is  a  relationship  in  which  applica¬ 
tions  display  presence  information  published 
by  an  enterprise  presence  server.  Desktop 
agents  monitor  user  states  —  offline,  online 
and  available,  online  and  unavailable. 

One  of  the  immediate  needs  will  be  for  a 
presence  manager  to  designate  when  different 
presence  states  are  shown  and  to  whom. 
Initially  most  developers  of  presence-aware 
systems  expect  users  to  put  rules  around  their 
own  presence.  For  example,  an  employee 
might  only  want  to  be  “seen"  by  subordinates 
during  work  hours,  but  might  allow  the  boss  to 
reach  him  after  hours.  In  a  presence-enabled 
corporate  directory, entire  departments  might 
elect  to  have  their  presence  limited  to  em¬ 
ployees  in  the  same  department. 

Perey  is  president  of  Perey  Research  & 
Consulting  in  Placerville,  Calif.  The  company 
provides  business  development  consulting 
services  and  conducts  market  research  on  the 
use  of  video  in  enterprise.  She  can  be  reached 
at  cperey@perey.com 


Three  flavors 


1.  On-tool  presence 

Next  time  you  attend  a  live  online 
presentation,  take  special  note  of  the 
participant  list.  The  session  host  is 
clearly  indicated  either  at  the  top  of 
the  screen  or  in  the  participant  list  by  an  icon.  A  moderator 
who  answers  questions  from  the  audience’s  text  chat  ses¬ 
sions  also  might  be  identified  by  name.  In  most  premise- 
based  audio  and  Web-conferencing  products,  such  as 
Sonexis'  ConferenceManager,  Polycom’s  WebOffice  or 
Latitude's  MeetingPlace,  all  participants'  names  appear  on 
the  meeting  Web  page  and,  in  some  configurations  or  ser¬ 
vices,  a  small  speaker  symbol  appears  next  to  the  name  of 
the  person  who  has  the  floor.  In  some  systems,  a  conference 
manager  can  mute  all  or  any  number  of  selected  participants. 

Select  the  name  of  another  meeting  participant  from  the  list 
and  right  click.  In  systems  using  Sonexis'  Conference- 
Manager  or  Ubiquity's  SiPEAK  platform,  two  or  more  people 
can  open  a  private  instant-message  session  or  leave  the  main 
meeting  and  open  a  sidebar  conversation  using  their  desktop 
interface.  Polycom’s  WebOffice  has  gone  so  far  as  to  build 
presence  into  the  specific  page  on  which  participants  are 
expected  to  be  looking.  When  the  conference  host’s  page  is  no 
longer  a  meeting  participant's  active  page,  for  example,  when 
checking  e-mail  or  consulting  another  application,  the  confer¬ 
ence  host  sees  a  red  ball  next  to  the  participant's  name. 

2.  On-site  presence 

Employees  using  WebSphere  portals  enhanced  with  Same¬ 
time  technology  —  which  IBM  dubs  Collaboration  Center  — 
can  search  a  presence-enabled  organizational  chart  to  find 
online  peers  with  whom  to  share  or  request  information. 
Portals  include  built-in  Sametime  IM,  and  also  can  show  cur¬ 
rent  Web  meetings  and  Lotus  OuickPlace  workplaces. 

Some  public  Internet  Web  sites  show  the  status  of  a  cus¬ 
tomer  service  agent.  Because  every  company  portal  has  a 
contact  page,  one  can  expect  presence  to  emerge  in  order 
to  facilitate  rapid  response  to  inquiries.  If  you  enter  your 
phone  number  and  push  an  on-screen  button  on  eDial's  cor¬ 
porate  contacts  Web  page  (www.edial.com),  your  handset 
will  ring  and  automatically  initiate  a  telephone  conversation 
with  a  company  representative. 

Instant  Technologies'  Web  site  has  the  equivalent  of  an  elec¬ 
tronic  WalMart  greeter  associated  with  it.  Via  the  addition  of 
several  lines  of  code,  known  as  Sametime  Links,  to  the  site’s 
pages  and  a  Sametime  server  in  the  network,  an  attendant  is 
notified  when  someone  lands  on  the  site.  In  addition  to  infor¬ 
mation  about  the  visitor's  domain,  the  attendant  has  the 
option  to  initiate  an  instant-message  session  with  the  visitor. 
An  HTML  window  pops  up  on  the  visitor's  screen.  “Can  I  help 
you  find  anything?"  it  asks. 

3.  On-network  Presence 

The  broadest  interpretation  ©f  presence  is  that  which  asso¬ 
ciates  a  user's  registration  with  a  network,  be  it  a  telephone 
network,  a  public  instant-messaging  service  provider’s  or  the 
enterprise  network.  An  enterprise  directory  running  on  LDAP 
or  Active  Directory  can  be  presence-enabled  by  adding  a 
presence-state  field  (associated  with  each  entry)  and  having 
one  or  more  presence  servers  publish  information  to  the 
user's  presence  field.  PresenceWork's  PresenceWorks 
Enterprise  Server  pools  presence  information  from  all  public 
instant-messaging  service  presence  servers,  as  well  as  enter¬ 
prise  instant  messaging  servers  .and  populates  the  presence 
field  of  any  enterprise  application  database. 


■  BY  ANIL  GUPTA 


Web-services  technology  transforms 
staid  CRM  apps  into  ad  hoc,  team¬ 
building  dynamos. 


Traditional  CRM  applications  are  fine  for  simple  customer 


queries,  but  when  a  complex  problem  requires  pulling  several 
people  into  a  collaborative  session,  most  CRM  applications  come 
up  short.  Customer  service  representatives  might  turn  to  instant 


messaging  or  e-mail  to  resolve  the  problem,  but  then  they  need 
to  enter  that  information  back  into  the  CRM  reporting  system. 


OpSource,  a  Santa  Clara  managed  service 
provider,  was  looking  for  a  way  around  that 
problem.  “We  were  considering  building  soft¬ 
ware  in-house  because  we  were  convinced 
that  none  of  the  off-the-shelf  CRM  applica¬ 
tions  adequately  met  our  collaborative  sup¬ 
port  and  account  management  needs,”  says 
Kevin  Howard,  director  of  operations. 

In  November,  OpSource  deployed 
ePeople’s  TeamWork  4.5,  which  lets  cus¬ 
tomer  service  representatives  set  up  ad  hoc 
teams  that  can  collaborate  in  a  Web-based 
workspace.  One  scenario  could  be  where  an 
account  representative  realizes  that  a  query 
y :  .  requires  the  expertise  of  an  engineer  or  a 
-m  finance  person.  He  quickly  searches  a  data- 
-  base  to  determine  which  engineer  could 
.y  -  best  help  the  customer  and  whether  that 
engineer  is  currently  available.  The  repre- 
‘  ve>  v‘a  invites  the  engineer  or 

iiiejrer  else  is  needed  to  solve  the  problem 
|>iu  the  Web-based  workspace. 

team  is  assembled,  the  team 
^rsktore  and  access  all  interactions, 
"XjUtnents  in  real  time.  If  a  doc- 
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cttled. or  any  new  interaction 
members  takes  place,  the 


^People,  OpSource  inte- 
with  fts  in-house  moui- 


“[With  TeamWork],  our  account  managers 
are  automatically  in  the  loop  on  all  activities 
pertaining  to  their  account  and  can  proactive¬ 
ly  engage  the  right  resources  within  OpSource 
to  ensure  the  highest  level  of  service,” 

Howard  says.  Since  implementing  ePeople, 
OpSource  has  resolved  sensitive  customer 
issues  within  its  contractual  service  levels. 

TeamWork  4.5  is  part  of  a  new  class  of 
enterprise  application  that  uses  Web  services 
technologies  such  as  SOAP  and  XM1.  to  add 
on-the-fly  collaboration  features  to  struc¬ 
tured,  workflow-based  business  processes. 

These  so-called  composite  applications  are 
especially  useful  when  it  comes  to  complex 
customer  service  problems  or  corporate 
mergers  and  acquisitions  that  require  collab¬ 
orative  work  across  company  boundaries 
and  across  different  vendor  products. 

Software  vendors  such  as  ePeople, 

Kintana,  Niku,  SAP  and  TightLink  have 
launched  composite  applications. 

TightLink  has  two  products: 

•  Compliance  &  Investigation  System  (CIS 
3)  is  a  collaborative  application  designed 
specifically  to  assist  compliance  with  the 
USA  Patriot  Act  of  2001,  which  requires 
financial  institutions  suspect  activity  from 
all  customer  interactions.  CIS  3,  built  on  the 
Java  2  Platform  Enterprise  Edition  (J2EE)- 
based  TightLink  3  platform,  lets  compliance 

See  Apps,  page  50 
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Kevin  Howard,  director  of  operation  at  OpSource.  uses  a 
composite  app  to  resolve  complex  customer  service  problems. 


Let's  face  it.  Your  data  center  is  a 
problem  area. 


Your  server  utilization  rate  is  low, 
administration  costs  are  high,  uptime  isn't  what 
it  could  be,  and  it  can  take  weeks  to  deploy  a 
new  application.  Plus,  senior  management 
thinks  of  the  data  center  as  a  big  money  pit. 

But  what  if  you  could  change  all  that?  What  if 
you  could  get  server  utilization  up  to  70%  or 
80%?What  if  an  administrator  who  manages  30 
servers  could  manage  100  or  200  servers? 

Imagine  the  cost  savings.  Imagine  being  able 
to  re-deploy  staffers  to  strategic,  revenue¬ 
generating  projects.  Imagine  being  able  to 
dynamically  allocate  compute  resources 
on  the  fly  to  the  applications  that  need 
them  most. 

Everything  changes.  The  IT  department 
becomes  the  enabler  of  value-added 
apps  that  can  be  deployed  at  a 
moment's  notice.  The  entire  company 
becomes  more  responsive,  more  agile 
and  more  competitive. 

That's  the  promise  of  the  utility  data  center. 
You  can  start  realizing  the  benefits  today  by 
deploying  data  center  virtualization  technology 
based  on  an  integrated  system  of  modular, 
blade  server  hardware  coupled  with  powerful 
virtualization  software. 

DATA  CENTER  VIRTUALIZATION 

Now  available  from  Network  World  Fusion  is 
our  SPECIAL  REPORT:  Data  Center 
Virtualization.  In  this  SPECIAL  REPORT  we'll 
explain  how  you  can  deploy  data  center 
virtualization  technology.  Take  advantage  of 
this  free  offer  from  Network  World  Fusion  and 
secure  your  copy  of  the  SPECIAL  REPORT: 
Data  CenterVirtualization  in  PDF  format  today. 


Network  World  Fusion  offers 
a  SPECIAL  REPORT: 

Data  Center  Virtualization 

For  a  limited  time,  you  can  get  a  copy  of  this  SPECIAL 
REPORT  in  PDF  format,  free.  Download  your  free  copy  at 

http://www.nww1.com/go/ad404.html 


Go  to 

http://www.nww1.com/go/ad404.html 
to  download  your  free  copy  today! 


This  Network  World  Fusion  SPECIAL  REPORT  exclusively  sponsored  by: 


www.nwfusion.com 
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officers,  account  managers,  fraud  depart¬ 
ments  and  fund  transfer  personnel  col¬ 
laborate  over  the  Web. 

•  TightLmk  Service  3  is  a  Web-based  sales 
and  support  application  in  which  agents, 


customers,  partners, suppliers  and  employ¬ 
ees  view  and  participate  collaboratively 
Bill  Verdi,  vice  president  of  headquarters 
sales  at  Cypress  Semiconductor  in  San 
Jose, deployed  TightLink  Service  3  in  July 
The  company  has  outsourced  the  first  tier 
of  customer  support,  but  issues  that  out¬ 
sourcers  cannot  address  come  back  into 


the  internal  support  organization.Typically 
these  issues  might  require  more  than  one 
expert  to  resolve. 

A  representative  who  needs  higher-level 
technical  help  can  pull  the  appropriate 
expert  into  the  case  through  the  Tight¬ 
Link  system. The  expert  gets  an  e-mail 
notifying  him  that  his  help  is  needed,  and 
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First  57  Seconds  of  a  Blackout! 


True  On-Line  Rackmount  UPS  System 


Model:  SU2200RTXL2U 


September  25,  2001 


Tripp  Lite  UPS  System 
Model:  SU2200RT2U 


Downtime  due  to  blackouts  and  other  power  problems  costs 
the  average  business  $84,000  per  hour.  That's  $1,400  per 
minute*.  .  .  roughly  the  cost  of  purchasing  the  Tripp  Lite  UPS 
System  that  would  have  prevented  the  downtime  in  the  first 
place.  Tripp  Lite  UPS  Systems  are  sound  investments  with  a 
guaranteed  return.  They  pay  for  themselves  over  and  over 
again  every  time  a  blackout  occurs  by  preventing  system 
downtime,  equipment  damage  and  data  loss. 


Line-Interactive  Rackmount  UPS  System 


SmartOnline'“&  SmartPro® 

Intelligent  UPS  Systems 

Tripp  Lite  UPS  Systems  provide  premium,  cost-efficient  solutions  for 

protecting  and  supporting  servers,  datacenters,  internetworking 

equipment  and  ISP/telecom/lab  equipment. 

•  SmartOnline  UPS  Systems  offer  superior  true  on-line  operation; 
SmartPro  UPS  Systems  protect  connected  equipment  with  automatic 
voltage  regulation 

•  New  rackmount  models  maximize  VA  in  minimal  rack/tower  cabinets 

•  FREE  PowerAlert  Software.  EXCLUSIVE  FEATURES— the  only  software 
that  manages  EVERY  UPS  brand,  centralizing  and  simplifying 
power  management 

•  Up  to  $100,000  Ultimate  Lifetime  Insurance  covers  connected 
equipment... for  life! 

•  450  VA  -  10,000  VA  capacity 
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*  UPS  System  Co*  (Dili:  SUM  N»  SU22te»TXl2U.  Sou  ret:  Tripp  Lite  HSSP)  Average  Network  Downtime  Cost 
(Data.  S8a. 0U0  per  Notre.  Source.  International  Data  Corporation  study). 
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www.tripplite.com 
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with  one  click  he 
gains  visibility  into 
the  case  history 
and  other  case 
related  docu- 
ments.The  support 
analyst  and  the  expert  engineers  can 
share  information  related  to  the  case, 
including  specifications  and  diagnostics 
results. 

Cypress  looked  at  many  CRM  support 
systems,  but  they  were  expensive  and  did 
not  support  collaboration. “We  are  very 
happy  with  our  investment  in  the  Tight¬ 
Link  solution  and  were  able  to  get  the 
system  up  and  running  very  quickly  and 
economically  We  are  now  looking  to  pro¬ 
liferate  this  system  in  other  application 
areas  within  our  companyf  such  as  fail¬ 
ure  analysis, Verdi  says. 

SAP  recently  announced  the  first  in  a 
series  of  xApps.  X-Application  Resource 
and  Program  Management  lets  compa¬ 
nies  align  resources  and  projects  with  the 
available  budget. Through  this  applica¬ 
tion,  managers  get  to  see  how  their  pro¬ 
jects  are  progressing,  plus  they  get  infor¬ 
mation  on  why  certain  projects  are 
behind  schedule  or  are  under-resourced, 
so  they  can  take  corrective  action. 

SAP's  second  xApp, scheduled  for 
release  later  this  year,  will  automate  the 
merger  and  acquisition  process.These 
applications  leverage  the  mySAP 
Technology  platform  and  support  hetero¬ 
geneous  networks,  whether  based  on 
Sun’s  J2EE  or  Microsoft  .Net. 

EPeople  released  Teamwork  4.5  in 
November  to  help  companies  resolve 
customer  problems  that  require  support 
analysts,  engineers,  professional  services 
and  external  partners  working  together. 

Web  services  -  core  requirement 

Because  these  processes  rely  extensively 
on  data  from  other  systems,  composite 
applications  have  to  integrate  easily  with 
external  applications  at  customer  sites. 
Hence  Web  services-bqsed  architecture  is 
a  key  requirement.  Composite  applica¬ 
tions  are  expected  to  interact  with  exter¬ 
nal  applications  in  two  unique  ways: 

1. )  These  applications  need  information 
that  resides  in  other  external  applica¬ 
tions.  For  example,  the  collaborative  issue 
resolution  software  needs  access  to  cus¬ 
tomer  request  details  and  service-level 
information,  which  typically  sits  within 
the  CRM  product.  Instead  of  duplicating 
this  information  in  two  different  systems, 
the  issue  resolution  software  uses  Web 
services  to  access  this  information  from 
the  CRM  system  in  real  time.  Both 
ePeople  and  TightLink  are  designed  to 
easily  integrate  with  external  CRM  sys¬ 
tems  to  access  this  information. 

2. )  Composite  applications  also  are 
designed  to  deliver  user  access  to  the  appli¬ 
cation  through  portals  via  Web-services 
calls  (or  portlets).  For  example, account 
managers  typically  access  multiple  systems 
—  an  ERP  system  to  check  on  customer 
order  status;  CRM  system  to  check  the 
responsiveness  to  the  customer’s  latest  sup- 

See  Apps,  page  52 


W 


N*fi 


APC 

InfraStruXure 

(800)  890-4272  ext.  2820 
www.apcc.com/go/promo/expo/ 

Booth  #31431 

On-demand  scalable,  manageable, 
pre-eng/neered  solutions  for  IT  environ¬ 
ments  —  InfraStruXure™  closes  the  gap 
between  advancements  in  IT  technology 
and  its  supporting  power  and  cooling 
requirements.  Paralleling  the  streamlining 
of  IT  systems,  InfraStruXure™  is  power 
and  cooling  architecture  made  up  of  mod¬ 
ular,  highly  manageable,  pre-engineered 
components,  providing  a  seamless  and 
secure  foundation  upon  which  to  build 
your  entire  IT  environment. 
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Listening.  Answering  “ 


BellSouth  Corporation 

(NYSE:  BLS) 

BellSouth®  Managed  Network 
VPN  Service 

www.bellsouth.com/business/answers 

BellSouth  provides  comprehensive  data 
solutions  for  businesses,  shifting  the 
responsibility  for  network  integration, 
configuration  and  security  from  the 
customer  to  the  provider.  By  utilizing 
a  region-wide  IP  backbone  and  MPLS, 
BellSouth®  Managed  Network  VPN 
Service  supports  the  site-to-site,  remote 
access,  intranet,  Internet  and  extranet 
application  needs  of  businesses. 


Companies 

to  watch 


ADTRAN 

NetVanta  3000  Series 

(256)  963-8000  •  www.adtran.com 
Booth  #23347 

The  NetVanta  3000  Series  of  modular 
access  routers  is  designed  for  cost-effec¬ 
tive  Internet  access,  public  and  private 
Frame  Relay,  and  VPN  connectivity,  all  from 
a  single  device.  This  modular,  full-featured 
solution  supports  line  rates  from  56  Kbps 
to  dual-T Is,  at  a  cost  that  is  up  to  55  per¬ 
cent  lower  than  other  competing  products. 
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A  PLATINUM  EQUITY  COMPANY 


NextiraOne 

(713)  307-4000  •  www.Nextira0ne.com 

Headquartered  in  Houston  and  Paris, 
NextiraOne  provides  world-class  solutions 
and  LifeCycleSM  services  from  the 
design,  implementation,  support  and  man¬ 
agement  of  voice,  data  and  converged  net¬ 
works.  A  global  service  organization  with 
extensive  certifications  and  product 
expertise,  NextiraOne  provides  best-in¬ 
class  technologies  from  partners  like 
Nortel,  Cisco  and  Alcatel.  NextiraOne  is 
owned  by  Platinum  Equity  (www.peh.com). 


* 


BT 


IP  VPN  Internet  Protocol  Virtual 
Private  Network 

www.bt.com 

BT  is  one  of  the  world's  leading  informa¬ 
tion  and  communications  providers,  with 
a  strong  presence  throughout  Europe,  the 
Americas  and  Asia  Pacific.  Large  organi¬ 
sations  turn  to  BT  because  they  believe 
BT  is  the  global  services  provider  that  can 
deliver  the  promise  of  integrated  communi¬ 
cations  and  IT  in  today's  connected  world. 
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Because  Performance  Counts 


Ixia 

Real  World  Traffic  —  for  the  Enterprise 

(818)  871-1800 
www.ixiacom.com 
Booth  #11719 

Ixia  delivers  traffic  generators,  perform¬ 
ance  and  conformance  analyzers  for  wire- 
speed  verification  of  LAN,  MAN,  WAN, 
and  SAN  switches  and  routers.  Ixia's  Real 
World  Traffic™  Suite  used  to  test  Enter¬ 
prise  networks  prior  to  deployment  under 
real  load  conditions  with  actual  business 
application  traffic,  includes:  WebLOAD, 
IxWeb,  NetlQ  Chariot,  as  well  as  other 
proprietary  software  that  run  on  Ixia's 
TXS  hardware. 


Canon  USA  Inc. 

Canobeam 

(201)  816-2900 
www.canobeam.com 
Booth  #22615 

Canon’s  Canobeam  series  of  FSO/Free 
Space  Optics  transceivers  require  no 
FCC  licensing,  provide  high  security, 
and  allow  high  speed  data  links  (10Mbps 
to  Gigabit  Ethernet)  to  be  setup  between 
buildings  as  far  as  1.25  miles  apart. 
Features  SNMP  management,  3R  signal 
reproduction  and  the  most  reliable  auto¬ 
tracking  system. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 
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continued  from  page  50 

port  issues;  or  even  an  engineering  data 
system  to  understand  the  last  engineering 
change  request  status.  Many  customers 
have  homegrown  portals  for  their  account 
managers, so  all  such  information  is  dis¬ 


played  as  portlets  in  one  application  with 
one  look  and  feel.  A  composite  application 
needs  to  be  designed  so  that  its  user  inter¬ 
face  is  available  through  an  external  portal. 

As  a  result,  composite  applications  ven¬ 
dors  need  to  support  a  Web  services-based 
architecture  on  both  ends  —  for  accessing 
information  from  other  applications  on  the 


back  end  and  for  enabling  user  access  to 
its  application  through  a  portal  (or 
portlets)  on  the  front  end. 

Vendors  such  as  eFbople  and  Niku  sup¬ 
port  SOARwhich  enables  XML-based  inte¬ 
gration  with  external  applications.They 
also  are  developing  software  to  emerging 
portal  standards  such  as  Web  Services  for 


I*;  s  your  voice  over  IP  network  in  place?  Finally  up  and  running?  Now  the  questions  start  and  the  real  work 
s  begins.  Are  you  on  track  to  realize  the  power  and  profits  of  a  converged  network?  Do  you  have  the  answers, 

L  expertise,  and  solutions  you  need  to  deliver  on  the  promise  of  your  deployment?  Join  us  at  the  Network  World 
w  Technology  Tour  Voice  Over  IP:  Maximizing  the  Impact  of  Your  Rollout.  Learn  how  to  tackle  the  technical, 
organizational  and  accounting  requirements  that  position  you  to  meet,  indeed  exceed,  the  "day-two"  demands 
and  expectations  of  users  and  management  alike.  At  this  watershed  event  you'll  compare  experiences,  establish 
benchmarks,  and  gain  clarity  with  colleagues  who  -  like  you  -  bridged  the  voice/data  gap,  defined  the  future  of 
networks,  and  now  lead  the  voice  over  IP  revolution. 


Insights  from  VoIP  Leaders 

Johna  Till  Johnson, 
President,  Chief  Research 
Officer,  and  Founder  of 
Nemertes  Research 


Practical  intelligence  &  takeaways:  y , 

m  Cost,  quality  and  savings  benchmarks 

*  Training  programs  for  in-house  staff  to  support  VoIP  deployments 
m  Industry  "best  practices"  performed  within  other  IT  organizations 

*  Key  strategies  that  capture  both  tangible  and  intangible  ROI 

*  Tighter,  faster  integration  of  voice  messaging  enterprisewide 

«  Comparative  evaluations  of  leading-edge  products  and  services 


Advance  Reservation  is  Required  for  Complimentary  Attendance 

Online  at  www.nwfusion.com/events/voip2  or  call  1-800-643-4668 

PLATINUM  PRESENTING  SPONSORS:  GOLD  EXHIBITING  SPONSORS: 
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;  limited  to  Network  and  IT  professionals  involved  in  the  evaluation,  purchase  and  implementation  of  voice  over  IP  products  and  services. 
World  Events  reserves  the  right  to  determine  total  audience  and  profile  of  complimentary  attendees.  Paid  registration  is  also  available. 


N  U  A  S  I  S 


To  sponsor  this  Network  World  event  or  if  you  are  interested  in  on-site  training  for  your  company, 
contact  Andrea  D'Amato  at  508-490-6520  or  adamato@nww.com. 


Remote  Portals  and 
Java  Specification 
Request  for  Portlet 
API. 

EPeople  also  has 
developed  support 
for  Security  Assertion  Markup  Language 
(SAML),the  next-generation  XML-based 
standard  for  exchanging  authentication 
and  authorization  information  among  dis¬ 
parate  Web  access  management  and  secu¬ 
rity  products.  SAML  lets  customers  seam¬ 
lessly  traverse  between  their  composite 
applications  and  other  external  applica¬ 
tions,  without  having  to  log  on  multiple 
times,  and  lets  them  centralize  user 
account  management. 

Niku,  a  project  portfolio  management 
vendor,  is  delivering  this  architecture  in  its 
upcoming  upgrade  of  Niku  6.“We  expect 
composite  applications  to  become  the 
InfoSpace  of  enterprise  applications,  and 
Web  services/open  standards  will  play  a 
critical  role  in  this  evolution,” says  Mark 
Moore,  executive  vice  president  of  prod¬ 
ucts  and  services  at  Niku. 

SAP  recently  announced  a  compre¬ 
hensive  platform  called  NetWeaver  to 
build  xApps.The  NetWeaver  platform 
leverages  Web  services  technology  to 
transparently  integrate  xApps  with  its 
mySAP  applications  and  other  external 
applications. To  ensure  that  the  platform 
enables  integration  with  any  off-the-shelf 
or  homegrown  application,  NetWeaver  is 
designed  to  interoperate  with  .Net  and 
J2EE. 

As  Web  services  standards  evolve  for 
application  integration,  it  will  become  eas¬ 
ier  to  build  composite  applications  that 
easily  snap  into  any  business  application. 

Gupta  is  a  principal  at  The  Applications 
Marketing  Group,  a  marketing  consultancy. 
He  can  be  reached  at  anil@applications 
marketing.com. 


Composite  applications  have 
the  following  attributes: 

Collaborative.  They  enable  per¬ 
son-to-person  collaboration  as  a 
part  of  the  business  process.  As  a 
result  they  must  support  both  struc¬ 
tured  workflow-based  collaboration 
and  ad  hoc  team-based  collabora¬ 
tion  within  their  core  architectures. 

Content-driven:  They  relate 
knowledge,  unstructured  data  and 
structured  information  within  the 
context  of  a  business  process.  As  a 
result,  capabilities  such  as  docu¬ 
ment  management  or  expertise 
management  is  core  to  the  architec¬ 
ture  of  these  systems. 

Cooperative:  Composite  applica¬ 
tions  are  designed  to  leverage  infor¬ 
mation  from  external  applications 
that  support  adjacent  business 
processes.  Hence  they're  designed 
using  extensive  Web  services-based 
architectures. 
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cyclades 


Everywhere  with  Linux 


Cyclades  Corporation 

ACS1 

(888)  CYCLADES 
www.cyclades.com 
Booth  #23480 

Cyclades,  a  data  center  fault  manage¬ 
ment  company,  enables  remote  manage¬ 
ment  of  servers,  network  equipment  and 
automation  devices.  Its  products  help 
data  center  managers  at  enterprise, 
telecommunication  and  Internet  compa¬ 
nies  to  maximize  network  and  server 
availability.  Cyclades  offers  scalable 
products  leveraging  Linux  technology  for 
flexibility,  ease  of  customization,  security 
and  innovation. 


western  telematic  incorporated 


Western  Telematic,  Inc. 

Remote  Network  Management 
(800)  854-7226 
www.wti.comBooth  #23128 

Network  managers  around  the  world  use 
WTI's  NetReach™  products  to  support 
and  manage  their  network  equipment. 
NetReach  products  provide  secure,  dial¬ 
up  access  to  remote  network  devices. 
Even  when  your  network  is  down, 
NetReach  products  allow  access  to 
remote  sites  for  power/reboot  control, 
multi-port  switching,  alarm  management 
and  lOBaseT  patch  routing. 


The  Right  Technology. 
Right  Away  " 


CDW 

(800)  800-4CDW  •  www.CDW.com 

CDW®  (Nasdaq:  CDWC),  a  FORTUNE® 
500  company,  is  a  leading  provider  of 
technology  products  and  solutions  for 
businesses,  government  agencies  and 
educational  institutions.  CDW  is  a 
leading  source  of  technology  products 
and  services  from  such  companies  as 
Cisco,  Computer  Associates,  Hewlett- 
Packard,  IBM,  Intel,  Microsoft, Toshiba 
and  many  more. 


ENTERASYS 


NETWORKSi 


Enterasys  Networks 

(978)  684-1000  •  www.enterasys.com 

Enterasys  Networks  -  Business-Driven 
Networks ™  for  Enterprise-Class 
Customers.  With  one  of  the  industry's 
broadest  product  portfolios  —  plus  a  full 
range  of  services  —  Enterasys  Networks 
provides  Business-Driven  Networks™ 
to  the  world's  most  successful  enterprises. 
Our  mission  is  clear:  Leveraging  our 
technology  and  thought  leadership,  and 
the  strengths  of  our  strategic  partners, 
we  develop  flexible,  scalable,  intelligent 
solutions  that  drive  business. 
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SPIRENT 

Communications 

Spirent  Communications 
(818)  676-2300  •  www.spirentcom.com 
Booth  #10907 

Spirent's  test  systems  are  used  in  the 
development  and  evaluation  laboratories 
of  all  major  network  equipment  manufac¬ 
turers  and  service  providers.  Visit  our 
booth  to  meet  the  industry's  experts  and 
see  the  very  latest  on  testing  Routing, 
LAN/Metro  Services,  VoIP,  Access, 

Mobility  and  Service  Assurance.  If  it 
wasn't  tested  with  Spirent.. .it  wasn't  tested. 
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Redline 

communications 


Redline  Communications  Inc. 

AN-30T  T1/E1  Broadband  Fixed 
Wireless  System 

(905)  479-8344 
www.redlinecommunications.com 
Booth  #11526 

Redline's  new  AN-30T  system  is  a  non- 
line-of-sight,  broadband  fixed  wireless 
product.  Targeted  on  carriers  and  telcos, 
it’s  designed  to  cut  costs  for  applications 
which  include  wireless  mobility  backhaul, 
WISP  data  hotspot  backhaul  and  enter¬ 
prise  WAN  connectivity  (voice  and  data). 

It  joins  the  AN-50  in  Redline’s  growing 
product  portfolio.  Both  systems  function 
at  up  to  72  Mbps  over  the  air  and  support 
ranges  beyond  50  miles. 


Spectrum  Control,  Inc. 

AC  SMARTstart  Jr. 

(814)  474-2207  •  www.specpower.com 
Booth  #23867 

Spectrum  Control  introduces  the 
improved  AC  SMARTstart  Jr.  from  its 
line  of  SMARTstart  and  SHARPstart 
power  distribution  units.  The  AC 
SMARTstart  Jr.  power  distribution  unit 
(PDU)  for  remote  and/or  local  power 
management  now  features  an  easy-to- 
use  on-board  web  browser  that  facili¬ 
tates  simple  outlet  control  to  cycle  power 
to  locked-up  servers  and  other  network¬ 
ing  equipment.  In  addition  to  the  new 
on-board  web  browser,  the  updated 
SMARTstart  Jr.  also  features  a  30-amp 
total  capacity  at  120  VAC  or  15-amp  total 
capacity  at  230  VAC  for  8  outlets.  This 
configuration  is  ideal  for  industrial  appli¬ 
cations. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions.  ^ . 
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Complimentary  Event  for  Qualified  Attendees! 


TECHNOIOGYTOUR 


You're  faced  with  it  every  day  —  users  demanding  access  to  data  from  anywhere  at  anytime,  which  means  you 
need  to  meld  storage  into  every  aspect  of  the  enterprise.  You  need  a  well-tested  disaster  recovery  plan.  You 
have  to  account  for  the  security  of  customer  information.  And  you're  under  pressure  to  support  the  enormous 
amounts  of  information  applications  are  churning  out.  Where  do  you  begin  tackling  these  storage  challenges? 
Come  to  Network  World's  Storage  Technology  Tour,  "Shoring  Up  Your  Enterprise  Strategy,"  where  storage  expert  Steve 
Duplessie  and  leading  industry  vendors  help  you  put  together  a  comprehensive  storage  strategy. 


6  storage  lessons  to  make  your  enterprise  a  success: 


REGISTER  TO  ATTEND  IN  A  CITY  NEAR  YOU! 

June  10  •  Boston,  MA  ►  Sheraton  Tara  Framingham 
June  12  ►  Washington,  DC  ►  JW  Marriott 
June  24  ►  Chicago,  IL  ►  Hyatt  Regency  O'Hare 
June  26  San  Jose,  CA  ►  Silicon  Valley  Conference  Ctr. 


a  Paper  trails.  Understand  the  impact 
of  HIPAA,  SEC  restrictions  and  other 
regulatory  issues. 

a  Pick  your  pipe.  Determine  whether 
Gigabit  Ethernet  or  Fibre  Channel  is 
best  for  your  environment. 

a  More  bang  for  your  buck.  The  role  of 
virtualization  and  consolidation  in 
maximizing  your  resources. 


a  Disaster  recovery  goes  the  distance. 
Examine  Fibre  Channel  over  IP  and  other 
emerging  technologies  moving  storage 
across  the  wide  area. 

a  The  path  of  iSCSI.  Flow  standards  like 
iSCSI  will  fit  into  the  enterprise. 

a  SAN  vs.  NAS  no  more.  Flow  block-oriented 
and  file-oriented  systems  are  merging. 


Sign  up  for  one  of  these  cities 
today  and  let  the  storage  experts 
keep  you  ahead  of  the  curve! 


PRE-REGISTRATION  IS  REQUIRED.  RESERVE  YOUR  SEAT  NOW! 

Online  at  www.nwfusion.com/events/storage2.jsp 

or  call  800-643-4668 


PLATINUM  PRESENTING  SPONSORS: 
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StorageTek 


WINCHESTERSYSTEMS* 

Storage  Simplicity  by  Design 


,xt  t0  Network  and  IT  professionals  involved  in  the  evaluation  and  purchase  of  storage  products  and  services.  Network  World  reserves  the  right  to  determine  total  audience  profile. 
sponsor  this  Network  World  event  or  if  you  are  interested  in  on-site  training  for  your  company,  contact  Andrea  D'Amato  at  508-490-6520  or  adamato@nww.com. 


Open  source  opportunities 

As  Linux  grows,  so  do  certification  programs  to  validate  expertise  with  the  operating  system. 


■  BY  PHIL  HOCHMUTH 

Linux  professionals  might  describe  themselves  as  “certified  geeks.” 
But  this  term  is  becoming  more  serious  as  IT  professionals  look  to 
organized  certification  and  educational  programs  to  boost  their 
Linux  knowledge  and  marketability 


The  ubiquity  of  certification  programs 
for  Cisco,  Microsoft  and  Novell  products 
reflects  the  popularity  of  those  technolo¬ 
gies.  And  as  Linux  usage  increases  in  cor¬ 
porate  networks,  interest  in  open  source 
certification  and  education  is  climbing. 

Demand  for  employees  with  Linux  skills 
can  be  correlated  with  Linux’s  expanding 
presence  in  corporations,  observers  say 
According  to  IDC,  Linux  accounted  for 
23%  of  new  server  software  shipments 
last  year,  almost  twice  as  much  as  Novell 
NetWare  and  Unix  combined,  and  be¬ 
hind  only  Windows.  Open  source  servers 
running  Apache  Web  Server  and  Linux 
also  are  said  to  be  the  most-used  soft¬ 
ware  combination  for  running  Web 
servers,  according  to  Netcraft,an  Internet 
research  firm. 

Independent  companies  that  provide 
training,  testing  and  certification  for  Linux 
include  CompTIA.SAIR  and  the  Linux  Pro¬ 
fessional  Institute  (LPI),  along  with  ven¬ 
dor-specific  certifications,  such  as  the  Red 
Hat  Certified  Engineer  program. 

Novell  also  has  started  offering  Linux 
education  as  part  of  its  certification  pro¬ 
cess,  as  the  vendor  incorporates  more 
Linux  technology  into  its  products.  IBM 
also  offers  certifications  for  some  of  its 
commercial  software  products  on  Linux, 
such  as  DB2  database  and  WebSphere 
application  server. 

Some  of  the  most  popular  certifications 
are  LPl’s  Level  1,2  and  3  programs.The  pro¬ 
grams  are  a  hit  with  Linux  users  because 
they  were  created  and  are  conducted  sim¬ 
ilarly  to  the  open  source  model,  in  that  no 
one  vendor  dominates  the  training.  Input 
on  the  program  also  comes  largely  from 
its  alumni. 

“LPI  was  borne  out  of  a  community 
development  process,”  says  Evan  Leibo- 
vitch,  LPIs  president.  He  says  this  is  what 
makes  it  different  from  vendor  certifica¬ 


tion  programs.“Different  automakers  don’t 
give  out  driver’s  licenses  for  their  own  cars, 
and  you  wouldn’t  trust  a  pharmacist  who 
received  an  education  from  a  drug  com¬ 
pany’  he  adds. 

LPI  gave  out  10,000  exams  from  its  in¬ 
ception  in  2000  to  May  2002.  Since  last 


year,  the  firm  had  administered  another 
10,000  exams. 

The  certification  program  has  a  pass/fail 
rate  of  about  50%,  and  about  7,000  people 
are  LPI  certified,  he  says. 

For  each  LPI  certification  level,  a  single 
exam  is  given. The  Level  1  exam  tests  areas 
of  Linux  systems  administration,  such  as 
setting  up  a  mail  or  Web  server,  adding  and 


removing  user  accounts,  and  troubleshoot¬ 
ing.  Higher-level  certifications,  such  as 
Level  2  and  3,  test  more  complex  skills 
such  as  Linux  kernel  programming  and 
configuration.  Leibovitch  says  LPI’s  certifi¬ 
cation  program  is  shaped  by  surveys  it 
sends  out  to  IT  professionals  who  use 
Linux,  asking  what  skills  are  important  to 
their  jobs.  Linux  vendors  and  experts  in  the 
open  source  community  also  contribute  to 
the  programs. 

In  the  field 

One  IT  integration  firm  uses  the  LPI  certi¬ 


fication  as  a  requirement  for  all  new  hires. 

“We  started  requiring  LPI  certifications  a 
few  years  ago,”  says  Matthew  Rice,  presi¬ 
dent  of  Starnix.an  IT  consulting  company 
that  specializes  in  installing  Linux  technol¬ 
ogy  “We  felt  [LPI]  was  a  credible  enough 
body  that  we  only  began  hiring  people 
that  are  LPI-certified  or  who  could  be  cer¬ 
tified  by  a  certain  time  period.” 


Rice  says  the  certification  helps  him  find 
Linux  talent  and  is  reassuring  for  clients. 

“Some  of  our  clients  have  tried  Linux 
either  through  a  provider  who  didn’t  know 
what  they  were  doing  or  by  trying  it  them¬ 
selves,”  Rice  says. 

“Usually  they’ve  made  an  awful  mess  of 
things  by  the  time  they  call  us.  And  one  of 
the  first  things  they  say  is,  ‘How  do  we 
know  you’re  not  any  worse  than  the  last 
outfit  that  tried  to  help  us?’  One  thing  we 
can  point  to  is  our  certified  staff,”  he  adds. 

The  adoption  of  Linux  into  certification 
courses  from  other  vendors  is  a  sign  that 
demand  for  Linux  knowledge  is  growing, 
says  Adam  Williams, systems  administrator 
at  Morrison  Industries,  an  industrial  equip¬ 
ment  sales  and  service  company  in  Grand 
Rapids,  Mich.  Williams  manages  a  network 
of  around  200  nodes  with  Linux  as  the  pri¬ 
mary  operating  system. 

“Novell  certification  covers  parts  of  Linux 
now,  which  is  a  good  thing,”  says  Williams, 
who  doesn’t  hold  any  Linux  certifications. 
He  organizes  a  local  Linux  users  group  in 
Grand  Rapids  and  says  interest  in  certifi¬ 
cation  for  Linux  is  growing  among  the 
group’s  mostly  Novell-certified  members. 

Jeff  Davis,  systems  programmer  with 
Amerada  Hess  in  Houston,  which  uses  a 
large  cluster  of  Linux  machines  for  petro¬ 
leum  research,  says  Linux  certification 
doesn’t  equal  Linux  competency 

When  it  comes  to  hiring,  Davis  says, 
“Certification  can  be  a  determining  factor 
between  two  people  with  equal  skills  and 
experience.”  But  he  adds, “I’m  not  a  strong 
believer  in  certification  in  general.” 

Because  Linux  is  often  picked  up  infor¬ 
mally  while  in  college  or  on  the  job, 
Davis  considers  experience  to  be  the 
most  important  attribute  for  someone 
interested  in  working  with  Linux. 

“If  you’re  starting  out  and  getting  out  of 
school,  then  it’s  probably  a  good  thing," 
Davis  says  of  Linux  certification.  “1  know 
people  who  are  certified  that  are  good, 
and  people  who  are  certified  and  who  are 
not  good.  Lots  of  people  I  work  with  don’t 
even  have  a  college  degree  but  they’re 
phenomenal  programmers.  It’s  all  about 
the  people.”  ■ 


Linux,  by  the  book 

Some  education  and  certification  programs  available  for  Linux: 

Linux  Professional  Institute  (LPI): _ 

The  program:  Offers  Level  1, 2  and  3  certifications,  which  test  Linux  competency 
from  the  basic  administration  level,  to  administration  of  large  networks  and  Linux 
kernel  debugging.  Availability:  Exams  available  through  Virtual  University  Enterprises 
(VUE)  andThomson  Prometric  testing  centers.  Cost:  $100  per  exam. 

SAIR  Linux/GWU  certification _ 

The  program:  Offers  four  Linux  certifications  in  Installation  and  Configuration, 
System  Administration,  Networking  and  Security,  and  Ethics  and  Privacy.  Availability: 
Exams  and  classes  available  through  VUE  andThomson.  Cost:  $99  per  exam. 

Red  Hat _ 

The  program:  Offers  two  vendor-specific  certifications  —  Red  Hat  Certified 
Engineer  (RHCE)  for  setting  up  Red  Hat-based  networks  from  scratch,  and  Red  Hat 
CertifiedTechnician  (RHCT)  for  managing  and  troubleshooting  an  existing  Red  Hat 
network.  Availability:  Exams  and  classes  available  through  Red  Hat  offices  and 
affiliated  providers  in  35  cities  in  the  U.S.  and  Canada.  Cost:  $749  for  RHCE  exam, 
$349  for  RHCT  exam,  $2,298  for  five-day  training  plus  exam. 


KVM  switching  with  local 
and  remote  control 


EASIER  TO  USE 

•  Access  and  control  servers  from  any  location  using  Avocent's 
KVM  OVER  IP™  switching 

•  AVWorks  software  is  included  with  AutoView  1000R/2000R 
switches.  Provides  a  single  interface  to  access  servers  and 
network  devices 

•  User-friendly  interface  lets  you  organize  the  attached  servers.  Use 
logical  naming  conventions  to  group  your  servers  by  type,  site, 
location  or  department.  No  need  to  remember  each  IP  address! 

•  Wizard-based  installation  drastically  reduces  the  time  required  for 
setting  up  similar  technologies 


AutoView 


MORE  ADVANCED  FEATURES 


•  Servers  are  attached  using  intelligent  CAT  5  server  interface 
modules  that  reduce  cable  issues  in  the  rack 

•  Assign  granular  security  permissions  for  each  individual  port 
number  with  Java-based  AVWorks  software 

•  Comprehensive  security  includes  authentication  and  data 
transfers  using  SSL  connections 

•  Supports  DES,  3DES  and  128bit  encryption 


AutoView 

KVM 

Switches 

Users 

Servers 

Platforms 

Cabling 

KVM  OVER  IP™ 
Remote  Access 

Software 

AutoView  1000R 

1  local,  1  digital 

16 

PS/2,  Sun 
USB 

CAT  5 
AVRIQ 

Yes 

AVWorks  and 
OSCAR 

AutoView  2000R 

1  local,  2  digital 

16 

PS/2,  Sun 
USB 

CAT  5 
AVRIQ 

Yes 

AVWorks  and 
OSCAR 

Also  Available 

AutoView  2000 

2  local 

16 

PS/2,  Sun 
USB 

CAT  5 
AVRIQ 

No 

OSCAR 
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Call  for  an  Avocent  Authorized  Reseller  near  you 

1*866*286*2368  ext.  3006 


Special  offer  on  these  new  switches:  Download  your  free 
of  Avocent's  Definitive  KVM  Buyer's  Guide  at 
>vocent.com/guide  or  call  1-866-286-2368  ext.  3006. 

Ajtc'. WWwis  iCVM  OVER  IP  and  The  Power  of  Bwng  T>w»  art  trademaAs  o*  Avocenl  Corporation.  Copyright  C  2003 
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The  Power  of  Being  There- 
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With  Cyclades,  the  only  thing 
missed  at  your  data  c 
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Feature 

Benefit 

Remote  Access 

PCMCIA  supporting  modem,  ISDN, 

GSM,  Wireless  LAN 

Security 

SSH  vl  &  v2,  LDAP,  Kerberos,  TACACS+, 
RADIUS,  Secure  ID 

Dual  Power  Supply 
(AC  &  DC) 

High  availability  when  power  fails 

Dual  Ethernet 

PCMCIA  supporting  additional  ethernet 
for  redundancy 

Port  Density 

1,4,8,16,32  or  48  ports  in  1U  rack  space 

"  Best  Hardware  for  Linux" 
since  1995. 


Our  console  servers  give  you  all  the  freedom 
you  need  to  manage  your  networks  and  servers 
anytime,  anywhere. 

Which  is  why  Cyclades  sells  more  console  servers  than  anyone 
else  in  the  industry. 

The  AlterPatlf  ACS  offers  the  industry's  only  combination  of 
dual  power  supply  and  PCMCIA  slots  for  enhanced  redundancy 
and  functionality.  And  because  our  technology  is  based  on 
Open  Source  Software  (Linux),  you  benefit  from  innovative 
products  that  offer  flexibility,  ease  of  customization  and 
a  high  level  of  security. 

With  Cyclades  console  servers,  you  get  the  convenience  and 
security  you  need  to  access  and  manage  all  of  the  console  ports 
in  your  data  center  at  anytime,  from  anywhere  in  the  world  - 
even  when  the  network  is  down. 


cyclades 


Everywhere  with  Linux' 


So  relax.  You  won't  miss  a  thing. 


www.cyclades.com/nw  •  sales@cyclades.com  •  1 .888. CYCLADES 

©2003  Cyclades  Corporation.  AH  rights  reserved.  All  other  trademarks  and  product  images  are  property  of  their  respective  owners.  Product  information  subject 
to  change  without  notice.  Photo  By:  Andre  Perlstein  /  Getty  Images 


e/02/03  1111  JlliH  flmEl 


NetworkWortd 
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LinkRunner  is  your  fastest  possible  antidote  for 
trouble  calls  on  drops.  Plug  it  into  a  port  and  quicker 
than  lightening  strikes  LinkRunner  verifies  link  and 
speed/duplex  settings.  One  button  auto-pings  to  test 
connectivity  to  and  from  key  network  devices.  Tests 
patch  cords  and  cable  for  faults  and  length.  And 
LinkRunner  is  totally  user-friendly  -  no  training  required! 
When  you  see  how  easy  this  network  multimeter  is  to 
work  and  how  much  more  productive  it  can  make  you 
and  your  crew,  you  won't  want  to  go  to  work  without 
one  in  your  pocket. 


For  more  information  on  value 
pricing  and  availability,  go  to 
CDW  at  www.cdw.com/flukenetworks 

F=LUKE 


®2003  Fluke  Corporation.  All  rights  reserved.  01718 
Other  products  mentioned  herein  are  the  property  of  their  respective  owners. 


Computing  Solutions 
Built  for  Business * 


LinkRunner m 
Network  Multimeter 


in  Remote  Reboot  AC  or  DC  Power  Management 


Don't  let  server  lock-up  knock  you  off  the  mountain.  Spectrum  Control's 
SMARTstart  power  distribution  units  with  remote  power  management 
capability  allow  you  to  monitor,  sequence  and  reboot  your  servers  and 
network- equipment  from  any  remote  location. These  AC  or  DC  rack 
mounted,  off-the-shelf  solutions  feature  several  methods  of  communication 
including  advanced  Web  Browser  access  and  greater  power  management 
than  you  ever  imagined. 

•  Reboot  via  telnet  and  other  convenient  interfaces 

•  Lower  costs  through  reduced  network  downtime  and  field  service  visits 

•  SMARTstart  PDU's  offer  customization  and  are  upgradable 

•  Menu-driven  user  friendly  interface  and  secure  password  protection 

•  Global  access  to  monitor,  reboot  and  sequence  outlets 

•  Email  alerts  &  SNMP  Traps  for  immediate  system  status  notification 

ALL  AT  AN  UNBELIEVABLE 
OUT-OF-THE-BOX  PRICE 


To  leant  more  call  814-474-2207 
or  for  online  thiUt  shetjs,  %<>  lo  C 
www.specifowei:coin/ifwnutlr22 


We’re  looking  for  Resellers  (VAR’S) 
and  Distributors  to  join 
our  SMARTcircle 


See  us  at  SUPERCOMM  booth  #  23867 


MANAGE  YOUR  SERVERS  OVER  IP 

FROM  ANYWHERE 


UltraLink  sets  a  new  standard  in  remote  management  of  server 
room  environments.  It  saves  you  money  by  allowing  you  to  centralize 
your  IT  resources.  Since  it  does  not  depend  upon  software  loaded 
on  your  computers,  it  deploys  easily  and  works  on  any  operating 
system,  such  as  Windows,  Linux,  Solaris,  Unix,  or  OSX. 

The  UltraLink  digitizes  the  remote  computer’s  video.  It  then  scales, 
compresses,  encrypts,  and  packetizes  it  into  the  TCP/IP  protocol.  At 
your  PC  the  free  Viewer  application  receives  and  displays  the  video 
and  sends  back  keyboard  and  mouse  data.  This  process  allow  you 
to  access  remote  computers  from  anywhere. 

Rose  is  a  leading  manufacturer  of  switching,  extension,  and  access 
products.  As  a  KVM  industry  pioneer,  Rose  is  known  for  its 
technically  superior  and  price  competitive  products. 

Join  the  ranks  of  many  successful  companies  using  UltraLink,  call 
Rose  to  learn  more  about  KVM  Access  over  IP  as  well  as  KVM 
Switches,  Extenders,  and  Data  Switches. 


UltraLink 


Connects  to  standalone  computers  or  any  KVM  switch 

High  quality  16-bit  video  at  up  to  1280x1024  resolution 

Easy  to  install,  give  it  an  IP  address  and  run  the  Viewer  program, 
no  user  license  required 

Encrypted  communication  for  highly  secure  operation 
Scaling  and  scrolling  features  for  maximum  flexibility 
Single  mouse  cursor  simplifies  user  interface 
See  four  servers  from  one  screen  with  quad  screen  mode 
Lifetime  free  flash  upgrades 


KVM  SWITCHES 


KVM  EXTENDERS 
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KVM  ACCESSORIES 


LOW  COST  SINGLE  USER 
Vista™ 

Low  cost  single  user 
KVM  switch  supports 
up  to  64  computers 


KVM  EXTENDER-COAX 
ViewLink™ 

Extends  KVMs  up  to  250  feet  away 
using  coax  cable 
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KVM  RACK  DRAWER 

RackView™ 

1U  or  2U  rack  mountable  KVM  drawer 
17"  or  15"  LCD  video  monitors 
Optional  up  to  4x16  KVM  switch  option 
Kits  available  for  single  or  multiple  users 


PROFESSIONAL  SINGLE  USER 
Ultra  View  Pro™ 

Professional  single  user 
KVM  switch  supports  up 
to  256  computers 


KVM  EXTENDER-FIBER 
CrystalView  Fiber™ 

Extends  KVM  workstation 
up  to  30,000  feet  away 
Eliminates  EMI/RFI 
Supports  PC,  Sun,  and  USB 


KVM  SHARING 

Multistation™ 

Up  to  four  KVMs  to  one 
computer  allows  fully  automatic 
KVM  sharing 


MULTI-USER  FIXED  CHASSIS 

UltraMatrix™  E-series 

Professional  multi-user  KVM  switch 
2  -  4  KVM  stations  to  1,000  computers 


KVM  EXTENDER-CAT  5 
CrystalView™ 

Extends  your  KVM  station 
up  to  1 ,000  feet  away  from  your 
computer  using  a  CAT-5  cable 
Now  available  with  Audio 
Supports  PC,  Sun,  and  Serial 


CLASSROOM  KVM  SWITCH 

CiassView™ 

Instructor  has  total  control 
over  classroom  of  up  to  255  students 
Instructor  can  access  the  students'  computers 
Keyboard  controlled,  easy  to  use 
Bus  connection  simplifies  installation 


I  UmtSKUtm 
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MULTI-USER  EXPANDABLE 

UltraMatrix™  X-series 

Enterprise  class  multi-user  KVM  switch 
4  -  250  KVM  stations  to  1 ,000  computers 


USA  toll  free  800  333  9343 
ROSE  US  281  933  7673 
ROSE  Europe  +44  (0)  1264  850574 
ROSE  Asia  +61 7  3427  5353 


KVM  EXTENDER-CAT  5 
CrystalView  Mini  ™ 

Extends  KVM  workstation 
up  to  1 50  feet  away 
Single  and  dual  versions 


VIDEO  DISTRIBUTION 

VideoSplitter™ 

Splits  video  from  one  or  two 
computers  to  multiple  monitors 


ELECTRONICS 


Rose  Electronics  ■  10707  Stancliff  Road  •  Houston,  TX  77099 
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'fbwr  network  costs  a  fortune... 

•••protecting  it  doesn't  have  to 

Global  LAN  Furniture 

fjrotects  your  equipment 
or  a  lot  1< 


72"  Workstation 

$799 

Stk.  #  C95033 


NEW 


LOWES 


24"  Server  Station 

$299 

Stk.  #  C23955 


Keyboard  drawers 
and  casters  sold 
separately. 


COMPUTER  a  Systemax  company 


tor  a  lot  less  money. 

Our  heavy-duty  LAN  Furniture  is  built  to  last  with 
steel-reinforced,  triple-leg  support  and  lateral 
braces.  Built-in  cable  management  system  hides 
unsightly  wires  and  organizes  and  separates 
cables.  Deep  30"  work  surface,  adjustable  shelves 
and  sturdy  server  shelf  allow  for  easy  integration  of 
all  your  network  equipment,  providing  a  complete 
storage  solution.  Our  96",  72",  48"  and  24"  wide 
units  combine  with  additional  shelves,  keyboard 
drawers  and  casters  for  unmatched  flexibility  to 
meet  your  changing  needs. 


SAVE  A  TON  OF  MONEY 
ON  YOUR  NEXT 
MEDIA  PURCHASE! 

Check  out  our  prices  today! 

CALL  1  -800-8-GLOBAL 

or  visit  us  online  for  the  LAN  solution  that  is  right  for  you. 

www.globalcomputer.com/ go/mag/Ian 
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There  Is  A  Better  Way  To  Troubleshoot  &  Manage  Your  Network 


Ous&VGr 


Expert 
Observer 
s 2395 


Observer 
Suite 
* 3995 


Observer® — Quickly  identifies  network 
trouble  spots  and  costs  thousands  less  than 
expensive  hardware-based  analyzers. 
Observer  provides  metrics,  capture,  and 
trending  for  both  shared  and  switched 
environments. 

•  Full  packet  capture  and  decode  for  over 
500  protocols,  including  TCP/IP  (v4  &  v6), 
NetBIOS/NetBEUI,  XolP,  SNA,  SQL,  IPX/SPX, 
Appletalk  and  many,  many  more! 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

•  Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

•  Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

•  Ethernet  (10/100/Gigabit),  Token  Ring, 
FDDI,  and  Wireless  802. 1 1 — no  need  to 
purchase  separate  tools 


•  Windows ®  98/Me/NT/2000/XP  compatible 

•  Over  4,000  frame  types  recognized 

Expert  Observer — Identifies  problems  and 
provides  Expert  information  in  plain  English. 
Includes  all  of  the  features  of  Observer  plus 
real-time  and  post-capture  expert  event 
identification  and  analysis — new  SQL  and 
Frame  Relay  experts  add  to  the  many  other 
protocols  covered,  time  synchronization 
technology,  and  modeling  of  network  traffic. 

Observer  Suite — The  ultimate  tool  for 
the  most  demanding  power  user. 

Provides  a  full  complement  of  tools  that 
includes  all  of  the  features  of  Expert 
Observer  plus  SNMP  management,  RMON 
console/Probe  and  Web  reporting.  Includes 
one  remote  Probe. 

If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert 
Observer,  or  Observer  Suite. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.NETWORKINSTRUMENTS.com 

US  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  559880  •  Fax  +44  (0)  1959  569881 


INSTRUMENTS 


©2002  Network  Instruments.  LLC.  Observer,  "Network  Instruments”  and  the  “N  with  a  dot"  logo  are  registered  trademarks  of  Network  Instruments,  LLC. 
All  other  trademarks  are  property  of  their  respective  owners. 


Reading  someone  else’s 
copy  of  Network  WortdPffflSffi 


Apply  for  your  own 
Free  subscription  today. 


Jtr*"  Costs,  security 

Optimism  abounds  11/4U  11  in  linAltfl 
...justified  or  not  V6X  VOIP  US6PS 


subscribenw.com/b03 

Apply  for  your 

free 

subscription  today! 

(A  $255  value  -  yours  free) 


The  ATTO  DiamondiRMD  Arrs 
Lowers  Your  Storage  Costs 
Without  Sacrificing 
^PervSmSSS^nd  f Rel  ia  Bi  I  i€v 


•  Unparalleled  Price  -  offering  the  lowest  cost/MB  available  today 

•  Unmatched  Capacity  -  up  to  8  TB 

•  Performance  -  reach  up  to  240  MB/sec.  sustained  throughput 

•  Connectivity  -  Fibre  Channel  and  SCSI  interfaces  for  increased  flexibility 

•  Interoperability  -  certified  with  all  leading  hardware  and  software  vendors 

•  Ease  of  Integration  -  plug  &  play  with  auto-configuration  gets  you  up  and 
running  quickly 


716.691.1999 

attotech.com/nwwd 


Power  Behind  the  Storage 

RAID  storage  arrays  •  Fibre  Channel  bridges  •  IP  bridges 
•  SCSI  and  Fibre  Channel  host  adapters 
Fibre  Channel  hubs  •  SAN  connectivity  software 


ATTO 


ATTO  Technology,  Inc. 
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10/100  BaseT  Ethernet 

IP  for  HTML.  SNMP  & 
Telnet  Management 


RS-J32 

Serial  Management 


Link  Port 

(daisy  chains  to) 

Expansion  Module 


Power  Tower  XL 

•  Outlet  Grouping  across 
power  circuits 

•  Input  Current  Monitor 

•  New  HTML  GUI 

•  Power-up  Sequencing 

•  Zero  U  vertical  and  Rack- 
mount  horizontal  models 

•  Add  a  second  Power  Tower 
to  manage  32  power-ports 


>  Sentry  Power  Tower. 

Equipment  Cabinet  Solutions 


Server  Technology,  Inc.  fisstii 

0  Sandhill  Drive  Reno,  Nevada  89511  USA 
servertech.com  toll  free:  1.800.835.1515 
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IntellaPatch  16-Port 
Physical  Layer  Switch, 
Low-Cost  Solution  for  Line  Protection 


Call  toll-free  at 
(800)  624-6808 
or  visit  us  online  at 
www.apcon.com. 

While  youVe  there, 
download  a  free 
whitepaper: 

Maximizing 
Your  Test  Investment. 


complex  and  costly.  But  that  was  before  you  added  an 
IntellaPatch  Physical  Layer  Switch  to  your  lab. 

An  Apcon  layer-1  switch  will  increase  the  flexibility  and 
scalability  of  your  interoperability  test  system  by  providing 
intelligent,  automated,  remote-access  connectivity  and  test 
management.  We’ll  reduce  the  hours  you  spend  doing  lab 
setup  and  manual  reconfiguration  -  that  equals  a  savings 
in  both  time  and  money. 


and  SONET  ...Now  That’s  a  Switch! 

O  Apcon 


Solution  for  Networks 


THOMAS  MATZEN 

Vice  President, 

Head  of  Network  Security 
Commerzbank  AG 


With  assets  of  more  than  S420 
billion.  Commerzbank,  based  in 
Frankfurt.  Germany,  is  one  of 
Europe's  leading  banks 


“Information  technology  is  a  key 
factor  in  the  financial  business  and 
our  data  is  one  of  the  most  valuable 
assets  we  have. 


“We  first  chose  CyberGuard  in 
1997,  not  only  because  they  are  the 
first  vendor  in  the  world  to  achieve 
EAL4  certification  for  their  firewall 
appliances,  but  also  because  we 
wanted  a  highly  secure  product 
which  offers  us  a  multilevel  secure 
operating  system,  proxy  abilities 
and,  of  course,  high  availability. 


“Today,  CyberGuard  products 
protect  all  external  connections, 
including  the  Internet  as  well  as 
connections  with  vendors  such  as 
Reuters  and  other  third  party  net¬ 
works.  This  infrastructure  is  being 
used  by  some  35,000  users  world¬ 
wide.  serving  800  German  locations 
and  over  20  international  locations 
across  four  continents." 


CYBERGUARD 


DE I  I  MD  YOUR  DOMAIN 


4k  Common 
IV  «1  Criteria 

EAL4. 
CERTIFIED 

For  white  papers  on  Rock  Solid  Security  go  to 
www  cyberguard  conVrocksolid/nw  cfm 
Phone  954  958  3878 
e-mail  info@cyberguard  com 


EIRE  WALL/VPN 
APPLIANCES 


CyherGuard's  security 
solutions  are  found  in 
Global  2000  companies 
and  governments 
worldwide 


WINNER 


Experience  Counts.  GTA  incorporates 

eight  years  of  firewall  experience  into 
5  new  firewall  appliances  for  the  SME 
market.  With  features  including  VPN 
hardware  acceleration,  high  availability, 
content  filtering  and  gigabit  support, 
GTA  offers  complete  firewall  solutions 
at  a  price  SME  businesses  can  afford.To 
learn  more  about  our  family  of  firewalls 
visit  our  website  or  contact  a  GTA 
channel  partner. 


Associates,  Inc 

-4GTA^  www.gta.com  •  info^’gt^  • 
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Power  Swi 


v“s,  you  can  Switch 
war  over  the  Internet... 


£Se  y»v*  Favorite*  looks  Jjatp 


Servers,  routers,  and  other  electronic 
equipment  sometimes  “lock-up,” 
often  requiring  a  service  call  to  a 
remote  site  just  to  flip  the  power 
switch  to  perform  a  simple  reboot... 

The  IPS-15  gives  you  the  ability  to 
perform  this  function  from  anywhere! 


a  Web  Browser  Access  for  Easy  Operation 

■  Telnet  and  Serial  Access 

■  Encrypted  Password  Security 

n  Expandable  to  Five  (5)  Individual  Outlets 

■  Each  Outlet  can  Switch  a  15  Amp  Load 

■  On  /  Off  /  Reboot  Switching 


LOCATION:  IPS-15  Live  Demo  Unit 
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On 
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All 

Plugs 
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Setup  | 

Logout  | 

Refresh 

j  Applyj 

Cor  cel  | 

Intern* 


Expandable! 
Using  IPS  Satellite  Units... 


[Ulflkfl 


www.wti.com 


(800)  854-7220 


western  telematic  incorporated 
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"Keeping  the  Net.. .Working!" 


Packet  Sniffing  Made  Simple 


Iris®  Network  Traffic  Analyzer 


Decoding  and  Reconstruction 
of  Network  Traffic 


Network  Activity  Monitoring 
Comprehensive  Traffic  Stats 


Keyword  Filtering 
Alerting  Capabilities 


O  Capture  Ffter*  look  tjelp 

B 
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Download  a  FREE  Whitepaper  and  FREE  Trial  of  Iris: 

www.eEye.com/Freelris  or  call  866.282.8276 
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r  enables  instant  capturing,  decoding, 
network  activity. 


SENSAPHONE® 


Sends 

SNMP 

Messages 


Monitors 

64 

IP  addresses 


Embedded 

Web 

Server 


Sends 

E-Mall 


Power 

Outage 

Alarming 


Internal 

UPS 
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Power 

Control 

Interface 


Ethernet 

Port 


Internal  Voice, 
Modem 
to  Pager  Port 


8  Rj-45  Sensor  Inputs 

(Jlmpmilufe,  HmuKltly, 
Wti iff.  Motion,  Powtr, 
Smokt/Hlt) 


Microphone 

lor  Sound 
Monitoring 


BE  NOTIFIED  BEFORE  CRITICAL  EVENTS  TURN  INTO  DISASTER! 


•  Eight  environment  inputs 

•  Power  sensing 

•  Monitors  64  IP  addresses 

•  Send  alerts  to  64  people 

•  8  methods  of  contact 

•  Calendar  scheduling 

•  Expands  to  256  sensors 

•  Remote  power  control 

•  Optional  camera 


The  Sensaphone  IMS-4000  Infrastructure 
Monitoring  System  monitors  critical  environ¬ 
mental  and  network  elements  in  your  server 
room,  data  center,  or  telecomm  installation  and 
reports  to  you  instantly  when  events  threaten 
your  infrastructure.  The  IMS-4000  keeps  watch 
so  you  don't  have  to.  See  these  features  and 
more  on  the  web  at  www.ims-4000.com 


Phonetics,  Inc. 

Tel:  877-373-2700 

901  Tryens  Road 

www.ims-4000.com 

Aston,  PA  19014 

western  telematic  incorporated 
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(800)  854*7226  *  www.wti.com 

5  Sterling  •  Irvine  •  California  92618-2517 
(949)  586-9950  •  Fax:  (949)  583-9514 


The  SCM-16  Secure  Console  Management  Switch  provides  in-band  and 
out-of-band  access  to  RS232  console  ports  and  maintenance  ports  on  UNIX 
servers,  routers  and  any  other  network  elements  which  have  a  serial  console 
or  craft  port.  System  administrators  can  access  serial  maintenance  ports 
over  the  network  via  SSH  connections  and  simple  menu-driven  commands, 
or  through  a  discrete  TCP  port  connection  mapped  directly  to  one  of  the 
SCM-16  serial  outputs. 


Visit  website  for  complete  NetReach™  product  line. 


■  Secure  Shell  (SSHv2)  Encryption 

■  Simultaneous  SSH  or  Telnet 

■  Non-Connect  Port  Buffering 

■  SYSLOG  Reporting 

■  SNMP  Capability 

■  Any-to-Any  Port  Switching 

■  IP  Security  Features 

■  10/100  Base-T  Ethernet  Port 

■  Port-specific  Password  Protection 

■  Data  Rate  Conversion 

■  1 1 5/230VAC  or  -48VDC  Models 


Need  SSH  Console  Ma 


SSH  or  Out-Band  Access  to 
Consoles  at  Remote  Locations 


NITS 


■OTICTION  | 
AFFORDABIUZX. 


NEW 

Office 

Pro®10 


MORE  REASONS  TO  CALL  MOV1NCOOL. 
#1  IN  PORTABLE  SPOT  AIR  CONDITIONING 
FOR  OVER  30  YEARS. 


►  Protects  against  excessive  heat  ►  No  costly  installation 

►  Prevents  costly  system  failures  ►  Affordable  rent,  lease  or  purchase  options 

►  Increases  productivity  and  manufacturing  quality  ►  The  only  ETL-verified  portable  air  conditioner 

►  Up  to  60,000  Btu/h  of  cool  air  ft*  performance 

Call  800-264-9573  or  visit  www.movincool.com  to  ask  about  our  affordable  leasing  options! 


Cisco 


Routers 
•  Switches 
Hubs 

Voice  Over  IP 

Memory 

Security 

Interface  Modules 
Port  Adapters 
Wireless 


Cisco  Router 
and  Switch  Poster 


World  Data  Products  introduces  its  new  Cisco 
Router  and  Switch  poster.  It  provides  at-a-glance 
information  on  model  capacities,  interface  cards 
and  available  features. 

The  Cisco  Poster  is  a 

ImL  ii 


valuable  tool  for 
network  planning. 
Call  877.231.2451  or 
visit  www.wdpi.com 
to  request  your 
FREE  Cisco  Router 
and  Switch  poster. 


f  ¥  i 


RLD 


DATA  PRODUCTS 


- 


MCVINCOOL 

THE  #1  PORTABLE  SPOT  COOLING  SOLUTION 
02003  DENSO  Sales  California,  Inc  MovinCool,  Spot  Cool  and  Office  Pro  are  registered  trademarks  of  DENSO  Corporation. 


Buy  •  Sell  •  Lease  •  Repair  •  New  •  Refurbished  •  Used 
www.wdpi.com  •  877.231.2451  •  cisco@wdpi.com 

121  Cheshire  Lane,  Minnetonka,  MN  55305  U.S.A. 
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We  Buy  &  Sell 

use  d 
cisco 

Juniper 

Extreme 

800.451.3407 

Since  1985 

50-907o  Savings 
Fully  Guaranteed 
Overnight  Delivery 

networkhardware.com 


NEW 


USED 


AUTHORIZED  RESELLER 
Access/Routers/Switches 
Cisco  Livingston  Ascend 
3Com  US  Robotics  Kentrox 
Adtran  BayNetworks  Xyplex 
Computone  Digital  Link 
Modems  /  DSU  /  Muxes 
IBM  UDS  Codex  Hayes  GDC 
Micom  Microcom  Paradyne 
ATT  MultiTech  Penril 
Racal  Telebit  Zoom 

WE  BUY  AND  SELL 
www.wrca.net 
800-699-9722 


We  Buy  &  Sell 


Specials  of  the  week: 


Cisco  2611 
Cisco  NM-HDV  2T1-48 
Cisco  F-A-MC-2T3+ 


FREE  Gift 
With  Every 
Purchase 


Overnight  Delivery 
90-day  Guarantee 
40%-90%  off  List  Price 
Free  Tech  Support 


Need  it  today?  Have  it  tomorrow! 


<  h  trruv/  f  TV  UuihttJM,  CA  92840 


One  -Year  Warranty 


\  ' 

L.ai  ru  st  warehouse  of  used  Cisco 
t  Highest  quality  and  lowest  prices 
*  Uuei  3000  satisfied  customers 

|  Cal!  or  i  ivpij  for  a  fast  quote. 


hQC  ^3*2.8558 


Comsystel  Inc. 

NETWORK  EQUIPMENT 

WE  SPECIALIZE  IN  SELLING 

CISCO 

WE  OFFER: 

•  DOMESTIC  8t 
RIBDUnonAL  SALES 

•  BEST  races 

•  rAST  SHUTTING 

•  BEST  QUALITY 

•  ALL  rSOOOCTS  GUARANTEED 

for  more  information  contact 
Shumon:  Sales&’Networkdeal.com 
1 2686  Hoover  Street. 

Garden  Grove.  CA  9284 1 
Ph.  714-899-0855  Fax  7  14-899-0825 


WWW.NETWORKDEAL.COM 


I 
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Versa  Tables 

Factory  Direct  Prices 
Ufatlma  Warranty  mada  In  USA 
310-873*0384  www.varaadlrtet.eom 


CB—ii  Momltor 

g€*A(£[-  PoH  Weather^W’ 

c  » ~ 


•  Temperature 

•  Humidity 
-•  Air  flow 

•  Light  Level 

•  Doors  Open 
«  Camera  Optional 


Duck 


*179 


E-mail  alkrts. 

Web,  Excel",  SNMP  Software 


Systems/Features/Memory 


cnH 

EOUIBMEWT 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 


in  Stock  •  Fast  Delivery  •  No  Expedite  Charges 


COMSTAR,  INC. 


The  #1  Network  Remarketer 

952*835*5502 

Fax  952-8S5-1927  E-Mallsales@comstarlnc.com 


CISCO  NORTEL 


NEW  •  REFURB  /  BUY  •  SELL 


4£E^ 

Truckload 

Sale 


Cisco  Sums 


NORTEL 

NETWORKS 


388  BaX  Networks 


Fax  Equipment  List  To  801-377-0078 


888-8LANWAN 


Cali  for  Free  Quote!  (888-852-6926)  www.nle.com 


i  Used  i 


i  1  l‘t-1  Li* 


CISCO 


9  EXTREME 


F5 

SUN 


0  877.545.0545 
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Contact  these  companies  today  to  help  you  with  your  training  needs! 


[  MeasureUp 

(678)  356-5000 
|  www.measureup.com 
Certification  Practice  Tests 


I  Transcender 

(615)  726-8779 
I  www.transcender.com 
Award-winning  practice  exams 
for  IT  certification 


Learnkey,  Inc. 

(800)  865-0165 
|  www.leamkey.com 
Self-paced  online  CD  network 
[  certification  developer  bus/apps 


|  CBT  Nuggets 

(888)  507-6283  &  (541)  284-5522 
|  www.cbtnuggets.com 
Inexpensive  training  videos  on  CD. 

I  MCSE,  MCDBA,  MCSD,  Cisco  CCNA,  Linux,  A+,  Net+ 


IPexpert,  Inc. 

(866)  225-8064 
|  www.ipexpert.net 
CCIE  (R&S,  SEC,  and  C&S),  CCSP, 
CCNP,  CCNA,  and  IP  TELEPHONY 
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NetSmart  Learning  Partner 


Temperature 

Sensors 


*129 


Multiple  Models  Including: 


J. 


THL-100 

(Battery  powered) 

THL-100  AC/DC 

(Continuous  monitoring) 

THL-100  AC/DC  Plus 

(Email  alarms) 


►  Records  Temperature,  Humidity  &  Light 

►  Time  Stamped  Data  for  Detailed  Analysis 

►  Windows-based  SmartSensor  Software 
•  Data  or  graphical  view 

•Easily  exports  to  common  spreadsheet 
software 


in  the 
Marketplace  and 
watch  your  sales 
come  pouring  in! 


Call  Direct  Response 
Advertising 
1-800-622-1108 


Toll  Free  1-866-442-7767 
www.smartronix.com/products 


Required  Software  Engineer  for 
Wisconsin  to  design  &  develop 
computer  software  systems  using 
pure  OODBMS  and  ORDBMS  mul¬ 
timedia  database  technologies  Re¬ 
search  &  develop  metadata  reposi- 
tones  using  Dublin  core.  w3c. 
GILS,  and  RDF  initiatives  to  sup¬ 
port  multimedia  metadata  struc¬ 
tures.  Will  use  Oracle  9i.  Poet  or 
Jasmin.  Java.  EJB,  apache.  Tom¬ 
cat.  Html,  XML,  Oracle  Text.  Oracle 
lntermedia(VIR,  Audio  &  Video)  on 
various  UNIX  and  NT  Servers 
Implement  and  configure  Oracle 
Rac.  oracle  advanced  replication  & 
oracle  gateways  for  distributed  net¬ 
work  environments  for  Digital  soft¬ 
ware  solutions.  3  years  of  expen- 
ence  required. 40  Hours/week.  8 
A  M  -  5  P.M  Mon-Fn  competitive 
salary.  Must  have  proof  of  legal 
authonty  to  work  permanently  in 
USA.  Pis  send  one  resume  and 
cover  letter  to  Swift  Technologies, 
1452  Yankee  Park  PI.  Dayton,  OH 
45458 


Project  Manager  IT  (Integration 
Engineer)  wanted  by  Producer  of 
Vitamins  &  Fine  Chemicals  in  Par- 
sippany,  N.J  Must  have  Bachelor’s 
degree  or  foreign  equiv.  degree  in  IT 
or  a  quantitative  business  discipline 
and  8  yrs.  exp.  in  job  offered  or  8 
yrs.  of  IT  exp.  in  application  devel¬ 
opment/project  management.  Must 
include  experience  with  a  collabora¬ 
tive  e-commerce  environment  in¬ 
cluding  SAP  R/3  interface  design 
utilizing  XML,  strong  knowledge  of 
SAP  BAPI.  and  familiarity  with  Web 
Methods.  SAP  Business  Connector 
or  similar  middleware  products. 
Report  to  Roche  Vitamins  Inc.,  Attn 
Human  Resources.  Dept,  code 
WHR,  45  Waterview  Blvd.,  Parsip- 
pany.  NJ  07054-1298;  fax;  (973) 
257-8419;  or  e-mail:  parsippany. 
human_resources@roche.com. 


Software  Engineers:  Design, 
develop,  code,  test  and  imple¬ 
ment  software  systems  & 
apps.  per  hardware  interface 
specifications  in  Linux  Kernel, 
Perl,  Tel/Tk,  AWK,  Bourne 
Shell,  Visual  Source  Safe. 
CVS.  RCS  utilizing  Micro/ 
RISC-processor  designs  and 
storage  protocols-RAID 
iSCSI,  SCSI,  Fibre  Channel, 
etc.  Prevailing  wage  &  bene¬ 
fits.  Send  resume  to  Susan 
Chitsaz,  iVivity,  Inc.  5555 
Oakbrook  Parkway,  Ste.  280, 
Norcross,  GA  30093.  EOE. 


Software  Engineers  to  analyze, 
design,  develop/customize  busi¬ 
ness  appis  using  Oracle  Fin. 
and  Manuf.  Appis,  Oracle,  SQL, 
PL/SQL,  Dev  2000,  Designer 
2000  etc.  under  Windows,  UNIX 
and  Sun  Solaris  envir;  interact 
with  end  users,  gather  and  doc¬ 
ument  reqs;  prioritize  functional 
specs  formulated  from  user 
reqs;  evaluate  product  function¬ 
ality  and  design  to  assure  quali¬ 
ty.  Require:  Masters  or  foreign 
equiv.  in  CS/Engg.(any  branch)/ 
Science/Bus.  Mgmt.  Travel 
involved.  F/T  position.  Comp¬ 
etitive  salary.  Resume  to:  HR, 
Quest  America,  Inc.,  211  East 
Ontario  Street,  Suite  1800. 
Chicago,  IL  60611 


Software  Engineer 

Design,  development,  coding,  unit 
testing  and  debugging  of  financial 
systems  and  applications  utilizing 
Progress  4GL  and  Java/J2EE 
platform,  interfacing  Progress  with 
C.  In  addition,  provide  technical 
support  to  existing  systems  and 
DBA  activities  and  Unix  shell 
scripting.  Must  have  Masters 
Degree  in  CS  &  1  yr.  exp.  or  1  yr 
exp.  in  a  related  position  w/ability 
to  use;  VPAS,  J2EE,  and  Pro¬ 
gress.  40.0  hrs./wk  9:00  AM  -  6:00 
PM  Send  cover  letter  and 
resume  to:  McCamish  Systems, 
LLC.  6425  Powers  Ferry  Road. 
3rd  Floor.  Atlanta.  GA  30339.  Attn: 
Donna  Perlmutter 


DBAs  to  install,  administer, 
upgrade,  perform  performance 
tuning  &  backup/recovery  on 
Oracle/SQL  Server,  Lawson 
ERP  &  EDI:  administer  HP-UX 
in  multi  server  envir;  design, 
implement  appis  using  Dev 
2000,  PL/SQL,  Oracle  in 
client/server  envir.;  write  back¬ 
end  stored  procedures,  pack¬ 
ages.  triggers,  screens  using 
PL/SQL.  Forms.  Reports 
Require:  BS  or  foreign  equiv.  in 
Buss.  Admin/CS  /  Engg.(any 
branch)  &  2  yrs  of  exp.  in  IT.  S/W 
Enggs  to  analyze,  design  devel¬ 
op  appis  using  C++,  Java, 
CORBA.  EJB,  JDBC,  Rational 
Rose,  CGI,  SQL,  Oracle,  Crystal 
Reports.  Weblogic  under 
Windows/UNIX  OS;  perform 
project  scoping.  planning 
time/cost  schedules,  quality  of 
deliverables;  study,  evaluate 
new  tech/methodologies;  pro¬ 
vide  technical  guidance  for  user 
problems.  Require:  MS  or  for¬ 
eign  equiv.  in  CS/Engg.  (any 
branch)  &  1  yr  exp.  in  IT.  High 
Salary.  F/T.  Travel  involved. 
Respond  to:  HR,  Unilinx,  Inc., 
4625  Alexander  Dr.,  Ste  110, 
Alpharetta,  GA  30022. 


Lead  Programmer  Analyst,  TSYS. 
Columbus,  GA.  Plan,  analyze, 
design,  and  develop  batch  &  on¬ 
line  (e.g.,  CICS,  MQSeries)  appli¬ 
cations  to  meet  business  &  techni¬ 
cal  requirements;  understand  prob¬ 
lem  identification  and  utilizes  prob¬ 
lem  management  processes;  deter¬ 
mine  efficiency  &  impact  of  pro¬ 
grams  on  systems  including  those 
that  interact  across  functional 
areas;  document  and  interpret 
technical  specifications;  and 
design,  develop,  &  complete  testing 
procedures  for  assigned  projects. 

Competitive  Salary.  Bachelor’s 
degree  or  BCIS  equivalent  in  Com¬ 
puter  Science,  Computer  Applica¬ 
tions,  or  Information  Systems  + 
total  of  (5)  yrs  of  professional  expe¬ 
rience  programming  in  a  mainframe 
environment  using  COBOL,  VSAM, 
JCL,  and  DB2.  Of  total  5  yrs,  must 
include  4  yrs  with  CICS  and  IMS 
and  2  yrs  w /  MQSeries,  File-AID, 
Endevor,  Abend-AID,  &  Lotus 
Notes.  Must  have  legal  authority  to 
work  in  the  U.S.  Please  send 
resume  demonstrating  all  minimum 
requirements  to:  Kerry  Alexander, 
1600  1st  Ave.,  Columbus,  GA 
31902.  Ref  #  LPASM1. 


SYNAPSE  GROUP,  INC.,  a  leading 
computerized  magazine  marketing 
company,  is  looking  to  hire  a  quali¬ 
fied  PROGRAMMER  ANALYST,  to 
plan,  develop,  test,  document  and 
update  computer  programs  to  in¬ 
crease  operating  efficiency;  to 
enter  program  codes  into  computer 
systems;  to  evaluate  user  require¬ 
ments;  and  to  monitor  performance 
and  provide  technical  assistance  to 
program  users.  Qualified  applicants 
are  required  to  possess  a  Bachel¬ 
ors  degree  in  Computer  Science  or 
it's  equivalent.  Experience/knowl¬ 
edge  in  Unix,  Oracle,  System  and 
Network  administration  preferred. 

The  company  offers  a  competitive 
compensation/benefit  package  and 
an  environment  where  achieve¬ 
ments  are  recognized  &  profession¬ 
al  growth  is  encouraged.  Qualified 
applicants  are  encouraged  to  mail 
resumes  to:  Department  of  Human 
Resources,  Synapse  Group,  Inc., 
Four  High  Ridge  Park,  Stamford, 
CT  06905. 


Programmer  Analyst:  Nashua, 
NH:  Anlyze,  schedule,  dsgn,  dvlp, 
test,  implmt,  install  s/ware  applies 
using  (a)  MS  Visual  C/C++,  VB, 
GWBasic,  Win  SDK.  MFC,  Dbase 
IV  for  Win  &  (b)  C/C++  on  Unix 
platforms.  Anlyze.  schedule,  dsgn 
&  dvlp  enhancements  for  base 
product.  Write  Install  Prog  using 
installShield.  Eval  user  requests 
for  new/modified  prog,  dvlp  proto¬ 
types  for  same.  Write  user  manu¬ 
als  for  installation  &  operating 
procedures.  Anlyze  upgrade/ 
migration  reqts  for  applies,  evolve 
solutions  for  same.  Coord  main¬ 
tenance  &  qualification  work 
activities  by  planning  dsgng  & 
scheduling,  Anlyze  &  resolve  cus¬ 
tomer  support  level  issues.  Use 
Oracle  &  Informix.  Reqs:  Bach  or 
equiv  in  Sci/Math/Engg/ 
Electronics  +  2  yrs  exp  in  duties 
listed.  Resp  to  Datamatics 
(America)  Inc.,  20  Trafalgar 
Square.  #445,  Nashua,  NH 
03063  email 
datanj@datamatics.com 


System  Engineer.  Provide 
instrumental  support  to  tech, 
aspects  of  CCTV,  Access 
Control  Systems,  Intrusion 
Detection,  &  Intercom  systems 
through  res.,  design,  &  impl. 
Support  &  train  customers  dur¬ 
ing  inst.  &  operation  onsite  & 
remotely.  Impl.  &  maintain  all 
facets  of  comp,  network  oper., 
DHCP,  DNS,  TCP/IP,  Print 
Server,  SQL  Server,  IIS5.0 
Server,  VPN,  &  Firewall. 
Maintain  PCs  &  servers,  incl. 
troubleshooting  of  hardware  & 
software  problems,  inst.  &  confi. 
of  new  software,  comp.,  & 
peripherals.  Req.:  B.S.  in 
Industrial,  Electrical  Eng.,  or  rel. 
&  abil.  to  use  comp,  network 
operations,  Print  Server,  SQL 
Server,  Firewall,  Access  Control, 
CCTV,  Intercom  systems, 
Security  Alarm  systems,  Unix, 
SQL,  HTML,  ASP.  Able  to  travel 
nationwide.  40.0  hr/wk.  8-5. 
Resume  to:  Mr.  Jerry  Clark,  Sr. 
Vice  Pres.,  Tech  Systems,  Inc., 
3400  Corporate  Way,  Ste.  F, 
Duluth,  GA,  30096 


System  Admins  to  install,  main¬ 
tain,  administer  Windows  NT, 
Linux,  HP-UX, SCO/Solaris; 
plan,  maintain,  troubleshoot 
LAN/WAN;  manage  networking 
protocols  TCP/IP,  IPX/SPX,  etc; 
install,  upgrade  network  hard¬ 
ware/software.  Require:  B.S.  or 
foreign  equiv  with  cone  in 
CS/Science/Engg.(Any  branch) 
and  2  yrs  exp  in  IT. 
Programmers  to  analyze,  design 
appis  using  Java,  VB,  Oracle, 
SQL  Server,  ASP,  ActiveX, 
HTML,  JavaScript,  Lotus  123, 
etc.  under  Windows  OS;  write 
triggers,  stored  procedures  to 
account  for  business  processes; 
perform  req  analysis;  develop 
user  interface,  prepare  reports. 
Require:  Bachelor's  degree  of 
foreign  equiv  in  CS/Engg. (any 
branch)  &  6  months  of  exp.  in  IT. 
In  lieu  of  BS,  2yrs  of  academic 
studies  towards  a  Bachelors 
plus  2  yrs  of  exp  in  IT  will  be 
accepted.  Travel  involved.  High 
salary.  Respond  to:  HR,  Radiant 
Technologies,  Inc.,  335  Majestic 
Cove,  Alpharetta,  GA  30004. 


COMPUTER  SYSTEMS 
ENGINEER: 

MEDICAL  SYSTEMS 
INTEGRATION 

Designs,  develops  and  main¬ 
tains  computer  systems  to 
import  data  from  multiple  plat¬ 
forms/sources,  and  to  man¬ 
age  data  within  private  wide 
area  network.  Must  have  B.S. 
in  Electrical  Engineering, 
Computer  Science  or  equiva¬ 
lent,  and  at  least  two  years 
experience  in  the  job  offered. 
50+  hours  per  week.  EOE, 
Drug  Free  Workplace.  Send 
resume  to:  21st  Century 
Oncology  Attn:  Joyce  White, 
2234  Colonial  Blvd.,  Ft. 
Myers,  FL  33907  or  fax 
(239)931-7381. 


I71ET2S 

--•work  Ser.ic#  SclutUr. 

NET2S  is  a  leading  International  e- 
business,  information  technology, 
and  communication  infrastructure 
consulting  firm.  We  are  currently 
seeking  for  the  following  positions: 

•  Sr.  Tibco  (RV,  Hawk,  Ingetration 
Manager)  Developer 

•  IT  Risk  Mgmt  Security  Architect 

•  Sun  One  /  Siteminder  Architect 

•  Business  Objects  /  Cognos 
Developers 

•  NET  Architect 

All  positions  require  BS/MS  degree 
with  a  minimum  of  2  to  3  years  of 
experience  in  the  field.  Must  pos¬ 
sess  excellent  communication 
skills  as  well. 

NET2S,  82  Wall  Street,  Suite  400, 
New  York,  NY  10005;  Fax:  (212) 
279-1960;  Phone  (212)  279-6565;  or 
Email:  inbus-nv<a)net2s  com 


Software  Engineer:  Perform  sys¬ 
tem  analysis,  design,  develop¬ 
ment.  testing  and  documenta¬ 
tion  of  company's  web  portals. 
Work  with  Creative,  Content, 
and  Engineering  Teams  to 
design,  deliver  and  deploy  high- 
class  medical  portals.  Develop 
web  portals  using  Cold  Fusion, 
Macromedia  Spectra,  Perl, 
HTML,  DHTML.  Java  Script, 
Microsoft  Visual  Source  Safe 
and  SQL  Server  2000.  Utilize 
content  management  system, 
Cold  Fusion  scripting  and  CFML 
extensively  to  create  objects, 
methods,  PLP,  workflow,  content 
categorization  and  inbound 
news  syndication  streams. 
Develop  detailed  test  plans  and 
perform  extensive  testing  of  cur¬ 
rent  applications  using  QA  soft¬ 
ware  by  developing  SQL  and 
CFML  scripts.  Develop  logging 
and  reporting  applications  for 
medical  portals  using  Spectra, 
Cold  Fusion,  Perl,  Webtrends 
and  IIS.  Work  on  hardware  and 
operating  systems  such  as 
DELL,  HP  servers,  Windows 
2000  and  Unix.  Define  direction 
for  future  application  develop¬ 
ment  using  Java  and  other 
development  tools.  Require¬ 
ments  include  Master's  degree 
or  equivalent  in  Computer 
Science,  an  Engineering  disci¬ 
pline  or  related  field  and  three 
years  of  work  experience  in  the 
job  offered  or  related  field  of  web 
application  development.  Applic¬ 
ants  must  have  unrestricted 
authorization  to  work  in  the 
United  States.  Salary  $81,946/ 
year.  40  hours/wk.  Respond  with 
two  copies  of  resume  to  Case 
#200200875,  Labor  Exchange 
Office,  19  Staniford  St„  1st  FI., 
Boston,  MA  02114. 


QUALITY  ASSURANCE  SOFT¬ 
WARE  ENGINEER  II:  Will  test 
proprietary  factory  automation 
software  to  uncover  defects.  Will 
evaluate  new  or  modified  soft¬ 
ware  to  verify  that  program  func¬ 
tion  according  to  requirements 
and  conform  to  corporate  quality 
standards.  Will  design,  develop, 
and  deploy  test  plans  and  auto¬ 
mated  tests  at  the  Ul  and  API 
levels.  Will  follow  accepted  qual¬ 
ity  procedures  and  participate  in 
continuous  improvement  activi¬ 
ties.  Will  employ  MES  products, 
UNIX,  Windows  NT/2000/XP 
user,  including  Administration 
functions,  VB  or  C++,  SQL, 
Rational  Robot,  WinRunner, 
Oracle,  ClearCase,  and  other 
automation  tools.  Requirements: 
B.S.  (or  for  equiv.)  in  CS, 
Electrical  or  Electronic 
Engineering  or  related  field  and 
two  (2)  years  of  experience  in 
the  job  offered  or  two  (2)  years 
experience  in  the  related  occu¬ 
pation  of  Software  Development 
or  Programming.  Also,  demon¬ 
strated  expertise  in  the  follow¬ 
ing:  MES,  Automation  Tools. 
UNIX  Operating  Systems,  and 
Oracle  DB.  Offered  salary  is 
$58, 000/year  for  full-time 
employment  (min.  40  hours  per 
week)  and  standard  company 
benefits.  EEO.  Submit  2 
resumes  and  respond  to  Case 
No.  220201804,  Labor 
Exchange  Office,  19  Staniford 
Street,  1st  Floor,  Boston,  MA 
02114. 


Pictures  Inc.  (Anivision  America) 
is  looking  for  programmer  and 
Oracle  DBA  using  XP,  ME,  9X, 
UNIX,  Novell  Netware.  Applicant 
must  have  at  least  Bachelor  with 
experience  in  Oracle,  Novell. 
We  offer  competitive  wage, 
standard  benefits.  Please  con¬ 
tact  joanne@sunwoo.com 

Software  engineers,  program¬ 
mer/system  analysts  wanted  by 
Byzan  Tech,  a  small  dynamic 
company.  We  require  minimum 
BS  with  experience  as  program¬ 
mer  or  IT  consultant. 
Competitive  salary  with  full  ben¬ 
efits  Please  contact 
career@byzantech.com.  No 
calls.  EOE 


Senior  Quality  Assurance 
Engineer-Automation 
Duties:  Design  the  systems  and 
configurations  which  will  allow 
QA  to  automate  their  testing  of 
both  SBR  and  Proxy;  evaluate 
GUI  automation  tools,  setting  up 
the  GUI  automation  process 
within  the  QA  department  and 
acting  as  the  GUI  automation 
evangelist  within  QA.  Daily 
duties  include:  client-side  multi¬ 
threading  programming,  server- 
side  programming  in  Perl  as  well 
as  duties  as  a  system  program¬ 
mer;  Java,  C,  C++,  VB  program¬ 
ming;  working  in  Windows  NT 
and  Unix  environments.  Daily 
work  QA  Automation  Test  Tools 
such  as  Winrunner  and 
Loadrunner  required.  Work  with 
Support  and  Sales  Engineering 
to  support  ongoing  projects  and 
new  functionality.  Understand 
and  explain  new  technologies, 
and  how  these  technologies 
relate  to  existing  functionality. 
Min.  Reqts:  BS/BA  (foreign 
equiv.  accepted)  in  CS,  IT, 
Engin.,  Communic.  Engin.  or 
related  field  of  study  and  2  years 
exp.  in  the  occupation  or  2  yrs 
exp.  in  a  related  occupation,  (i.e. 
QA  engineering,  automation,  or 
consulting  in  SW  development 
or  related).  PLUS, 
Demonstrated  working  knowl¬ 
edge  of  the  following  required 
(1)  Winrunner,  Loadrunner  and 
RSW  software;  (2)  Bug  tracking 
SW  tools  (TestDirector  &  Lotus 
Notes);  and  (3)  Testing 
Methodologies  including  manu¬ 
al,  automated  and  perfor¬ 
mance/load  testing.  Offered 
salary  range  is  $58,000  to 
$75,000  year  (40hrs/wk).  Send 
resumes  to:  Labor  Exchange 
Office.  Case  #2002-01554,  19 
Staniford  St„  Istfb,  Boston,  MA 


Principal  Engineer 
Duties:  Developing  a  Java 
Swing  based  toolkit  for  creating 
user  interfaces  in  XML.  Specific 
duties  include  familiarization 
with  all  aspects  of  the  develop¬ 
ment  cycle,  from  OO  design 
through  implementation  to  test¬ 
ing.  Developing  object  oriented 
software  design  using  Java  and 
XML  on  Windows  NT  and  Unix 
platforms.  Development  using 
public  key  infrastructure,  cryp¬ 
tography  toolkits,  and  manipula¬ 
tion  of  computer  algorithm  mod¬ 
els  and  theory,  Min.  Reqts. 
Masters  degree  or  foreign  equiv¬ 
alent  in  CS,  Engineering  or  relat¬ 
ed  field  of  study  OR  in  the  alter¬ 
native,  BS/BA  and  5  yrs  pro¬ 
gressive  exp.  in  job  offered  or  5 
yrs  progressive  exp,  in  a  related 
occupation  (i.e.  programming, 
development,  systems  analysis 
or  related).  PLUS,  Demon¬ 
strated  working  knowledge  and 
expertise  of  the  following 
required  (pre-or  post  MS  experi¬ 
ence  accepted):  (1)  Computer 
algorithms  theory  and  practice; 
(2)  Client-server  programming 
using  Java  Swing,  XML,  and 
DOM;  and  (3)  Public  key  infra¬ 
structure  and  cryptography  pro¬ 
gramming.  Offered  salary  is 
$90,500  year  (40hrs/wk).  Send 
resumes  to:  Labor  Exchange 
Office,  Case  #2002-01555,  19 
Staniford  St„  1st  FI.,  Boston,  MA 
02114. 


A  home  health  care  services 
provider  in  Sterling  Heights, 
Ml  seeks  a  Database 
Administrator.  Requires  a 
Bachelors  degree  or  equiva¬ 
lent  in  Computer  Science  & 
1  yr  of  exp  as  a  Database 
Administrator,  Software 
Systems  Analyst,  Web 
Designer  OR  Programmer. 
Please  send  resume  to: 
President/CEO,  Ace 
Homecare  Network,  Inc., 
2567  Metro  Parkway, 
Sterling  Heights,  Ml  48310. 


Software  Engineer:  Design, 
build,  maintain,  and  enhance  a 
desktop  system  using  Microsoft 
technologies,  including  VB  6  0, 
SQL,  MS  SQL  Server,  C++  and 
MS  Access,  that  will  track  and 
administer  executive  deferrals  in 
a  non-qualified  deferral  (401  (k) 
Mirror)  plan;  work  with  Web 
Application  Developers  in  the 
web-enablement  of  this  product: 
design  and  ensure  database 
integrity;  improve  system  opti¬ 
mization  on  a  variety  of  plat¬ 
forms;  work  in  conjunction  with 
software  quality  analysts  to 
define  testing  parameters  and 
enhance  system  performance. 
Daily  work  includes  applying  VB 
knowledge  in  developing  n-tier 
Internet  applications,  object-ori¬ 
ented  solutions,  creating 
reusable  components  from 
source  code  for  a  client/server 
solution;  Relational  Database 
Modeling;  and  developing  code 
for  applications  illustrating  finan¬ 
cial  projections.  Minimum 
requirements:  BS/BA  (foreign 
equiv.  accepted)  in  CS,  IT  or 
Engin.  plus  2  yrs  of  work  exp.  in 
the  job  offered  or  in  a  related 
occup.  performing  Systems 
Analysis,  SW  Engin.  or  program. 
PLUS,  must  possess  demon¬ 
strated  expertise:  (1)  In  applying 
VB  knowledge  in  developing  n- 
tier  Internet  applications;  object- 
oriented  solutions  using  inheri¬ 
tance,  polymorphism  and  over¬ 
loading;  and  reusable  compo¬ 
nents  for  a  client/server  solution; 

(2)  With  Relational  Database 
Modeling  to  convert  stand  alone 
database  systems  into  multi¬ 
user  client/server  solutions;  and 

(3)  Applying  Mathematical  prin¬ 
ciples  to  accurately  develop 
code  for  applications  illustrating 
financial  projections,  including 
matrix  manipulation,  calculus 
and  analysis  of  algorithms. 
Offered  salary  is  $55,410  per 
year,  full-time  9-5  p.m..  Benefits. 
Send  (2)  resumes  to:  Labor 
Exchange  Office,  Case 
#200201064,  19  Staniford  St„ 
1st  fl..  Boston,  MA  021 14. 


Software  Engineer 
(Bioinformatics) 

Genaissance  Pharmaceuticals,  Inc. 
has  an  immediate  opening  in  its 
New  Haven,  Connecticut  facility  for 
a  Software  Engineer  (Bioinformat¬ 
ics).  Will  develop  and  execute  soft¬ 
ware  system  test  plans  and  perform 
various  database,  data  mining,  inte¬ 
gration  research,  and  design  and 
testing  assignments  in  the  develop¬ 
ment  of  computer  systems  and  ap¬ 
plications  in  the  field  of  Bioinformat¬ 
ics.  Must  possess  a  Ph.D.  in  Life 
Sciences,  Mathematics.  Physics,  or 
Computer  Science;  and  relevant 
work  experience,  including  experi¬ 
ence  with  mathematical  modeling 
and  concepts,  such  as  probability 
and  statistical  inferences  and  algo¬ 
rithmic  proofs,  socket  programming 
for  BSD  Kernel  and  Java,  Oracle 
computing-based  environment,  Ja¬ 
va  and  SQL  programming  lang¬ 
uages,  and  UNIX  operating  system. 

Resume  and/or  cover  letter  must 
reflect  each  requirement  above  and 
specify  reference  code  SZ/SEB  or  it 
will  be  rejected.  Forward  resume  to: 
Leigh  Webb,  Human  Resources 
Associate,  Genaissance  Pharma¬ 
ceuticals.  Inc,,  Five  Science  Park, 
New  Haven,  CT  06511,  We  are  an 
equal  opportunity  employer. 


Computer  Programmer  I: 
Draw  flowchart,  program 
and  test  environmental  GIS 
software  application  with 
AML,  C/C++  for  on  Calpuff; 
Debug  program  and  con¬ 
vert  database  with  CICS, 
Oracle;  Write  programming 
changes  with  JCL  and  op 
manual.  8-5,  40h/w,  BS  in 
Comp.  Sci.  &  six  month  exp. 
involving  AML,  CICS  and 
Calpuff.  Resume  to  Janicki 
Environmental,  Inc.: 
Janicki03@yahoo.com/fax: 
727-895-4333. 
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Senior  Software  Engineer: 
Visualize  architecture  for  busF 
ness-to-business  integration 
software  Diagram  CASE 
(Computer  Aided  Software 
Engineering)  tools  for  product 
architecture  design  automation. 
Develop  GUI  (Graphical  User 
Interface)  applications,  diagram 
components  for  metadata  mod¬ 
eling.  analysis  and  mainte¬ 
nance.  Perform  component 
interface  design  and  implemen¬ 
tation.  Maintain  and  develop 
source  code  tools  Use  Object 
Pascal.  Delphi,  metadata  model¬ 
ing.  analysis  and  maintenance. 
Also  use  TCP/IP.  Oracle  7  or  8, 
NT  networks.  Active  X,  VSS, 
MIDL  compiler,  resources  script¬ 
ing,  Servlets,  Applets,  JDBC, 
UML,  OOP,  Delphi,  MSVC++, 
Java,  COM.  IDL,  Win  32  GDI, 
SQL  to  complete  tasks.  Req¬ 
uirements  include  a  Bachelor's 
degree  or  equivalent  in 
Computer  Science,  an  Engin¬ 
eering  discipline  or  related  field 
and  at  least  five  years  of  work 
experience  in  the  job  offered  or 
related  field  of  object  oriented 
programming.  Applicants  must 
have  unrestricted  authorization 
to  work  in  the  United  States. 
Salary  $85,561/year.  40 

hours/wk.  Respond  with  two 
copies  of  resume  to  Case 
#200200946,  Labor  Exchange 
Office,  19  Staniford  St.,  1st  FI., 
Boston,  MA  021 14. 


Senior  Software  Engineer:  Work 
with  the  Project  Lead  and 
Principal  Engineers  to  build, 
extend,  and  implement  high- 
level  software  designs.  Program 
in  Java  JSP  and  C++.  Document 
and  discuss  designs,  reading 
and  writing  specifications. 
Interact  with  QA  staff  and  other 
developers.  Responsible  for 
working  on  many  kinds  of  tech¬ 
nology,  including  database,  con¬ 
tent  management,  XML/XSL, 
Linux,  Unix,  and  additional  web 
interfaces.  Requirements  incl¬ 
ude  a  Master's  degree  or  equiv¬ 
alent  in  an  Engineering  disci¬ 
pline,  Computer  Science  or 
related  field  and  five  years  of 
work  experience  in  the  job 
offered  or  related  field  of  soft¬ 
ware  engineering.  Applicants 
must  have  unrestricted  autho¬ 
rization  to  work  in  the  United 
States.  Salary  $85, 561/year.  40 
hours/wk.  Respond  with  two 
copies  of  resume  to  Case 
#200201415,  Labor  Exchange 
Office,  19  Staniford  St.,  1st  FI., 
Boston.  MA  02114. 


Seeking  qualified  applicants  for 
the  following  positions  in 
Memphis.  TN:  Senior  Project 
Analyst  Sales  Serve  as  advisor 
for  new  services,  sales  and  com¬ 
pensation  systems  projects. 
Requirements:  Bachelor's  degree 
or  equivalent  in  MIS.  business  or 
related  field  plus  5  years  of  expe¬ 
rience  in  planning  and  analysis. 
Experience  in  developing  data¬ 
base  queries  for  performance 
trend  analysis  and  in  develop¬ 
ing/maintaining  variable  compen¬ 
sation  programs  also  required. 
‘Master's  degree  in  appropriate 
field  will  offset  2  years  of  general 
experience.  Submit  resumes  to 
Sibi  George,  FedEx  Corporate 
Services,  1900  Summit  Tower 
Blvd,  Suite  1400.  Orlando,  FL 
32810.  EOE  M/F/D/V. 


Seeking  qualified  applicants  for  the 
following  positions  in  Memphis/ 
Collierville,  TN:  Senior  Business 
Application  Analyst  Act  as  liaison 
between  technical  developers  and 
users/customers.  Requirements 
Bachelor's  degree-  in  computer 
science,  business,  math,  engineer¬ 
ing  or  related  field  plus  5  years  of 
experience  in  analyzing  business 
systems  and  developing  technical 
automated  solutions  Experience 
with  SQL.  CGI  environment  and 
J2EE  environment  also  required 
'Master  s  degree  in  appropriate 
field  will  offset  2  years  of  general 
experience  Submit  resumes  to  Sibi 
George.  FedEx  Corporate  Servic¬ 
es.  1900  Summit  Tower  Blvd  .  Suite 
1400.  Orlando.  FL  32810  EOE 
M/F/D/V 


Developer  sought  by  oncology/ 
therapeutics  div.  of  pharma  R&D 
co.  in  San  Francisco,  CA. 
Candidate  must  have  a 
Bachelor's  degree  or  equiv.  in 
Computer  Engineering  or  relat¬ 
ed.  Min.  of  5  years  experience  in 
application  development  &  data¬ 
base  design  &  development  on 
Oracle  platform  required. 
Extensive  exp.  in  OOAD,  Object 
Oriented  Programming,  DBA, 
database  design  tools,  data 
modeling  tools  (ERWin),  SQL, 
PL/SQL,  Unix  (shellscripts,  FTP 
automation),  Java.  Oracle  8i 
database,  Oracle  111  applica¬ 
tions  (order  fulfillment),  Blue 
Martini  CRM  and  HTML,  phar¬ 
ma.  pricing  s/w  customization 
required.  Experience  in  phar¬ 
ma.  pricing  required.  Must  have 
strong  analytical  skills  in  pricing 
infrastructure,  information  ser¬ 
vices  &  data  analyses,  &  excel¬ 
lent  oral  &  written  communica¬ 
tion  skills.  Send  resumes  to: 
OTN,  Staffing  Dept.,  395  Oyster 
Point  Blvd.,  Suite  405,  South 
San  Francisco,  CA  94080,  Job 
Code:  VM-764  or  fax  resume  to: 
(650)  737-9576. 


S/ware  Dvlp  Co  in  NY  seeks 
multiple  openings  for  foil  posi¬ 
tions:  Network  Eng/Systems 
Analysts.  Analyze,  dsgn,  dvlp, 
test  &  implmt  IT  projects  & 
s/ware  applies  w/1  of  the  foil 
skills  in  UNIX  &  Win  envrmt: 

1)  Power  Builder,  Rational  Rose, 
ErWin,  Sybase  SQL.  C.  (Job 
Code  REA) 

2)  Power  Builder,  PL/SQL,  SQL. 
UNIX,  Oracle,  Infomix  (Job 
code  AMP) 

3)  Power  Builder,  Visual  C++,  C, 
PL/  SQL,  Oracle  (Job  Code 
MAW). 

Tech  Spits:  LAN/WAN,  CCNA / 
CCDA  in  n/work  applies,  dsgn  & 
implmt  w/  MCSE  cert.  Bach/ 
equiv  or  Assoc/equiv  in  Sci / 
Comp  Applic/Engg/Equiv  +  6 
mos-2  yrs  exp.  Will  accept  any 
combo  of  edu,  training  &  exp 
that  meet  min  reqs.  Refer  to  job 
code.  Resp  to  HR  Dept,  Trade 
Ship,  Inc,  201  Old  Country  Rd, 
Ste  202,  Melville,  NY  11747. 
Fax:  631-673-8958.  E-mail: 
info@tradeshiponline.com 


COMPUTER 
PROGRAMMER  II 

(Bethesda,  MD) 


Global  traveler  food  service  co. 
seeks  Computer  Programmer  II. 
Duties  are:  Perform  programming 
assignments  as  defined  by  Senior 
Programmers  using  skills  in  OOP, 
VB,  C/C++,  SQL.  Perl  and  UNIX 
shell  scripting,  Client-Server 
application  development,  and 
RDBMS  concepts;  as  assigned, 
maintain  and  modify  programs;  test 
document  modifications;  and  write 
operator  instructions.  Requires 
2  years  of  experience  in  the  duties 
OR  B.S. /equiv.  in  Computer 
Science/MIS/related  field  and  6 
months  of  experience  in  the  duties. 
40  hrs/wk,  Mon-Fri,  8-5.  E-mail 
resume  with  Job  Code:  CPU  to: 
resumes@hmshost.com  (subject 
line  must  include  Job  Code  CPU), 
eoe/mfdv/dfw.  Absolutely  no  calls. 


ecfirst.com,  Inc.,  seeks 
exp’d  consultants,  soft¬ 
ware  engineers  &  sr.  soft¬ 
ware  engineers  to  design 
&  develop  software  appli¬ 
cations.  Tools  include: 
ClearCase,  WASD,  Java, 
J2EE,  EJB,  XML,  VB, 
ASP,  COM,  SQL,  Solaris 
and  Oracle.  Send  res¬ 
umes  to:  H.R.,  13375 
University  Ave.,  Suite 
300,  Clive,  IA,  50325. 


Programmer  Analyst  for 
Telecom  co  to  analyze, 
dsgn  &  implmt  Internet/ 
Intranet  appliens  using  VB 
6.0,  ASP2.0,  Visual 

Interdev  6.0,  HTML,  VB 
Script,  Java  Script,  SQL 
Server  7.0  in  WinNT  server 
&  workstation.  Dvlp  enter¬ 
prise-level  reporting  & 
d/base  systems.  Req 
Bach/equiv  in  Eng,  Sci, 
Comp  Sci  or  related  &  2  yrs 
exp.  Airbel  Wireless,  Inc, 
206  Terminal  Dr,  Plainview, 
NY  11803,  fax  (516)  349- 
0080,  abay@airbel.com 


Programmer  Analyst:  wanted  by  IT 
Firm  in  Delaware,  Must  have 
Bachelors  Degree  in  Electrical  or 
Electronics  Engineering  besides 
six  months  exp  in  design,  install, 
configure,  &  implement  network 
work  and  storage  solutions  utilizing 
EMC  Symmetrix,  Connectrix,  Cel- 
erra  File  Server,  Brocade  DS  16B, 
McData  ED-64M,  ED-32M  hard¬ 
ware  with  Software  ESN  Manager, 
EMC  Control  Center,  Power  Path, 
Fiber  Cards  and  configuration  in 
Solaris  2.6/7/8,  HP-UX  10.x,  SCO 
Unix,  Linux  6. 2/7.0,  Windows 
95/98/NT/2000  etc.  Respond  to 
HR  Dept,  Neotech  Solutions  Inc., 
1170  Broadway,  Suite  314,  New 
York.  NY  10001. 


Sr.  Software  Applications  Engineer 
to  analyze,  design,  develop,  test, 
debug,  &  administer  application 
systems;  analyze/create  database 
applications/tables,  design  relation¬ 
al  databases  and  perform  data 
modeling  to  track  &  optimize  busi¬ 
ness  operations  of  client  compa¬ 
nies.  Provide  technical  leadership 
to  maintain  the  systems.  Reqd: 
B.S.C.S.  or  rel.  field  &  5  yrs  rel. 
Exp.  (M.S.C.S  may  be  substituted 
for  5  years  of  exp),  5-6  yrs  experi¬ 
ence  in  Oracle,  Oracle  Developer, 
PL/SQL  and  SQL  Loader,  and  3-4 
yrs  exp.  in  Oracle  Designer.  40 
hours/week,  9am-5pm.  Frequent 
relocation  within  the  U.S.  may  be 
necessary.  Send  resume  to  J. 
Brigham,  HR  #98y,  Tek  Systems, 
Inc.  7301  Parkway  Drive,  Hanover, 
MD  21076. 


Computer  Program  Analyst 

International  Advanced 
Business  Computing,  Inc. 

now  has  2  Computer 
Program  Analyst  positions 
available.  Incumbent  should 
hold  a  BS  in  Computer 
Science  or  Engineering  and 
have  at  least  one  (1)  year  of 
experience  in  the  industry. 
Please  send  your  resume 
and  credentials  to  Human 
Resources  at  IABC,  5634 
Owens  Drive,  Suite  208, 
Pleasanton  CA  94588. 


Computer 

AlphaSoft  Services  Corp.  is  a  rapid¬ 
ly  growing  systems  integration  & 
consulting  services  provider.  We 
are  currently  recruiting  for  the  fol¬ 
lowing  f/t  openings  in  Walnut 
Creek.  CA: 

*  Software  Engineers 

•  Computer  Programmers 
‘  Project  Engineers 

‘  Jr.  Project  Engineers 

All  positions  may  require  travel 
and/or  temporary  relocation  For 
more  information,  please  visit  our 
website  af  www  alphasoft 
services.com.  or  see  our  listings  at 
www.dice.com.  Apply  by  mail  to 
HR,  2121  N  California  Blvd  #350. 
Walnut  Creek.  CA  94596, 
(925)  932-3743  -  fax.  or  email 
ITJOBS@alphasoftservices  com 


Computer  Support  Specialist 
wanted  by  Sunrise  Global  Inc. 
to  provide  applications,  db  & 
network  support.  Must  have 
MS  in  Comp  Sci  &  certificates 
of  ONE  and  CCNP  w/2  yrs 
hands-on  exp  in  Novell, 
Solaris,  file  sys,  email  sys,  Web 
server,  SQL  server,  Cisco 
router  &  switches  config  & 
admin  to  support  users  to 
access  servers  through  LAN/ 
WAN  environment.  Must  also 
have  prog  exp  in  ERP  sys. 
Send  resume  to  4000 
Bordentown  Ave.,  Sayreville  NJ 
08872  or  fax  to  732-651-9998. 


Programmer  Analyst,  Wilmington, 
DE.  Design  &  devlp.  &  implement 
advanced  net  enabled  applica¬ 
tions  using  Java,  HTML,  XML, 
Java/RMI,  CORBA,  EJB,  C,  SQL. 
and  PL/SQL  and  do  object  orient¬ 
ed  programming  using  C++  for 
Windows  95/98/NT  &  Unix;  de¬ 
sign  GUI  using  VB,  Visual  Age  for 
Java  and  Developer  2000;  design 
&  develop  RDBMS  using  Oracle, 
SQL  Server,  MS  Access,  FoxPro 
and  generate  customize  reports 
using  Crystal  Reports.  Bachelors 
in  MIS  or  Comp.  +  One  yr  Exp. 
Send  Resume  to  DCM  Group, 
Inc.,  563  Broad  Street,  Newark, 
NJ  07102. 


Sr.  Database 
Administrator 

Oversees  client/server  appli¬ 
cations,  build  using  Visual 
Basic  &  Oracle.  Installs,  main¬ 
tains,  supports  &  enhances 
applications.  Req  Bach  in  any 
field  &  2  yrs  exp  in  the  job/2 
yrs  exp  as  Programmer 
Analyst.  Jobsite:  West 
Greenwich,  Rhode  Island. 
Send  ad  &  resume:  Yen  C. 
Chong,  Amgen  Inc.,  One 
Amgen  Center  Dr.,  Thousand 
Oaks,  CA  91320-1799. 
Include  Ad#  02-449FV. 


INFORMATION  TECHNOLOGY  - 
GIS  Analysts/Programmers  need¬ 
ed.  A  spatial  info,  systems  comp, 
is  seeking  qual.  candidates  pos¬ 
sessing  MS  or  equiv.  and/or  rele¬ 
vant  work  exp.  Part  of  the  req. 
relevant  exp.  must  include  2  yrs 
working  with  GIS  &  Java.  Mail 
resume  &  ref.  to:  GeoAnalytics, 
Inc.,  Attn:  HR,  1716  Fordem  Ave., 
Madison,  Wl  53704.  Please  refer¬ 
ence  this  ad  in  your  response. 
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I  SEMINARS  A  EVENTS 


Network  World  Seminars 
and  Events  are  one  and  two- 
day.  intensive  seminars  in 
cities  nationwide  covering 
the  latest  networking  technologies.  All  of  our  seminars  are 
also  available  for  customized  on  site  training.  For  complete 
and  immediate  information  on  our  current  seminar  offerings, 
call  a  seminar  representative  at  800-643-4668.  or  go  to 
www.nwfusion.com/seminars. 


Publicize  your  press  coverage  in  Network 
World  by  ordering  reprints  of  your  editorial 
mentions.  Reprints  make  great  marketing 
materials  and  are  available  in  quantities  of 
500  and  up.  To  order,  contact  Reprint 
Management  Services  at  (717)  399-1900  x129 
or  E-mail:  mshober@reprmtbuyer.com 
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release  a  series  of  software  up¬ 
grades  to  several  hardware  prod¬ 
ucts  starting  late  this  summer. The 
new  code  is  designed  to  add  sev¬ 
eral  key  security  standards, 
enable  customers  to  configure 
thousands  of  access  points  at  a 
time,  and  let  administrators  read 
and  adjust  radio  signal  strengths. 
It  will  also  identify  radio  interfer¬ 
ence,  and  detect  unauthorized 
(or  rogue)  access  points.  In  addi¬ 
tion,  Cisco  is  relying  on  its  Access 
Control  Server  appliance  to  han¬ 
dle  authentication  in  the  net¬ 
work. 

Partners  in  WLAN 

Cisco  also  is  partnering  with 
companies  that  have  committed 
to  incorporating  Cisco  WLAN 
code  into  their  semiconductors. 
Laptops  and  PDAs  with  adapter 
cards  using  these  chips  will 
become  “visible”  to  back-end 
Cisco  management  tools,  includ¬ 
ing  the  new  radio  frequency 
tools.  The  company  says  these 
client  products  will  appear  in 
late  summer. 

“[This  announcement]  is  the 
piece  that’s  been  missing,”  says 
David  Hemendinger,  CTO  for 
Lifespan,  a  Providence,  R.I., 
healthcare  system  with  about 
400  Cisco  Aironet  access  points 
in  five  hospitals.  The  hospital 
group  has  beta  tested  Cisco’s 
upgraded  Wireless  LAN  Solu¬ 
tions  Engine  and  access  points 
with  the  upgraded  software. 
“Cisco  has  great  management 
tools  for  the  wired  side,  but  they 
never  had  this  capability  for 
their  wireless  infrastructure 


Big  spender 


Cisco  estimates 
it  has  invested 


in  wireless  network 
technology  over  the 
past  5  years. 


products.” 

Hemendinger  says  the  new 
code  helps  him  in  three  key 
areas:  WLAN  design,  administra¬ 
tion  and  rogue  access  point 
detection. 

Traditionally,  designs  are 
created  via  a  labor-intensive  site 
survey,  often  with  the  help  of 
specialists.  With  the  new  radio 
frequency  tools,  and  the  newly 
visible  client  adapters,  Cisco 
now  gives  him  an  overview  of 
the  actual  coverage  of  the 
WLAN  and  its  signal  strengths. 
He  says  the  Aironet  access 
points  automatically  can  con¬ 
figure  themselves  to  values  set 
by  the  administrator.  “This  will 
take  out  of  the  picture  a  lot  of . 
.  .  the  mysticism  of  creating  a 
coverage  plan  for  your  wireless 
LAN,”  he  says. 

Managing  the  wireless  devices 
will  be  simplified  with  new  code 
in  an  improved  version  of  Cisco- 
Works  Wireless  LAN  Solutions 
Engine,  the  first  version  of  which 
was  announced  about  a  year 
ago.  The  upgraded  box  is  set  for 
delivery  in  July  for  about  $8,500, 
Cisco  says. 

“I  can  collectively  manage  all 
the  wireless  devices,  just  as  I  do 


with  switches  and  routers  in  my 
wired  environment,”  Hemen¬ 
dinger  says.  “I  can  download  a 
configuration  to  the  access 
points,  based  on  the  analysis  I’ve 
done  [in  the  design  phase].” 

The  new  code  also  will  let 
Lifespan  automate  the  detection 
of  unauthorized  access  points. 
Today  two  network  technicians 
spend  nearly  a  full  day  each 
week  walking  around  the  hospi¬ 
tal  sites  with  handheld  scanners 
to  find  new  access  points.  The 
code  turns  each  access  point 
and  wireless  client  into  a  radio 
monitor  that  can  pick  up  new 
radio  broadcasts. 

Cisco  says  it  will  develop  this 
strategy  further  in  2004,  when  it 
starts  to  release  what  company 
executives  call  wireless-aware 
upgrades  to  IOS,  the  brains  in  its 
routers  and  switches. 

This  upgraded  code  will  sup¬ 
port  the  IEEE  802. lx  port  au¬ 
thentication  standard,  start  to 
offload  from  the  Aironet  access 
points  a  variety  of  functions, 
and  give  these  network  devices 
the  ability  to  see  and  manage 
radio  frequency. 

“We  don’t  believe  in  ‘dumb’ 
access  points,”  says  William 
Rossi,  vice  president  and  general 
manager  for  Cisco’s  wireless 
business  unit.'The  access  points 
will  eventually  become  smart 
antennas.”  However,  Rossi  says 
that  the  work  done  today  at  the 
access  point,  such  as  communi¬ 
cating  with  other  access  points 
for  handoffs  and  roaming,  SNMP 
processing  and  so  on,  will  shift  to 
switches  and  routers. 

Cisco’s  critics  and  rivals  are 
unimpressed. 

“Nothing  in  their  announce¬ 


ment  is  significant,”  says  George 
Prodan,  vice  president  of  market¬ 
ing  with  Trapeze  Networks,  a  wire 
less  switch  start-up.“Everything  on 
this  list  is  a  ‘me,  too’  function,  and 
they  still  fall  short  of  several 
requirements.”  Prodan  says  Cisco 
lacks  tools  for  capacity  planning 
and  user  management,  and  does¬ 
n’t  support  dynamic  virtual  LANs 
for  wireless. 

Because  wireless  clients  can 
move  between  access  points 
over  subnets,  among  buildings, 
VLANs  are  a  more  complex  issue 
in  wireless  than  in  wired  LANs. 

“The  big  problem  here  is  how 
long  will  enterprises  wait  for  this 
solution  from  Cisco?”  says  Jeff 
Aaron,  senior  manager  of  prod¬ 
uct  marketing,  with  Airespace, 
another  wireless  switch  start-up. 
“A  year  is  a  lifetime  in  this  indus¬ 
try.  In  2004,  vendors  such  as 
Airespace  will  be  on  the  third 
generation  of  products  already. 
Why  should  an  enterprise  wait 
for  a  first-generation  product 
from  Cisco?” 

Cisco’s  Rossi  says  his  compa¬ 
ny’s  plan  treats  access  points  as 
part  of  the  enterprise  network, 
not  as  a  network  overlay  that 
requires  a  specialized  appliance 
—  a  wireless  switch  —  in  every 
wiring  closet  (some  vendors  let 
their  wireless  switch  sit  in  the 
data  center  at  the  network  core). 

Wireless  switches,  Rossi  says, 
are  essentially  access-point 
aggregators  that  can’t  compare 
with  Cisco  plans  to  upgrade  its 
CiscoWorks  Wireless  LAN  Solu¬ 
tions  Engine  to  configure  and 
upgrade  as  many  as  2,500  access 
points  with  a  mouse  click. 

“Why  was  there  ever  a  limit  [for 
that  product]  to  start  with?  Why 
is  there  any  limit  on  access  point 
count?”  Trapeze’s  Prodan  asks. 
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“We  have  no  limit  here.” 

Other  vendors  say  their  boxes 
will  fit  into  Cisco’s  approach,  but 
add  a  range  of  features  that 
Cisco  doesn’t  offer.such  as  hand¬ 
offs  across  VLANs,  and  security 
and  access  policy  management. 
That’s  the  strategy  being  pushed 
by  vendors  such  as  ReefEdge, 
which  announced  its  CS200 
WLAN  concentrator  in  April. 

“The  Cisco  announcement  val¬ 
idates  the  concept  of  a  con¬ 
troller  function  that  sits  behind 
the  access  points,”  says  Sandeep 
Singhai,CTO  for  ReefEdge. 

Network  executives  will  have 
their  hands  full  sorting  out  these 
claims,  and  changing  their  per¬ 
spective  to  accept  a  new  WLAN 
architecture,  says  Aaron  Vance, 
WLAN  analyst  with  Synergy 
Research  Group. 

“At  this  point,  enterprise  IT  peo¬ 
ple  don’t  really  know  how  they 
see  wireless  LANs,”  Vance  says. 
“The  majority  of  enterprise  wire¬ 
less  deployments  today  are 
departmental  in  nature.  They’re 
not  large-scale.” 

The  migration  of  IOS  into  the 
Aironet  access  points,  and  the 
ability  to  tie  them  back,  via  IOS, 
into  existing  products  such  as 
the  Wireless  LAN  Solutions 
Engine  and  the  Cisco  Secure 
Access  Controller,  will  make 
sense  for  a  lot  of  corporate  cus¬ 
tomers, Vance  says. 

The  argument  by  Cisco  rivals 
that  IOS  in  the  access  points  is 
needlessly  complex  and  burden¬ 
some  is  the  kind  of  argument 
that  might  make  sense  to  an  out¬ 
sider,  Vance  says,  but  Cisco  cus¬ 
tomers  understand  the  software 
thoroughly.  ■ 
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FTTP 

continued  from  page  16 
going  to  start.” 

Wave7  is  not  in  any  RBOC  trials  but  Tighe  says  the 
RBOCs  are  interested  in  Wave7’s  product.  The  com¬ 
pany  makes  a  Layer  3  Ethernet  switch  for  businesses, 
multidwelling  units,  high  rises  and  residential  areas 
that  delivers  up  to  500M  bit/sec  per  user  over  fiber 
extended  up  to  49  miles, Tighe  says. 

Analysts  say  the  FTTP  consensus  could  have  broad 
implications  for  the  industry. 

“This  is  a  really  big  thing,”  says  Daniel  Briere,  CEO 
of  TeleChoice.“It  applies  volume  to  a  market  that  has¬ 
n't  had  volume  yet.  It’s  a  major/get  the  industry  over 
a  hurdle’  price  reduction  [and]  a  tacit  acknowl¬ 
edgement  that  the  networks  RBOCs  have  today  are 
not  going  to  cut  it  vs.  cable." 

Btiere  says  the  RBOCs’  RFP  could  call  for  as  many 
as  1  million  units  per  year.  He  says  it  favors  the  Full 
Service  Access  Network  standards  and  broadband 
passive  optical  networking  equipment  over  the 
Ethernet  in  the  First  Mile  standards  and  Ethernet 
PON  gear. 


“PON  is  the  next  DSL,”  says  Briere,  whose  com¬ 
pany  helped  start  up  an  organization  called  the 
PON  Forum.  “In  the  next  five  years,  it  will  all  be 
PON.” 

He  says  the  RFP  will  catalyze  consolidation  in  the 
industry  as  large  vendors  such  as  Lucent,  Nortel  and 
Siemens, acquire  smaller  PON  vendors  to  respond  to 
the  FTTP  proposal. 

Qwest  was  the  only  RBOC  that  did  not  endorse  the 
FTTP  spec. 

“We  did  know  about  the  FTTH  RFP,”  a  Qwest 
spokeswoman  says.“  [But]  after  conducting  our  own 
internal  analysis  on  FTTH,  we  determined  that  it  did¬ 
n’t  meet  our  own  success  threshold.” 

BellSouth,  SBC  and  Verizon  plan  to  independent¬ 
ly  deploy  FTTP  equipment  and  networks  beginning 
next  year,  pending  resolution  of  related  regulatory 
issues,  among  other  factors.The  FCC  is  expected  to 
soon  issue  its  final  order  under  its  triennial  review 
of  network  interconnection  regulations.That  ruling, 
the  first  of  several  anticipated,  is  expected  to 
include  provisions  that  more  clearly  set  forth  the 
FCC’s  policy  regarding  new  network  technologies 
such  as  FTTP  ■ 
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customers.  Carriers  say  that  ser¬ 
vice  levels,  security,  reliability  and 
pricing  of  MPLS-based  IP  VPNs 
have  turned  out  to  be  compara¬ 
ble  to  that  of  frame  relay  —  but 
not  better. 

Some  carriers,  such  as  AT&T, 
have  a  delicate  balancing  act  be 
tween  growing  new  MPLS-based 
services  without  cannibalizing 
revenuerich  frame  relay  services. 
“It’s  just  a  question  of  where  cus¬ 


in  an  IETF  RFC  2547bis-compli- 
ant  VPN  mesh  that’s  based  on 
AT&T’s  IP  Enabled  Frame  Relay/ 
ATM  service. 

RFC  2547bis  specifies  Layer  3 
Border  Gateway  Protocol-based 
MPLS  VPNs  in  which  routing  is 
usually  outsourced  to  a  service 
provider.  And  even  though  IP- 
enabled  frame  and  ATM  services 
utilize  MPLS,  observers  say  they 
are  the  same  frame  that  ATM  VPN 
customers  have  been  using,  only 
optimized  for  IP 

“We  are  consolidating  all  of  our 
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tomers  want  to  be,”  said  Rose 
Klimovich,  general  manager  of 
Managed  Internet  Access  Ser¬ 
vices  at  AT&T,  at  the  recent  MPLS- 
con  conference  in  New  York. 
“We’re  not  going  to  force  them  to 
move  from  frame.” 

The  next  generation 

MPLS  is  considered  the  next- 
generation  carrier  infrastructure 
and  service  enabler.lt  is  designed 
to  converge  multiple  networks 
into  one  that  can  accommodate 
any-to-any  meshed  connectivity 
between  different  access  tech¬ 
nologies,  be  they  frame  relay  IP 
ATM,  private  line,  DSL  or  Ethernet. 
It  also  is  intended  to  enhance  the 
performance,  reliability  and  seal- 
ability  of  IP  routing,  making  IP  as 
dependable  as  ATM  for  data, 
voice  and  video  traffic. 

Virtually  all  facilities-based  ser¬ 
vice  providers  are  implementing 
MPLS  in  their  core  networks  to 
improve  efficiency  and  reduce 
costs.  Many  also  plan  to  provision 
services,  such  as  IP  VPNs,  using 
MPLS’s  ability  to  label  packets 
and  flows,  and  send  them  across 
explicit  routes  segregated  from 
other  traffic  and  networks. 

AT&T  will  complete  its  next-gen¬ 
eration  converged  IP  network  in 
2005  with  MPLS  at  its  core. 
BellSouth  recently  announced  its 
MPLS-enabled  regional  IP  back¬ 
bone,  c  alled  BRIB.  Verizon,  SBC 
and  Qwest  also  have  MPLS  build¬ 
outs  in  place  or  under  way,  as  do 
Cable  &  Wireless  and  MCI. 

Coca-Cola  Enterprises  is  the 
beneficiary  of  these  buildouts. 
The  bottler  is  connecting  its  sites 


data  centers  into  one  location  in 
Atlanta,”  Ridley  says. “We  will  now 
have  to  support  application  users 
all  the  way  from  Brussels  to 
Hawaii  out  of  the  same  data  cen¬ 
ter.  To  do  that,  we  need  to  be  able 
to  have  a  consistent  end-user 
experience  for  those  applications, 
and  they’re  traversing  far  longer 
distance  than  they  used  to.  So  we 
needed  a  way  to  control  conges¬ 
tion  inside  the  carrier  cloud.” 

The  most  practical  way  to  do 
that  is  with  Differentiated  Ser¬ 
vices  quality  of  service  (QoS) 
over  an  MPLS  network,  he  says. 

Coca-Cola  Enterprises’  network 
in  the  U.S.  will  support  ATM  and 
frame  relay  local  access,  and  reg¬ 
ional  data  centers  interconnect¬ 
ed  via  OC-3  ATM  virtual  circuits. 
Remote  circuits  are  fractional  T-l 
and  fractional  DS-3. 

The  company’s  European  net¬ 
work  was  similar  to  the  frame 
relay  network  in  the  U.S.,  with 
offices  hubbed  into  the  U.K.  In 
Europe,  the  bottler  is  migrating  to 
a  British  Telecom  MPLS  network 
with  Layer  2  services  provided  by 
frame  relay  instead  of  ATM,  Ridley 
says. 

“There  were  three  or  four  good 
reasons  for  doing  this,”  Ridley 
says.  “We  wanted  the  any-to-any 
connectivity  [MPLS  provides], As 
we  lifted  and  shifted  out  of  our 
regional  data  centers  and  put 
things  into  our  central  data  cen¬ 
ter,  we  didn’t  have  to  worry  about 
shifting  traffic  patterns." 

The  bottler  also  wanted  “end- 
to-end”  QoS  to  ensure  that  appli¬ 
cations  such  as  Citrix  would  “sur¬ 
vive"  as  data  was  transmitted,  for 


example,  between  Atlanta  and 
Lyon,  France,  he  says.  Coca-Cola 
Enterprises  also  wanted  a  net¬ 
work  that  could  evolve  to  sup¬ 
port  packet  telephony 

“And  as  time  goes  on  there  will 
be  other  latency-sensitive  applica¬ 
tions  that  come  along,  like 
streaming  video  and  audio,” 
Ridley  says. 

Another  company,  software 
maker  MoldFlow  in  Wayland, 
Mass., switched  to  an  MPLS-based 
IP  VPN  after  its  frame  contract 
was  up,  though  it  was  the  price  of 
the  new  service  rather  than  the 
fact  it  was  based  on  MPLS  that 
grabbed  IT  Manager  Rick 
Thimble’s  attention. 

MoldFlow  isn’t  in  a  position  to 
exploit  the  traffic  engineering 
and  QoS  capabilities  of  MPLS, 
Thimble  says.“It’s  basically  e-mail 
that  we’re  putting  over  the  lines,” 
he  says. 

MoldFlow  switched  to  a  fully 
managed  Cable&Wireless  IP  VPN 
(www.nwfusion.com,  DocFinder: 
6135)  when  it  was  time  to  renew 
its  multinational  frame  relay  con¬ 
tract  with  AT&T,  which  had  just 
raised  its  prices  on  low-speed  cir¬ 
cuits  (DocFinder:  6136).  Mold- 
Flow  explored  different  service 
options  with  AT&T,  including  its  IP 
Enabled  Frame  Relay  service,  but 
that  would  have  cost  more  than  a 
new  frame  contract, Thimble  says. 
The  C&W  IP  VPN  service  is  half 
the  cost  of  the  AT&T  frame  service 
MoldFlow  was  using,  he  adds. 

A  tough  sell? 

Carriers  acknowledge  that  most 
enterprise  network  customers 
don’t  care  what  enables  a  service 
as  long  as  they  receive  their  con¬ 
tracted  service-level  guarantees. 


What's  MPLS  cost9 

British  Telecom 
has  invested 

million 
in  MPLS  systems  and 
processes  since  1999. 


And  if  frame  fits  that  bill, carriers 
say  there  are  no  compelling  rea¬ 
sons  to  encourage  a  migration  to 
MPLS-based  IP  VPNs. 

“They  need  an  easy  way  to 
come  in  and  move  to  MPLS  VPNs 
over  time,”  AT&T’s  Klimovich  says. 
“We  expect  some  to  stay  on 
frame.” 

“Frame  and  ATM  are  still  alive 
and  kicking,"  said  Mark  Logan, 
head  of  VPN  products  for  British 
Telecom  Global  Services,  who 


Do  you  plan  to  con¬ 
vert  your  frame 
relay  network  to  a 
YPN  service? 


Convert 

1,268(3%) 


Percent  of  respondents 

(563  frame  relay  customers) 


Number  of  frame  relay 
locations 

(42,208  total  locations) 


also  spoke  at  MPLScon.“But  not 
like  it  once  was.” 

Carriers  say  new  data  network 
customers  will  be  steered  toward 
MPLS-enabled  IP  VPNs  because 
that’s  where  carrier  networks  are 
headed.  Customers  with  many 
sites  to  connect,  applications  to 
converge,  extranets  to  construct, 
class  of  service  to  enable,  opera¬ 
tional  costs  to  reduce,  and  cur¬ 
rent  frame  contracts  that  expire 
will  be  encouraged  to  evaluate 
the  new  services  and  technology. 

British  Telecom  will  market  its 
MPLS  IP  VPNs  as  a  replacement 
for  competitors’  frame  relay  ser¬ 
vices.  But  Logan  says  pricing  for 
the  service  will  be  comparable  to 
frame  relay 

“The  carrot’s  been  the  money 
saver,  but  the  pricing  differential  is 
not  that  significant,”  says  Rose¬ 
mary  Cochran,  principal  at  re¬ 
search  firm  Vertical  Systems 
Group. “So  there’s  got  to  be  some¬ 
thing  else.” 

There  is,  Klimovich  said.  There’s 
a  potential  cost  reduction  in  site 
connectivity  for  businesses  with  a 
lot  of  locations.  Users  can  estab¬ 
lish  extranets  for  customer  and 
supplier  interaction.  They  also 
can  network  all  their  applications 
over  one  infrastructure. 

MPLS  can  be  a  platform  or  foun¬ 
dation  for  new  technologies,  she 
said,  and  reliability  has  been 
improved  over  the  last  two  years. 

“MPLS  IP  VPNs  are  ready  for 
prime  time,”  Klimovich  said. 

At  MPLScon,  AT&T  would  not 
disclose  how  it  is  pricing  MPLS  IP 
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VPN  services  compared  with 
frame,  but  in  the  past  the  carrier 
indicated  the  pricing  structures 
would  be  similar  (DocFinder: 
6137).  The  company  also  could 
not  predict  when  its  MPLS  IP  VPN 
revenue  would  overtake  its  frame 
revenue.  Klimovich  said  there  is 
“pretty  significant  growth”  in 
AT&T’s  MPLS  IP  VPN  services,  but 
also  growth  in  its  frame  business. 

For  British  Telecom,  Layer  2 
VPNs  based  on  frame  and  ATM 
still  account  for  70%  of  its  VPN  re¬ 
venue,  but  it  could  see  MPLS  IP 
VPN  revenue  overtake  frame  in 
two  to  three  years,  Logan  says. 
That’s  consistent  with  IDC’s  2006 
forecast  for  Western  Europe. 

Other  analysts  say  they  think  it 
will  take  longer. 

“That’s  not  a  two-  to  three-year 
time  frame,  that’s  a  five-  to  seven- 
year  time  frame,”  says  Mark  Bie- 
berich  of  The  Yankee  Group. 

“I  hope  to  be  retired”by  the  time 
VPN  service  revenue  overtakes 
frame,  Vertical’s  Cochran  says. 
Worldwide  frame  relay  service 
revenue  in  2002  was  $14.5  billion, 
while  revenue  for  dedicated  IP 
VPNs  was  a  fraction  of  that  — 
$791  million, she  says. 

A  recent  Vertical  survey  of  563 
enterprise  network  managers 
showed  that  16%  of  respondents 
planned  to  convert  to  a  dedi¬ 
cated  access  VPN.  Moreover,  cus¬ 
tomers  planning  to  switch  repre¬ 
sent  only  3%  of  the  42,000-plus 
total  frame  relay  locations  re¬ 
ported  for  all  respondents.  That 
means  the  average  size  of  these 
networks  is  relatively  small. 

But,  like  Coca-Cola  Enterprises, 
a  few  large  companies  are  blaz¬ 
ing  the  MPLS  trail.  Some  are 
implementing  MPLS  in  their  pri¬ 
vate  networks  for  tactical  reasons, 
such  as  isolating  business  units 
with  RFC  2547;  consolidating 
addresses  of  merged  or  acquired 
companies;  and  to  divide  traffic 
loads  among  links,  says  Bruce 
Davie,  a  Cisco  fellow  at  Cisco. 

Other  customers  inquire  about 
MPLS  because  it’s  trendy,  carriers 
say 

“It’s  kind  of  a  hot  thing;  they  are 
aware  of  it,”  says  Stuart  Elby,  vice 
president  of  network  architec¬ 
ture  for  Verizon  enterprise  tech¬ 
nologies.^  is  somewhat  of  a  sell¬ 
ing  point.” 

“1  think  there’s  a  lot  of  that  fash¬ 
ion  stuff  around  MPLS  VPNs," 
British  Telecom’s  Logan  says. 
“There's  really  no  logic  to  it.  Yet 
20,000  lemmings  can’t  be  wrong.” 

Unless  an  existing  frame  con¬ 
tract  is  in  place, everything’s  work¬ 
ing  and  nothing  needs  to  change. 
In  that  case,  “it’s  not  an  easy  sell," 
Cochran  says.  ■ 


i 


See  old  apps  combine  with  new  apps. 
See  customers  connect  with  partners. 
See  today’s  stuff  click  with  tomorrow’s 


WebSphere  Business  Integration  is  far  and  away  the  leading  integration  software  for  the  on  demand 
era.  Open  and  flexible,  WebSphere  lets  you  m<j>del,  integrate  and  manage  all  of  your  business 
processes.  WebSphere  delivers  an  infrastructure  that  quickly  responds  to  change,  meeting  busines 
demands,  on  demand.  For  an  Integration  InfoKit  and  case  studies,  visit  ibm.com/websphere/seeit 
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BackSpin 


Mark  Gibbs 


Beating  online  burning 


Tm  writing  you  this  mail  to  inti¬ 
mate  you  with  a  business  transaction 
involving  the  transfer  of  $29.6  million 
for  safekeeping.  It’s  our  hope  that  as  a 
respectable  businessman,  you  would 
be  capable  of  handling  high  capital 
investment  and  control.  ...My  col¬ 
leagues  and  I  now  want  to  quickly 
transfer  this  funds  to  a  safe  nominated  account  for 
possible  investment  abroad ...” 

—  From  Pius  Obaseki,  Director  and  Funds 

Coordinator  of  the  Finance/Contract  Department  of 
the  Federal  Ministry  of  Petroleum  Resources. 

I  found  the  Internet  Fraud  Complaint  Center 
(IFCC)  report  released  in  April  interesting  reading 
(see  www.nwfusion.com,  DocFinder:  6132). The 
IFCC  is  a  program  of  the  FBI  and  the  National 
White  Collar  Crime  Center,  and  its  mission  is  “to 
address  fraud  committed  over  the  Internet.” 

According  to  IFCC  statistics,  about  75,063  com¬ 
plaints  were  filed  in  2002  and  the  “total  dollar  loss 
from  all  referred  cases  of  fraud  was  $54  million,  up 
from  $17  million  in  2001,  with  a  median  dollar  loss 
of  $299  per  complaint.” 

There  are  many  types  of  online  fraud. The  most 
common  type  last  year  was  auction  fraud,  which 
represented  46%  of  all  complaints.  Nondelivery  and 


nonpayment  of  merchandise  accounted  for  31%, 
with  credit  card  fraud  at  nearly  12%. 

A  great  example  of  this  kind  of  fraud  involved 
Teresa  Smith,  who  offered  PCs  for  sale  on  eBay  and 
other  auction  sites.The  scheme  was  simple:  Get  peo¬ 
ple’s  money  before  delivery  and  then  never  ship  and 
never  refund. 

EBay  responded  to  complaints  by  canceling 
Smith’s  account,  but  she  would  just  start  again  under 
another  alias.  Ultimately, Smith  defrauded  about  300 
victims  whose  losses  totaled  more  than  $800,000! 

This  is  the  kind  of  fraud  that  happens  every  day  in 
the  real  world,  and  the  only  thing  that  makes  it 
exceptional  was  that  it  happened  online. What  also 
distinguishes  it  is  that  the  defrauder  offered  a  legal 
product  that  the  victim  had  every  expectation  of 
receiving,  making  the  victim’s  complaints  legitimate. 

But  one  complaint  the  IFCC  continues  to  receive 
in  high  volume  concerns  the  Nigerian  letter  fraud 
(see  example  up  top),  for  which  there  are  no  real 
victims,  only  crooks  pretending  to  be  victims. 

The  Nigerian  letter  fraud  starts  with  correspon¬ 
dence  from  someone  whose  message  basically  says: 
“1  got  a  lot  of  money  through  X  (usually  some 
crooked  means)  and  I’ll  give  you  a  cut  if  you’ll  help 
me  get  it  out  of  the  country  (because  of  some  com¬ 
plicated  problem).” 

The  scammers  say  they  need  so  much  money  for 


this  (bribing  officials?)  and  so  much  for  that,  until 
the  victim  has  coughed  up  significant  funds.Then 
the  scammers  disappear.  Big  surprise. 

The  IFCC  got  16,164  complaints  about  the  Nigerian 
letter  fraud  last  year,  a  500%  increase  over  the  2001 
volume,  and  74  individuals  lost  money  totaling  $1.6 
million.”  Even  more  impressive  (if  that’s  the  right 
word),  the  Nigerian  letter  fraud  attracts  the  highest 
dollar  loss  per  incident  —  a  median  loss  of  $3,400. 

Those  cases  in  which  there  was  either  a  loss  of 
money  or  personal  information  were  referred  to  the 
appropriate  local, state  or  federal  agencies.  But  why? 

Why  would  we  want  to  spend  a  dime  protecting 
people  who  are  so  stupid  to  get  caught  out  this  way 
and  crooked  enough  to  think  that  the  transaction 
they  are  entertaining  is  ethical? 

Anyway,  with  the  recent  surge  in  spam  we’re  going 
to  be  see  a  huge  rise  in  these  kinds  of  pseudo-victim 
crimes.  And  along  with  that,  the  litany  of  other  frauds 
and  scams  is  going  to  increase.  And  they  are  going 
to  affect  the  staff  you  support. 

If  you  haven’t  started  an  Internet  risks  training  pro¬ 
gram  in  your  company  which  includes  information 
about  online  scams  and  frauds, you  will  see  many 
people  get  burned.  And  worst  of  all,  these  people 
could  burn  your  company  at  the  same  time. 

Channel  your  flames  to  backspin@gibbs.com. 


uzz  News,  insights,  opinions  and  oddities 


By  Paul  McNamara 

0h,  those  spam  filters 

Critics  of  aggressive  spam  filtering 
have  long  argued  that  losing  or  seri¬ 
ously  delaying  even  one  piece  of  important  business  e-mail  —  the  dreaded 
false  positive  —  is  an  unacceptable  price  for  getting  back  the  minutes  we 
spend  fumigating  our  in-boxes  every  day. 

The  equation  for  network  executives,  business  managers,  human  resources 
directors  and  corporate  lawyers  can  be  more  complicated,  of  course.  But  for 
the  end  user  the  issue  boils  down  to  this:  You  can't  replace  a  minor  annoyance 
with  a  major  annoyance  and  call  the  change  progress. 

Buzz  has  bought  this  line  of  reasoning  and  as  a  result  has  cast  a  suspicious 
eye  on  the  never-ending  parade  of  vendors  marching  through  here  with  filtering 
schemes.  All  claim  to  minimize  false  positives  and  some  —  the  few,  the  proud, 
the  full  of  it  —  claim  to  eliminate  the  risk  altogether. 

Yet  there  has  been  small  comfort  in  taking  a  principled  stand  against  spam  fil¬ 
tering.  The  reason  is  that  spam  continues  to  get  worse  and  more  expensive  to 
manage.  We're  talking  a  lot  worse  and  a  lot  more  expensive.  So  much  worse  and 
so  much  more  expensive  that  even  those  who  have  in  the  past  pooh-poohed  com¬ 
plaints  about  the  junk  are  now  willing  to  acknowledge  that  it's  far  more  than  a 
minor  annoyance. 

Which  led  to  my  putting  this  question  to  executives  from  GroupTechnologies, 
a  German  company  that’s  tried  to  make  a  splash  in  the  U.S.  with  iQ.Suite,  a  set 
of  e-mail  security  and  management  applications  that  includes  a  spam  filter: 

Has  spam  gotten  so  unbearable  that  the  specter  of  false  positives  is  no  longer 
the  bogeyman  —  the  deal  breaker  —  for  companies  that  might  otherwise  start 
filtering? 

The  GroupTechnologies  executives  couldn't  agree  with  that  proposition  fast 
enough.  Absolutely,  positively  on  the  mark,  they  said.  Whatever  reservations 


false  positives  had  once  created  in  the  minds  of  network  executives  have  been 
swamped  by  the  sheer  enormity  of  the  spam  wave. 

I  left  the  meeting  not  only  believing  that  Group  is  indeed  getting  this  type  of 
feedback  from  customers,  but  wondering  if  it  might  be  time  for  me  to  re-evalu¬ 
ate  my  own  headstrong  opposition  to  content  filters.  Maybe  it’s  wise  to  give  up 
that  position  and  stake  out  a  more  moderate  one  that  recognises  the  old  saw 
about  desperate  times  requiring  desperate  measures.  (Exhibit  A:  Our  relatively 
small  company  received  1.5  million  e-mail  messages  in  April,  of  which  roughly 
85%  were  spam.) 

ThenThursday  happened. Thursday  is  the  primary  production  day  at  Network 
World,  meaning  it's  when  most  of  the  heavy  lifting  —  and  deadline  sweating  — 
is  done  by  writers  and  editors  charged  with  bringing  you  this  publication.  In 
this  case,  it  was  also  the  day  after  our  IT  department  turned  on  a  couple  of 
advanced  spam-filtering  features  to  augment  those  already  in  place. 

The  result  was  not  only  a  conspicuous  drop  in  spam,  but  an  alarming  increase 
in  the  number  of  e-mail  messages  reported  missing  in  action,  a  few  of  which  fit 
quite  comfortably  into  the  category  of  mission-critical.The  problem  was  too 
involved  for  what’s  left  of  this  space,  but  rested  primarily  with  a  quarantine 
system  that  was  filling  with  suspected  spam  and  legitimate  e-mail  faster  than 
hard-pressed  human  beings  could  sort  between  the  two. 

The  lesson  is  that  you  can  take  away  a  journalist's  coffee  and  he’ll  grumble. 
But  mess  with  his  e-mail  and  he'll  scream  six  different  shades  of  red  before 
storming  off  to  find  a  cup  of  coffee,  because  he  sure  as  heck  can’t  get  his 
work  done. 

The  spam  filters  got  turned  off  and  our  IT  director  tells  us  they're  sifting 
through  various  options  in  search  of  an  answer  that  will  stem  the  spam  without 
cutting  off  our  noses. 

In  the  meantime,  the  bogeyman  lives. 

Go  ahead  and  write.  It'll  get  through.  The  address  is  buzz@nww.com. 


See  it  fixed  before  it’s  broken. 

See  the  problem  before  it  occurs. 
See  IT  and  business  qoals  as  one 


Tivoli  Intelligent  Management  software.  It’s  here  now 


software  that  self-configures,  self-heals, 

self-optimizes  and  self-protects.  On  demand.  With  Tivoli,  on  demand  business  is  more  manageable 
than  ever.  You’ll  spend  less  time  worrying  about  mundane  tasks  and  more  time  on  important  things  — 
like  business  results.  For  a  customized  analysis  of  how  Tivoli  can  help  you,  visit  ibm.com/tivoli/seeit 


and/or 

t.  J 


IBM.  Tivoli  the  e  business  logo  and  e-business  on  demand  are  registered  trademarks  or  trademarks  of  International  Business  Machines  Corporation  in  the  United  States 
2003  IBM  Corporation.  All  rights  reserved 


1 

Dare  to  Compare! 

NetVanta 

3305 

Industry-Leading 

Brand 

Stateful  Inspection  Firewall 

✓ 

$$$ 

Dual  Network  Interfaces 

✓ 

$$$ 

Dual  Ethernet  Interfaces 

✓ 

$$$ 

Command  Line  Interface  (CLI) 

✓ 

✓ 

Unlimited  Telephone  Support 

✓ 

sss 

Free  Maintenance  Releases 

✓ 

Not  Available 

Virtual  Private  Networking 

$ 

SSS 

Dial  Backup 

$ 

$$$ 

PBX  Connectivity 

$ 

$$$$$ 

Warranty 

5  Year 

1  Year 

The  NetVanta  3305  from  ADTRAN 


For  some  time  now,  you've  been  buying  access  routers  a 
certain  way.  Perhaps  without  giving  it  a  second  thought. 

Now  there's  good  reason  to  look  around — the  NetVanta  3000 
Series  from  ADTRAN.  These  routers  do  the  same  work  as 
other  brand  name  routers,  at  a  cost  that’s  up  to  55  percent 
less.  Designed  with  a  familiar  CLI,  NetVanta  3000  Series  routers 
fit  seamlessly  into  existing  operations.  No  costly  training  or 
recertification.  Built  to  ADTRAN  quality  standards,  this 
low-cost  alternative  is  backed  by  a  5-year  warranty  and 
free  pre-  and  post-sales  telephone  technical  support. 


Uncompromising  quality.  Affordable  price.  There's  no  better  value 
in  access  routers  than  the  NetVanta  3000  Series  from  ADTRAN. 


Why  pay  more? 


Take  the  CLI  Challenge!  Receive  a  free  T-Shirt! 

vvww.  a  dtra  n .  com/in  fo/wh  ypa  ymore 

877.767.6022  Technical  Questions 
877.280.8416  Where  to  Buy 


Experts  choose  ADTRANT 
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